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Eancer Starts at $2,007, Tempest at $2,167 ... 


Makers Hold or Cut ’61 Prices 


By John K. Teahen Jr. 
Associate Editor 
customer and the dealer got 
* a break last week as the auto 
industry began its annual round of 
new-model price announcements. 
On the basis of prices disclosed 
to date, it appears that the indus- 
try is going to hold the line for 
the second straight year. 
Prices of several models were re- 


All Set for the Big Show 
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duced. A few others were raised, 
but the hikes were not especially 
painful. Equipment prices are al- 
most dollar-for-dollar with last 
year’s. 
ea * * 
HEF are some of the highlights 
of last week’s action in the 
pricing arena: 
1. As reported by AvTomorTive 
News three weeks ago, the Olds- 
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‘See It Ali at Cobo Halil’ 


Headline inviting visitors to the gigantic Na- 
tional Automobile Show Oct. 15-23 at Detroit's 
nae eta genr ly weal elie fpmeiaptter Spm 

show will be the largest ever and will fea- 


ture colorful 


ee ee an 
: How a Car Is Born.” 


salute the show Oct. 10 


largest issue in, its history- 
with Uncle 


bear 
week 


88 pages. 
if the 


mobile F-85 and the Buick Special 
will start below $2,409), Standard 
four-door sedans will Be $2,384 (in- 
cluding federal taxtand dealer 
prep), and deluxe mapas will be 
$2,519. 

2. The Pontiac pest four- 
door sedan will ty a $2,167 
sticker when it on on sale 
Nov. 3, 


8. Dodge Lancer Bitjces start at 


= 
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Tempest . . . Page 12 


$2,007 for the Series 170 two-door 
sedan. Standard Lancers are $54 
and $55 more than standard Val- 
iants, Deluxe Lancers are $43 and 
$44 more than comparable Valiants. 
4. Valiant reduced its V-100 four- 
door sedan $39 and chopped $20 
from the V-200 sticker. The Valiant 
price leader is the V-100 two-door 
sedan at $1,953. 
+ * * 
LY B—Corvate reduced prices 
$37 on comparably equipped 
models. Actually, the sticker price 
of .Series 500 and 700 sedans and 
coupes will drop $64 because the 
folding rear seat (standard last 
year) now is optional at extra cost. 
----.. + (Continued on Page 41, Col. 3) 


Top Cars 


New-car registrations for seven 
months, plus 25 states for August: 
1960 1959 

Pos. 

1—1,089,110 944,985— 1 

875,250 917,658— 2 
291,330 


273,451 
252,680 
239,814 
213,881 


Make 
Chev. 
Ford 


Further details on Page 40. 





4th-Quarter Output Reso 
\Big Cars Face New Cuts 


By Maynard M. Gordon 
News Editor 

Cea in big-series sched- 

ules by all factories but Gen- 
eral Motors have pared the indicat- 
ed production goal for the fourth 
quarter to 1,650,000 cars, an AUToO- 
motive News survey indicated last 
week. 

Chrysler Corp. already had an- 
nounced plans to shave big-series 
schedules, but it was learned that 
Ford and American Motors also 
have quietly joined in the swing to 
lowest-priced models. 

With early samplings showing 
a 40 percent market penetration 
for the ’61 compacts as a group, 
General Motors officials have let 
their dealers know that compact- 
car production could be built up 
quickly in accord with sales de- 
‘mand this month and next. Pon- 
tiac’s Tempest will not go on sale 
until Nov. 3, a month after F-85 


and Special. 

Ben D. Mills, Lincoln-Mercury 
general manager, observed last 
week that a factory in these days 
of multiple lines “must respond to 
market changes even more quickly 
through unprecedented flexibility 
in our manufacturing and assembly 
operations.” 

Fina)l-quarter production of 1.6 
million cars will be more in line 
with the first two: periods of 1959 
than of 1960. This year’s first quar- 
ter was a two-million boomer, com- 
ing as..it.did in the wake of a 
foutth 1959 quarter which saw the 
‘steel Btrike drop output to slight- 
Y more than 2% million, 

* 

r 1960's dation ie 1.8 mil- 
lion cars were assembled. No 
»..period had exceeded 1,7 mil- 

Changeovers held production 


Warranty, Leasing 
Revised by Ford 


ORD MOTOR CO. made news on 

two trade fronts last week— 
warranty and leasing. 

Henry Ford Il, president, an- 
nounced that the warranty on all 
61 Ford Motor cars is being ex- 
tended from the previous 4,000 
miles or three months to 12,000 
miles or one year. 

“No other American automobile 
carries a warranty like this,” he 
said, 

Ford's lead was followed. by 
American Motors, which announced 
it would put into writing the 12-12 

(Continued on Page 4, Col. 1) 


in the July quarter of 1960, con- 
cluded last week, to an estimated 
1,150,000, 

Readjustment of fourth - quarter 
schedules stems in. part from dealer 
réaction to the lineup of ’61 com- 
pacts, as well as the record carry- 
over of '60 models at the show- 
rooms. Holdovers of 300,000 “oldies” 
were projected for dealership at the 
end of mber, most of these 

(Continued on Page 4, Col. 4) 


Five Millionth Car 
Of Year to Roll 


61 Pace Advancing; 
Compacts Top 30 Pet. 


By John E. Walsh 
Staff Writer 


yuT auto industry’s five-millionth 

car of. the calendar year will be 
turned out this week ag produc- 
tion of ’61 models continues to 
climb 

A year ago the five-millionth car 
was not produced until Nov. 18. 

An estimated 136,480 cars were 
produced last week, bringing the 
count for the year to 4,970,576 units. 
Output in the seven-day period 
topped the previous week’s total by 
16,460 assemblies, an increase of 
13.7 percent. 

Last week’s production was 28.9 
percent over the 105,851 cars as- 
sembled in the comparable week 
@ year ago, 

Compacts accounted for 30.9 per- 
cent of last week’s scheduled out- 
put, with 42;218 units rolling off the 
lines, 

In the previous week, when the 
small-car production rose to 34 per- 
cent of the total, a record 12,635 
Falcons were turned out in a six- 
day period. The compact count for 
the week wag 40,796 units. 

* + + 


meuck production was off slight- 
ly in the past week, with no 

production scheduled by Mack, 

which was down for inventory. 

Makers turned out 19,806 units, 
with Chevrolet leading the way 
with an estimated 7,900. In the 
week earlier, 19,865 trucks were 
built. 

The total production of cars and 
trucks for the calendar year rose 
to 5,918,159 units, with trucks ac- 
counting for 947,583. 

General Motors stepped up its 

(Continued on Page 45, Co}. 3) 
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High est Year-End Volume Since 1955? .. . 


Big Push for 61 Sales Under Way 


By Robert M. Lienert 
Associate Editor 


A* RETAIL selling of new mod- 

els became official last week, 

the industry launched a full-throt- 

tle drive that should put 1.1 mil- 

lion ’61s on the road by year’s end. 

Not in five years have so many 
by 


Springboard for the fourth-quar- 
ter sales drive igs the attainment 
of the five-millionth new-car regis- 
tration of the year, to be recorded 
some time today (Oct. 3). 

a * 


ITE the handsome volume 
anticipated for retail sales in 
the closing months of 1960, the 
profit outlook is not enticing. It is 
indicated that dealers’ profit posi- 
tion in the fourth quarter may not 
be as strong as it has been in other 





Boycott of Imports 
Is Voted Down 


BINGHAMTON, N. Y.—A pro- 
posal to prohibit purchase of 
foreign-made products by Broome 





years with the first of the new 
models. 

Although the new-model selling 
season is too young to offer con- 
crete evidence on customer ac- 
ceptance of price tags on the ’6Is, 
dealers have already indicated 
they are willing to discount in 
kicking off the new models. 

In fact, dealers in certain lines 
were advertising discounts on ’6is 
before the cars made their official 
debut. 

The profit picture will not be 
helped by the fact that dealers still 


Renault Reduces 
Prices; Dealer 


Markup Boosted 


NEW YORK.—Price reductions 
of $50 to $71 on the Dauphine four- 
door sedan and $150 to $171 on the 
Caravelle coupe were announced 
last week by Maurice Bosquet, 
president and general manager, 
Renault, Inc. 

Bosquet. also said that dealer 
markup had been increased from 
21 to 24 percent, This indicates a 
rise in the dealer discount from 
17.4 to 19.4 percent. 

New port-of-entry prices of Re- 
nault models are: East Coast— 
Dauphine, $1,585 (down $60); Cara- 
velle, $2,295 (down $150). 

Gulf Coast—Dauphine, $1,599 
(down $71); Caravelle, $2,309 (down 
$171). West Coast—Dauphine, $1,- 
695 (down $50); Caravelle, $2,365 
(down $150). 

A heater continues to be stand- 
ard equipment on all models. The 
price of the Caravelle convertible 
was not changed. Convertible prices 
are: East, $2,395; Gulf, $2,409; West, 
$2,465. 


Vehicle Registry Jumps 
3 Pet. to 73.8 Million 


WASHINGTON, — Motor-vehicle 
registrations are expected to reach 
73,868,000 for 1960, a gain of 2,371,- 
000 or 3.3 percent over the 71,497,000 
registered in 1959, Federal Highway 
Administrator Bertram D. Tallamy 
has announced. 

The 1960 estimate, prepared by 
the Bureau of Public Roads, De- 
partment of Commerce, is based 
on reports of state registration 
agencies, Tallamy said. 

Cars are expected to total 61,569,- 
000, an increase of 3.4 percent over 
1959, Trucks and buses are expect- 
ed to number 12,299,000, a gain of 
3 percent. The anticipated 3.3 per- 
cent increase is less than in the 
previous year. 

California leads the states in ex- 

total 1960 registrations with 
7.8 million, followed by New York 
with 5.1 million. Texas, Pennsyl- 
vania and Ohio will each have over 
four million, Ohio for the first 
time; Illinois and Michigan will 
have over three million; New Jer- 
sey, Florida and Indiana will have 
over two million, Indiana for the 
first time. 

These 10 states account for 54 
percent of the total registrations. 
An additional 17 states are expect- 
ed to have over one million regis- 
trations each. 

Arizona leads in anticipated in- 
crease in total registrations, with 
74 percent, followed by Hawaii 
with 7 and Florida with 6.2 per- 
cent, Eight other states have ex- 
pected gains of 4 percent or more. 
Only five states will have gains 
of less than 2 percent. 

In 1960 California is expected to 
register 6,587,000 cars, tops in the 
nation and an increase of 4.8 per- 
cent over last year’s 6,285,565. 

New York also ranks second in 
anticipated '60 registrations with a 
total of 4,554,000 units, a gain of 1.3 
percent over the 1959 figure of 4,- 

493,817. 

The only state to show a decrease 
in total expected registrations this 
year is West Virginia, where a de- 
cline of .6 percent is now antici- 


pated. A drop is due in both car 
and truck and bug registrations. 
Although West Virginia was 

the only state looking toward a 
drop in cars, two others are an- 
ticipating a slip in truck and bus 

registrations. They are New Mex- 
ico and Vermont. 

The biggest percentage increase 
in truck and bus registrations is 
anticipated in New York, where the 
count is expected to rise 8 percent 
_ 517,650 in 1959 to 559,000 in 


Arizona ranks second in this cat- 
egory, with an expected gain of 7 
percent (from 125,199 to 134,000), 
and Nevada is third with a likely 
increase of 6 percent 
40,000) 


(37,750 to 





108.7 Percent of 














have upwards of 300,000 of the 
“old” ’60 models to retail. 
* * *” 


[aes on the course of 
the used-car market—with addi- 
tional compact cars expected to|™ 
take even more whacks at U.C. 
values—makes allowances on pre- 
liminary tradeing a dangerous 
guessing game, at best. 

Cutthroat competition — long 
predicted for the ’61 model year 
—will also take its toll on the 
grosses that dealers salvage in 
upcoming months. First ripples 
indicate that competition will in- 
deed be fierce. 

With a full range of compact 
cars and with a bumper crop of 
styling and engineering. advances 
on the ’61s, greater emphasis than 
ever before will be placed on con- 
quest sales. 

Dealers are well aware that it 
frequently is more expensive to 








Flora (Ill.) "Takes Delivery’— 


A wheat field sprouted new cars and an entire city reaped the harvest. That's about 
what happened last week when Ford Division loaned one of its new model cars or 


Business Barometer 


Automotive News Economic Index — 


123.9 Percent of Like Week Last Year 


Auto Production ......... eeeene 120,020 139.5 131.4 
Truck Production ............. ‘ 19,865 97.6 87.2 
Auto Registrations—year to date.. 4,159,402 ages 108.1 
Truck Registrations—year to date. 597,075 crn 101.9 
Steel Production—tTons ......... 1,547,000 102.5 427.3 
one Production—Tons.... 321,633 100.2 95.1 
Soft Coal Output—tons ........ 8,135,000 125.5 104.3 
Oil Refinery Output—Barrels ..... 50,539,000 97.2 102.3 
Electric Output—kKilowatt hours.... 14,156,000,000 101.8 109.9 
Barometer Freight Car Loadings 333,196 125.6 94.2 
Department Store Sales Index .. 150 115.4 94.9 
Stock Market Price Index....... 383.3 97.7 92.6 
U.S. Government Spending 

—Fiscal year to date ........ sees $21,116,689,000 Nees 98.5 
Commercial and Industrial Loans $31,307,000,000 101.2 106.7 
Savings Deposits ................ $32,068 000,000 100.5 104.5 
Used-Car Prices—Average........ $917 100.0 92.6 
Business Failures ................ 321 105.2 113.8 
Common Com 
Stocks Sept. 28 Sept. 21 1960 Range Stocks Sept. 28 Sept. 2! 1960 Range 
AMC....... 20% 21% 29%4-19% MGs heseean 38% 39 50% -38% 
Chrysler... 41 43%, 71%-40 Mack...... 30% 32% 52%-30% 
Ford....... 63 63% 92% -60% BG cas 11% 12% 241%4- 8Y% 
GM........ 42Y_, 43%, 55%-42 White...... 40%, 41 67%,-39% 

(Oct. 3, 1960) 


make a conquest sale than it is to 


trade on owner loyalty. 
*” +. 


oo the standpoint of volume, 
prospects have seldom looked 
better in the fourth quarter—bar- 
ring any severe economic slump. 
Certainly, dealers have never had 
more attractive lures than the ’61s 
provide. 

Factories are pushing hard for 
a fourth-quarter retailing boom. 
Consumer advertising — particu- 
larly on television—has been in- 
creased considerably. 

The hard-sell pitch at dealer pre- 
views this year has been whipped 
to a feverish level. In most cases, 
dealer sampling of the new models 
is more extensive than it has been 
in other years. 

New models, new styling, new 
engines, new suspensions, new 
sales-promotion gimmicks are ex- 
pected to pull more showroom traf- 
fic and produce more demonstra- 


tion rides. These, of course, are the 


first two giant steps toward closing 
a deal. Holding the price line should 
help. 
* * co 

boron five million new cars regis- 

tered so far this year include 
approximately 400,000 imports. By 
year’s end, when sales are expect- 
ed to total 6% million, the import 
count should be about 525,000. 

Milestone No, 5 Million came 18 
days earlier this year than it did 
last year. Corresponding levels 
were reached Oct. 28 in 1957 and 
Oct. 29 in 1956. In 1955, the five- 
millionth registration was record- 
ed on Sept. 8—the earliest date in 
history. But in 1958, sales never 
reached five million. 

The selling pace this year has 


proceeded as follows: 54 selling}! 
days to move the first million, 43 , 


selling days for the second million, 
38 days for the third million, 49 
selling days for the fourth million 
and 47 days for the fifth million. 

There are 75 selling days remain- 
ing in 1960, 


Last Week 


Percent of 
Percent of Like Week 
Last Week Last Year 











trucks to every vehicle owner in Flora, lil., for use for a week. Townsfolk streamed out 
to a closeby field to ‘take delivery” of the massive fleet of white cars and blue trucks 
—more than 1,500 in all. The 6,000 residents of the southern Illinois city celebrated 
the week-long event as “Ford Town USA" and everybody—including competing auto 




























dealers—drove a new Ford. 


Small-Ford Entry Hinges 


On Compact Sales Trend 


By Maynard M. Gordon 
News Editor 
LORA, Ill.—The near-term sales 
curve for the 10 compacts will 
determine two things vital to 
Ford’s future: 

1. How soon the division plunges 
into the smaller-than-Falcon car 
field. 

2. Whether the restyled ’61 stand- 
ard Ford regains its “two-year- 
cycle” supremacy over Chevrolet or 
suffers new setbacks at the hands 
of the added entries in the volume 
market. 

These two uncertainties in Ford 
Division’s future were plainly de- 
lineated here last week at a unique 
small-town press preview climaxing 
a “Ford Town-USA” blowout which 
made every Flora motorist # Ford 
owner for six days. 

OK * *€ 

Cena Manager James O. 

Wright, while flatly predicting 
that Falcon would continue to out- 
sell all compacts in 1961, came 
closer than ever 
to confirming 
Ford’s rumored 
entry in the 
Volkswagen - Re- 
nault market. 

“The economy 
imports,” Wright 
said, “will sell 
around 450,000 
units in the 
United States this 
: year. This is a 
J. O. Wright substantial mar- 
ket and impresses us as a perma- 
nent market—unless the compacts 
make any deeper inroads into it. 

“If the economy-import mar- 

ket remains at this level, we see 
no alternative but to enter the 
field.” 

Ford Motor Co. ig understood to 
be testing a small-small line of cars 
called variously Cardinal (for Ford 
dealers) and Oriole (for Mercury 
dealers). 

At the standard end of Ford’s 
new-model line, Wright first fore- 
cast that the ’59 and ’57 look of 
the ’61 models would restore the 
larger series to a 25 percent pene- 
tration of price class and a hoped- 
for sales triumph over Chevrolet. 

* eo * 
HE LATER qualified this pre- 
diction, however, by saying: 

“Ford will regain its sales lead 
over competition to the extent that 








Corvair Hits the Road 


IRONTON, O.—John Nowha, a 
trucker, dropped something on 
the highway near here and Ohio 
highway patrolmen chased him 10 
miles to give it back. It was a 1960 
Corvair, which was undamaged 
except for some paint scrapped 
off when -it had fallen from No- 
wha’s haulaway. 








the compacts stop making inroads 
into standard-size volume.” 

Wright joined with Chrysler 
Corp. President L. L, Colbert, but 
disagreed with General Motors of- 
ficials, in projecting a 1961 market 
no greater than estimated 1960 
Sales of 6% million domestics and 
imports. 

Wright was most cautious 
about a commitment in what he 
termed the “annual numbers 
game.” He declined to break 
down projections for compacts or 
imports, possibly as an aftermath 
of the admitted “lack of success” 
for the standard Ford this past 


year. 
M. S. McLaughlin, Ford general 
sales manager, reported that Ford 
dealers entered 
their new-model 
year last Thurs- 
day with inven- 
tories of 61,000 
standards, 15,000 
to 17,000 Falcons 
and only a 22-day 
supply of used 
cars. 
Ford dealers 
had been allowed 
m7 to pre-sell ’61 
M. S. McLaughlin Falcons at ’60 
prices in advance of announcement 
day and will receive rebates should 
prices of the new Falcons be re- 
duced. Wright disappointed the 
press corps gathered in this South- 
ern Illinois town by withholding 
(Continued on Page 45, Col. 3) 


Flora Dealers 
* 
Aid Ford Stunt 
e = eo e 
With Misgivings 
LORA, Ill.—What will the Ford 
Town-U. S, A. promotion do to 
Ford sales in this Southern Illinois 
scene of last week’s press preview? 

Officials of Ford Division, 

which dreamed up an automotive 
first by letting all Florans drive 
61 Fords for a week, say it can’t 
help but boost business for A. R. 
Smith Ford Sales, Smith, a Ford 
dealer since 1917, reports that the 
project already has put his prod- 
uct into first place here. 

Less enchanted about the outlook 
—but nonetheless undismayed—are 
H. I. Miller and his brother, H. V., 
proprietors of Miller Chevrolet- 
Oldsmobile Co. 

H. I. Miller told Automotive News 
that he was more than happy to 
cooperate in publicizing the Ford 
town event. 

*” ok ok 
MILLER parked a ’61 Galaxie 
smack in front of his shop, 
displayed “Welcome Ford” bunting 
and even helped point out features 
of the new Ford to an anxious 
group of Chevrolet zone men who 
(Continued on Page 45, Col. 1) 
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Dealer Forum 


by Robert M. Finlay 





UTO dealers live and breathe 

an atmosphere of cars—so 
much so they underestimate the 
interest the public takes in autos. 
This goes for the dealer backshop, 
too. Service problems may seem 
like unadulterated headaches to 
dealers, but the average auto owner 
is interested in how cars are serv- 
iced—especially his car. 

George and Irene Dobie, who run 
a dealer promotion firm, tell this 
story of a TV program: A charm- 
ing girl was travelling the country 
to promote draining of antifreeze 
in the spring. Specifically, she was 
on a goodwill mission for an anti- 
freeze company. A spot was ar- 
ranged for her on the TV show of 
a local girl with strong opinions. 

Gane of the lines the antifreeze 
girl worked in was “Have it done 
at your auto dealer’s shop.” 

The tart-tongued local TV girl 
retorted along these lines: 

“Well, you can have it done at 
your local dealer’s if you want to, 
but I have all my auto service work 
done at the corner filling station. 
I hear that once you get in an auto 
dealer’s shop, you can’t get out for 
less than $16.” 

+ *” ok 


‘Facts’ That Aren’t So 


O ONE knows where she heard 

this, for it just isn’t so. But 
She did a fine job of spreading a 
fallacy that will be difficult to root 
out of the minds of her listeners. 

It occurred to the Dobies that 
dealers could do much to rebuild 
goodwill by putting the spotlight 
on their service department, giving 
the public an insight into what ac- 
tually goes on. 

And, as has been pointed out 
many times here, the auto dealer 
has much to say in his favor. By 
and large, auto dealers have the 
best-trained service men and most 


Vermont Dealers 
Elect Val Preda 


To Presidency 


STOWE, Vt.—Peter Val Preda, 
Burlington, was reelected president 
of the Vermont Automobile Deal- 
ers’ Assn, at the 15th annual meet- 
ing at Spruce House here. 

He is also Vermont director of 
the National Automobile Dealers’ 
Assn. 

The state association also renam- 
ed Louis K. Liggett, Bennington, 
as second vice-president and David 
Perry, Barre, as _ secretary-treas- 
urer, Oscar H. Mudgett, Morris- 
ville, was elected first vice-presi- 
dent and I, E, Edwards, Montpelier, 
— reappointed executive secre- 


ry. 

The Vermont deaiers voiced 
unanimous support for the state 
highway program and discussed a 
variety of problems affecting their 
business, 
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Dealer Denies Using 


Import Steel in Building 


BESSEMER, Ala.—Rumors 
that a new building for Tom 
Gloor Chevrolet is being con- 
structed of foreign steel are un- 
true, Tom Gloor, president, said 
in a full-page newspaper ad in 
this steel-production center. 

“Our new home is being built 
100 percent by union craftsmen 
with a local architect and a local 
contractor,” said Gloor. “There is 
not one ounce of foreign material 
used in our entire building .. . 
our building contract spec 
the exclusive use of both Ameri- 
can materials and union labor.” 


In Reserve Loss Case... 


U.S. Court 


Puts Curb 


On Tax Deductions 


By William Ullman 
Washington Bureau Chief 


WASHINGTON. — The United 


States tax court has ruled that a 
car dealer cannot deduct for income 
tax purposes funds that are added 
to a “reserve for losses on contracts 
discounted” that it has established 
to cover anticipated payments that 


will have to be made in later years 








up-to-date equipment in town. They Lead New York State Dealers— 


service and repair cars efficiently 


James J. Clarkeson, front row, center, Schenectady, has been elected president of 


whereas many of their competitors| the New York State Automobile Dealers, Inc., succeeding Walter E. Heingartner, Brook- 
in the corner filling station waste|lyn. Other officers and new directors, elected at the group's 37th annual meeting at 


time tinkering with cars. 

Organization in many dealer 
shops has attracted worldwide 
attention. We recall asking the 
son of a Swiss dealer what he 
hoped to learn from dealer shops 
in the U. S. 

“Organization,” he said, “Our me- 
chanics back home are better 
craftsmen, but the American deal- 
ers excell in organization.” 


It well may be that American car 
dealers would improve their posi- 
tion by putting the spotlight on 
their backshops and inviting the 
public in for a look. This would 
dispel a lot of nonsense that is 
widely believed. 

Dealers, I understand, are some- 
what reluctant, with some saying: 
“There’s not much glamour in the 
backshop. People wouldn’t be in- 
terested in service.” 

But there are more than 60 
million car owners in the U. S., 
and we'll lay dough that nearly 
all of them, plus their wives, are 
interested in service. 

And the more the spotlight is on 
the dealers’ business, the better 
off he will be in the long run. 


* * ok 
Realism 


OW one dealer sees it: “Just 
going over accounts de-ceiv- 
able and used cars—these are the 
real deal breakers.” 
Eo * * 


40-Y ear-Look 


= DESMOND, who has spent 
some 40 years in the auto busi- 
ness, is planning to retire soon from 
his post of executive assistant to 
the general man- 
ager of Dodge. 

Desmond spent 
most of the 40 
years in the field, 
so we asked him 
how field men 
could improve 
their relations 
with dealers. 

“One of the 
smartest field 
men I ever knew,” . 
Desmond said, Lee Desmené 
“started his field career by asking 
individual dealers: ‘Who wag the 
district man you figure did the best 
job for dealers and his factory?’ 

“Then, he’d tell the dealer he’d 

like to be like that field man, and 
inquired into how he did it.” 

The field man, Desmond said, 
often has to fight on both sides. 
He has to seek to persuade the 
dealer on factory policies he thinks 
are right, and vice-versa. 

One other thought from Des- 
mond’s long experience: 

“You can’t sell $1 items like 
you sell 10-cent items.” 

At times there is a temptation 
to try to sell a higher priced car 
with the same volume tactics as a 
low-priced car. Some makers have 
learned it can’t be done. 


Kiamesha Lake, are, front row, from left, Robert O. Barton, Lockport, third vice-presi- 
dent; Wesley VanBenschoten, Poughkeepsie, first vice-president; Clarkeson; J. E. Sayles, 
Suffern, second vice-president; R. Harold Craig, Albany, treasurer. Second row: Sam 
Giles, Port Jefferson, secretary; Monroe West, Newburgh, director; Heingartner; Harvey 
M. Stewart, Syracuse, assistant treasurer, and Leonard Rhodes, Jamestown; Carl King, 
Ballston Spa; Henry Nortz, Lowville; Raymond Lauricello, Bayside, and John J. Hayes, 








Rockville Centre, directors. 


Referral Scheme Leaves 
Trail of Unhappiness 


Eprror’s Note: This is the last 
in a series of articles on referral 
selling. Many have condemned 
this method, a few defend it. 

+* 


By William Carroll 
West Coast Editor 
LOS ANGELES, — After both 
sides had their say about merits, 
or demerits, of referral selling, one 
group remained to be heard from— 
the customer. 
Accordingly, 


The End 


AUTOMOTIVE NEWS 
made a random 
selection of new- 
car purchases in 
April, May and 
June. Only cars 
registered in Los 

Angeles County, and purchased 

from four dealers using referral 

selling, were listed. There were over 

200 names, 

Almost to a man, purchasers buy- 
ing cars on the referral plan were 
unhappy. They found it almost im- 
possible to sell cars, Payments were 
a burden. And if tone of voice 
means anything, most people in- 
terviewed found it painful to dis- 
cuss their referral problems. 

Dealers indicate that referral 
selling is not the sales booster ad- 
vertising agencies claim it is. At 
best, one dealership shows 24 per- 
cent of its business as referrals, At 
worst, some 12 percent is referral 
business for another. 

Baldwin Chevrolet, a user of the 
M & M Advertising referral pro- 
gram, showed average registrations 
of 129 units a month in Los An- 


of a 
Series 


Hearing Planned 


On D. C. Auto Law 


WASHINGTON.—The District of 
Columbia commissioners have 
scheduled a hearing on a new code 
covering the selling and financing 
of motor vehicles in the district 
for Oct. 12. 

The new code will amend and 
supersede the 1951 code which was 
amended last February and replace 
the regulations covering salesmen 
which were passed in February. 

Those who wish to present their 
views on the new regulations have 
been asked to inform the commis- 
sioners’ secretary by this Friday 
(Oct. 7). 


geles County in April, May and 
June. Of these purchasers, 43 per- 
cent had no telephone and were 
not contacted by Automotive News. 

Of Baldwin customers inte r- 


viewed, 24 percent were buying 
on the referral plan. Based on 
the monthly sales rate of 129 
units, Baldwin is moving about 
32 units a month through its “ad- 
vertising agency.” 

Another downtown dealer, Cen- 
tral Chevrolet, is using its own re- 
ferral program, Average monthly 
registration rate for Central during 
April, May and June was 111 cars. 
Over half (52 percent) of the pur- 
chasers had no telephones. 

Of the remaining buyers, 18 per- 
cent were buying on the referral 
plan. On this basis, Central is mov- 
ing from 30 to 32 cars monthly 
through referral-selling techniques. 

Art Frost, Culver City, a user of 
the M & M Advertising referral 
system, showed a monthly car-sales 
average of 50 units. Only 38 percent 
of Frost customers were without 
telephones, Of the balance, 15 per- 
cent were buying on the referral 
basis, Accordingly, Frost is moving 

(Continued on Page 42, Col. 3) 


under a guaranty contract with a 
finance company. 

In the case of Wilkins Pontiac 
Corp., 5848 Van Nuys Blvd., Van 
Nuys, Calif, Judge William M. 
Drennen interprets some of the lan- 
guage of the 1954 tax code that 
deals with the deductibility of bad 
debts. 

He notes that in 1955, nearly all 
of the dealer’s sales were made 
under time payment contracts that 
were assigned to General Motors 
Acceptance Corp. Wilkins Pontiac 
guaranteed payment to GMAC, 

The judge notes that by virtue 
of this guaranty provision, GMAC 
was reimbursed for losses of $5,- 
030 in 1955. Wilkins Pontiac car- 
ried this on its books as a charge 
to “cost of sales,” and reported 
gross profits of $735,312 for the 
year after taking the deduction. 

Going further into the situation, 
the court’s opinion observes that 
sums sufficient to cover anticipated 
losses were credited to its “reserve 
for losses on contracts discounted” 
account. Basis for the allocation of 
funds was a percentage of the bal- 
ance of such contracts outstanding 
at the close of the taxable year. 

The sum of $16,440 was credited 
to this reserve and claimed ag a 
deduction in 1955, the year at issue. 
Conversely, credits made by GMAC 
to the dealer’s reserve as a result 
of the transactions between the two 
were reported as income in the year 
such credits were made. 

The Commissioner of Internal 
Revenue disallowed both the ad- 
ditions to the reserve account. He 
also disallowed the actual losses 
charged to cost of sales on the 
grounds that this should have 
been charged to the reserve ac- 
count. 

The judge notes that the Supreme 
Court has already held that a loss 
“attributable to the worthlessness 
of a debt shall be regarded as a 
bad debt loss, deductible as such or 
not at all.” The opinion goes on to 
say that any payment made by 
Wilkins “as a result of its guar- 
anty of its customers’ contracts, or 
any losses suffered as a result 
thereof, would be deductible, if at 
all, under section 166 of the 1954 
code” which provides, in part, that 
there shall be allowed as a deduc- 
tion any debt which becomes 
worthless in the taxable year. 

Internal Revenue Service regula- 
tions interpreting this section of the 
tax law specify that deductions 
“shall be allowed in respect of bad 
debts owed to the taxpayer,” and 
state that only bona fide debts aris- 
ing from a debtor-creditor relation- 
ship qualify for this purpose. 

But, according to the tax court, 
“there is no debtor-creditor rela- 
tionship between the debtor and 
the guarantor, and no debt owing 
to the guarantor, until the guaran- 
tor pays the creditor.” 

When Wilkins “sold its con- 
tracts to GMAC its position 
changed to that of endorser or 
guarantor.” The actual debtors— 
the dealer’s customers—were no 

(Continued on Page 8, Col. 5) 


On the House... 





Reports trickle in that, here and there, some 
dealers are refusing to furnish cars for high-school 
driver training courses. There are extenuating con- 
ditions in many cases, but it seems to me that 
dealers are missing their best goodwill chance when 
they fail to join this worthwhile endeavor . . . Deal- 
ers are cautioned to beware of cars damaged in the 
Hurricane Donna floods . 

To arrive at a standard for all dealers, Jim 
Waters (Dodge), Los Angeles, believes that trade- 
ins should be appraised at cash wholesale value. 
For instance, if a tradein was appraised at $500 

Wemhoft but the salesman had to allow $800 to make the 
new-car sale, that means the new-car was discounted $300. If the 
total profit in the deal was $500, then the $300 overallowance should 
be deducted from the $500, leaving a gross of $200 before any type 
of expense or sales commission are charged against it ... North 
Dakota association now has 370 members... 

Detroit’s first National Auto Show, Oct. 15-23, will be a humdinger, 
preparations indicate . . . Iowa’s G-W used-car sales incentive pro- 
gram is expanding to neighboring states ... Indiana dealers may 
hold next convention on a boat in Lake Michigan or on Ohio River. 
—Perre Wemuorr, Editor, 

Automotive News 
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mn Papers Split; Both Right? 


Cleanup: Study in Contradiction 


By James Moffatt 
Staff Correspondent 

DAYTON, O.—Are Dayton auto 
dealers in the same boat with the 
boy who cried “wolf!” too often? 
Are they really overstocked with 
"60 models, as their blaring ads 
maintain? 

Is this more “car salesman” talk 
or, perhaps, have the dealers come 
to believe their own advertising? 

Mr. John Q. Dayton can be ex- 
cused if he’s slightly bewildered 
following publication of seeming- 
ly contradictory reports by two 
veteran observers of the city’s 
automotive scene. 

And, to cap the confusion, Ralph 
Caverlee, executive secretary of the 
Dayton Area Automobile Dealers 
Assn., told Automotive News that 
both reports are, to an extent, 
probably correct. 

On Sept. 11 Doc Fisher, business 
editor of the Dayton Daily News, 
reported that dealers, particularly 
those handling compacts, were in 
trouble. 

Noting the “we'll-say-yes-to-al- 
most-any-deal” type of advertising 
being pushed in big block type, 
Fisher quoted a sales manager as 
saying: “Sure, we use such sales 


talk every year, but this year more 


of us really mean it.” 

In his survey Fisher found that 
dealers had an abnormally high 
supply of ’60 models on hand. 

A little more than a week later, 
on Sept. 19, Brainard Platt, busi- 


ness editor of the News’ sister 


paper, the Journal Herald, made 
his own survey and reported: 
“All reports to the contrary, Day- 


ton new-car dealers for the most 


part report they are effecting an 
an cleanup of the 1960 mod- 
els.” 

Who’s right? 

“I think there are elements of 
truth in both reports,” said Cav- 
erlee. “When Fisher wrote his 
story stocks were fairly high, but 
one week makes a big difference 
this late in the year. 

“T’ve just completed my own spot 


survey, and my impression is that 


dealers have more ’60 models than 
they would like to have. But they 


are selling very well, and by the 


time the new models are introduc- 
ed on Sept. 29, the dealers may be 
in pretty good shape.” 


Platt found dealers better off 


Warranty, Leasing Policies 
Are Extended by Ford 


(Continued from Page 1) 


policy which it unofficially intro- 
duced with the introduction of the 
1960 models. 

At that time AMC informed its 
dealers the company would guar- 
antee most mechanical parts for 
12,000 miles or one year. But the 
buyer’s written warranty continued 
to stipulate the traditional 4,000 
miles or three months. 

In Chicago, James O. Wright, 
Ford Division general manager, 
told the American Automotive 
Leasing Assn. that beginning with 
the ’61 models, leasing firms will 
be reimbursed for any difference in 
the resale value between Fords and 
“comparable other makes—Chevro- 
let in particular.” 


* 7 * 
ANNOUNCING the new war- 
ranty policy, Ford said the ’61 
vehicles are the “finest automobiles 
ever produced by this company.” 
Top quality, durability and oper- 
ating reliability were the three 
primary goals in styling, designing, 
engineering and manufacturing the 
new models, he continued. 

“So confident are we of the suc- 
cess of our efforts to achieve 
these goals that the written war- 
ranty on all 1961 Ford Motor Co. 
cars is being extended,” Ford 
said. 


It is expected that Ford Motor 
will extend the 12-12 warranty to 
trucks when those new models are 
announced. 

The announcement was in line 
with actions taken last spring by 
Ford Division and Plymouth, which 
put into effect an identical war- 
ranty policy for fleet buyers. 

Although Ford Motor is the first 
maker to adopt such a program of- 
ficially, all auto companies have 
been working toward a similar pol- 
icy for a number of years. In fact, 
the 12-12 warranty has been used 
in some cases on a test basis. 

a * * 
THER auto makers were asked 
whether they planned to adopt 
a policy similar to Ford's. 

General Motors said it had no 
comment, and Chrysler Corp. re- 
ported it was planning no change 
in the “standard Automobile 
Manufacturers Assn. warranty 

of 4,000 miles or three 
months.” Studebaker-Packard 
had no comment. 

Volkswagen and Renault have 
longer warranty periods than most 
American makers. VW has a policy 
of 6,000 miles or six months, and 
Renault’s is for a straight six 
months. 


- * * 
HE reimbursement to leasing 
firms is intended to relieve “one 
of the principal risks” of the busi- 
ness—the disposal of used vehicles, 


Wright said. 
He recognized that because of 


such variable factors as general 


economic conditions, consumer 


preferences, marketing practices 
and unpredictable new-model 
changes, resale value of lease cars 
cannot be determined accurately at 
oe time they are placed into serv- 
ce. 

“As of right now,” he said, “we 
are putting Ford dealers in a po- 
sition to assure them and their 
leasing customers that the resale 
prices of 1961 standard-size Ford 
cars used in leasing service will 
not, on a national-average basis, 
be less favorable than the resale 
prices that would have been re- 
ceived, on such basis, for com- 
parable other makes — Chevrolet 
in particular.” 

At the time of sale of ’61 stand- 
ard Fords, including station wag- 
ons, the dealer and his leasing-com- 
pany customer will sign an agree- 

ment which will be backed by Ford 
Motor, Wright said. 

“Under this agreement,” he con- 
tinued, “the dealer will pay the 
leasing company any amount by 
which the average wholesale used- 
car price for Ford cars in that 
series is less favorable than that 
on the equivalent series of the most 
competitive comparable car at the 
time of resale. 

“If the difference is more favor- 
able, then the leasing companies 
will return the difference,” Wright 
said. 





Minnesota's Leaders— 

New officers of the Minnesota Automobile Dealers Assn., elected at the group's an- 
nual convention in Minneapolis, are, from left, seated, R. E. O'Connell jr. (Ford-Mer- 
cury), Marshall, first vice-president; Harold Larson (Chevrolet), Minneapolis, new presi- 


dent, and W. Harold Queenan (Dodge-Simca), St. Paul, sec 
ing: Frank Pickard (Chrysler-Plymouth-Imperial-Goliath), St, 


now in inventory reduction than 
they were at this time last year. 

A spokesman for Walker Motors 
told Platt 15 ’61 Comets have al- 
ready been delivered even though 
they haye not been officially intro- 

duced. . 

The spokesman further stated 
that the company doesn’t have a 
single ’60 Lincoln in stock and 
only 25 Me 8. 

Bob Simons (Cadillac), was quot- 
ed as saying dealers have been 
crying when they should have been 
selling. 

“We have been cleaning up our 
’60 cars and are in pretty good 
shape,” he said. 

A Borchers Ford spokesman said 
most Ford dealers are fairly well 
sold out and that he doubts if 
there were five 1960 Falcons for 
sale in town. 

Bud Booz, White Allen, said he 
and other Chevrolet dealers are 
—e low on the ’60 line and 
will out of the cars before the 
new models are introduced. 

“I think you will find the new- 
car dealers have been training their 
= and firing them up,” he 
sai 


Heaviest stocks are on lots han- 
dling Chrysler products, but even 
these dealers told Platt that they 
are better off than a year ago. 

One said he hag only 10 Chrys- 
lers, seven Plymouths and 10 Val- 
iants on hand. 

“Last February, about four 
months after the ’60s were intro- 
duced, I still had 92 Chryslers 
and 57 Plymouths left from the 
’59 line,” he said, adding: 

“You might say we were busy 
selling '59 cars when we should 
have been concentrafing on ’60 
models. I know of one dealer who 
still has a few ’59 models on hand.” 

If Platt in his survey found op- 


‘timism, Fisher in his found little 


but gloom, 

One Dayton dealer chided manu- 
facturers and the press for “talk- 
ing too much and too early” about 
the ’61 compacts. 

“A lot of people are waiting to 
see what they are like and are not 
buying as usual,” he was quoted as 
saying. And_the dealer hit another 
sour note, 

Compacts, he said, are adverse- 
ly affecting the used-car market 
and, at the same time, are hurt- 
ing the bigger new cars. 

“The owner of a high priced car 
must take tod much of a licking 
to trade for a new compact, so he 
drives the car longer,” he said. 

In supporting his statement, the 
dealer said that a year ago 12 per- 
cent of the cars traded in were a 
year old but that this year the fig- 
ure has dropped to 8 percent, 

In many cases the book price of 
a late-model big car would be equal 
to or even above that for one of the 
compacts, he reasoned, adding: 

“No dealer is going to make that 
kind of a deal. He must make a 
profit on the deal. Then the owner 
is going to take a licking. So he 
will drive the car another year.” 


vice-president. Stand- 
, retiring president; 


Omar Hilligoss (Chevrolet), Hibbing, treasurer; Leo Faricy, St. Paul, general manager; 
Curtis E. Berg (Ford), East Grand Forks, secretary, and George F. Ziesmer (Ford), Man- 
kato, director, National Avtomobile Dealers Assn. 








Discuss NADA Convention Plans— 


Discussing National Automobile Dealer Assn. convention plans at an industry lunch- 
eon in Detroit are, from left, K. E. Staley, Chevrolet general sales manager; Arthur H. 
Kenny (Chevrolet), Vallejo, Calif., NADA director; James C. Moore, NADA executive 
vice-president, and Charles L. Jacobson, Chrysler Corp. vice-president. Kenny is chair- 


man of the 1961 NADA convention and exhibition committee. 





Big Cars Face New Cuts... 


Ath-Quarter Output Eased 


(Continued from Page 1) 


being in the slow-moving larger| trade a Buick prospect up when the 


series. 

Factory officials backed away 
from massive production plans at 
dealer previews, after comments 
and orders from the field pointed 
to a compact explosion. The man- 
ufacturers had anticipated keen 
interest in the new compacts par- 
ticularly, but had hoped that the 
established big series would con- 
tinue unmolested. 

Had original plans come to frui- 
tion, fourth-quarter production 
would have jumped as high as 1.9 
million cars. October production 
would have zoomed to the 750,000 
mark in conjunction with whatever 
Sales impact will emerge from the 
Nationa] Automobile Show. 

* * * 
ATEST estimate for October 
production is 635,000 with a 
new reduction in this volume pos- 
sible by Oct. 20 if sales of medium 
and standard-size ’61s fail to jump 
off quickly. 

The industry is paying closest at- 
tention to the sales trend for the 
standard Chevrolet, which account- 
ed for 1,654,000 cars alone in the 
1960 model year. 

New and old competitors of 
Chevrolet agree on little else at 
the outset of the new-model sea- 
son except that, on paper at least, 

the standard Chevrolet should be 
the hardest hit by the new Gen- 
eral Motors compacts, the revital- 
ized ’61 Ford and Plymouth 
standards and Dodge Dart, 

A Chevrolet-Oldsmobile dealer 
commented, after receiving F-85 
prices last week, that he still felt 
the Chevy Impala was “more car 
for the money” and he would sell it 
against F-85 accordingly. But he 
added: 

“There are more than a few 
Chevy owners among my customers 
who will jump at the chance to 
trade “into Oldsimobile.” ae 

7 7 ” 


4 ingens type of thing, repeated at 
enough Chevy dealer duals with 
Buick or Oldsmobile, will soon 
enough be reflected in a paring of 
Biscayne-Bel Air-Impala schedules. 

Still another bite out of standard 
Chevrolet may come from the bug- 
proof ‘61 Corvair, newly supple- 
mented by a four-door station 
wagon. 

Ford Division has mapped a 
vigorous “beat Chevrolet” cam- 
paign with its restyled ’61 stand- 
ard, but officials concede that 
Ford may need Falcon to do the 
job if the compact maintains its 
selling strength at the expense of 
Fairlane-Galaxie. 





price spread is $500.” 
* * + 


N ILLINOIS Pontiac dealer said 

Tempests would be held to a 
33 percent mix as far as his ship- 
ments would be concerned. He did 
not appear too happy about this, 
but said he would try to sustain 
his Catalina volume “like the fac- 
tory wants.” 

Exelusive Oldsmobile dealers 
were in higher spirits than their 
dual-make or triple-make brethren, 
grappling with the problem of sell- 
ing F-85 against Tempest, Corvair, 
standard Chevrolet or Rambler. 

Dodge dealers teed off the new 
Lancer in a jubilant mood. Dart 
inventories were in the best shape 
of any standard or medium make, 
and Dodge dealers were hopeful 
that the Lancer’s addition would 
be more plus than minus. 

“We're hot to trot after a year 
of Dart,” a Southern Dodge dealer 
said. “I think Dart’s success and 
appeal will prevent Lancer stealing 
and keep us strong in both mar- 
kets.” 


GM, Ford Quiz 
Key Officials on 


Outside Interests 


DETROIT.—General Motors and 
Ford reported last week that they 
have polled their top officials, 
checking for any possible conflict- 
ing interests in companies’ which 
sell to the two auto companies. 

The moves came as action in the 
Chrysler case, the nation’s top 
conflict-of-interest case at present, 
was all going on behind closed 
doors. 

Since the ouster of William C. 
Newberg as Chrysler president for 
his interests in Chrysler suppliers, 
a number of companies have taken 
steps to tighten up on executives’ 
outside interests or to see that ex- 
isting policies are being enforced. 

A GM spokesman said the com- 
pany had had a policy barring con- 
flicting interests since 1921, that 
the record for observance of the 
policy had been good and that the 
“few, isolated” instances of con- 
flicting interests had been handled 
as they had been discovered, 

He said that recent actions both 
inside and outside the auto indus- 
try had prompted the GM executive 
committee to order a questionnaire 
on outside interests to all officers, 
general managers, staff executives 
and all others who are active in 
procuring goods and services for 


Buick, Oldsmobile and Pontiac| qw 


dealers evinced differing emotions 
about their new compacts, 

Reflecting factory inclinations, an 
Ohio Buick dealer said he had or- 
dered 30 Specials for October and 
15 big series. He expected to receive 
the 45 Buicks, but in the opposite 
ratio. 

“We should go all the way Spe- 
cial at those Chevrolet prices,” he 
said. “There’s no point trying to 


GM said the probe of top officials 
had uncovered no problems and the 
check of purchasing personnel is 
going forward. 

Ford, too, said that it had had 
a policy against conflicting inter- 
ests for many years, It said that its 
probe of key executives to determ- 
ine the effectiveness of the policy 
was completed and the results 
were “more than satisfactory.” 
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... always fair and fast” 


says ELLIOTT C. NEWELL, Ford dealer, 


Melbourne, Florida 




















“I’ve been in the automobile business since 1916, 
: and have never found a better credit plan than 

aS ComMMERCIAL CrepiT. The Plan is complete, and 
it’s always fair and fast. Its national organization 

gives us fast credit checks on our customers from 
nearby Cape Canaveral who have moved here from 
all over the country. When an insurance adjuster 
is needed, COMMERCIAL CREDIT is much faster than 
the others. Additional financing for repairs or 
accessories can be quickly applied to the original 
loan. And CoMMERCIAL CREDIT lets us know 
promptly when one of our customers is about to 
pay off his loan. These are all good reasons whpwe 
pay bonuses to salesmen who close deals that 
include our house plan.” 





Commercial Credit dealers 
are successful dealers 










Write or call the nearest CoMMERCIAL CREDIT CORPORATION 
office for complete information on the benefits of COMMERCIAL 
Crepit Pian. Why not do it, today? 







on ee 
Syd rs A service offered in principal cities of the 


COMMERCIAL United States and Canada by subsidiaries 
Ot) MB) ON eB of Commercial Credit Company — Capital 


Ae and Surplus over $240,000,000. 
7 
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Teamsters Asking Vote 
At 75 Detroit Dealers 


By Francis J. Gawronski 
Staff Writer 


a by two unions to 
organize some 3,000 auto sales- 
men in the Detroit area went in 
opposite directions last week. 

One of the unions, the Salesmen’s 
Guild of America, 
suffered its first set- 
back since it launch- 
ed its drive in June, 
while the second 
union, Teamsters 

Local 376, picked up steam in its 
attempt to organize the salesmen. 

The guild, a newly formed inde- 
pendent union, was defeated in its 
very first National Labor Relations 
Board election when salesmen at 
John J. Smith Dodge, Inc., in sub- 
urban Pontiac, voted 4-to-1 against 
representation by the union. 

The dealership wag one of 29 
firms named in election petitions 
filed with the NLRB by the guild. 

When the guild filed the petitions, 
it said that it “represented 50 to 
80 percent of the salesmen” in each 
of the dealerships. 

The guild also was accused of 
“delaying tactics” last week dur- 
ing NLRB hearings on petitions 
for elections at the remaining 
dealerships. 

Attorneys for the dealers charged 
that a subpena designating dealers 
to produce all “books, records and 
documents was nothing but a de- 
laying tactic by the guild.” 

They pointed out that a similar 
situation five years ago “took four 
months to resolve.” 

While the guild was running into 
trouble, the Teamsters’ drive pick- 





12 Firms Promise 
Clear Labelling 
For Rebuilt Parts 


WASHINGTON.—Federal Trade 
Commission agreements pledging 
that rebuilt parts will not be sold 
as new, have been signed by 12 
major suppliers of automotive 
clutches and other parts. 

FTC Chairman Earl] W. Kintner 
said, “We expect that the an- 
nouncement of these stipulations 
will convince members of the in- 
dustry that the commission means 
to take effective steps to protect 
the many car owners who pay for 
new parts but actually receive re- 
built parts.” 

The companies agreed not to sell 
any product containing previously 
used parts without making a “clear 
and conspicuous” disclosure of such 
prior use in advertising, on con- 
tainers and on the products them- 
selves, FTC said. 

Kintner later explained that the 

has never condemned the use 
of rebuilt parts nor questioned their 
utility. 

“Its sole concern is to insure that 
the customer is not deceived about 
the condition of the parts that he 
buys,” he said. 


Chicago Dealer Switches 


CHICAGO.—William B. Zimmer- 
man, president of Automobile Sales 
Co., 2929 N. Cicero Ave., announces 
a franchise switch from Chrysler- 
Imperial-Plymouth-Valiant lines to 
Comet-Lincoln-Mercury. 


Late Report... 


ed up steam with the announce- 
ment that Local 376 has filed 75 
petitions seeking representation 
elections among salesmen, 

Eddie Petroff, Local 376 business 
agent, said an additional 75 peti- 
tions probably would be filed with- 
in a week to substantiate the 
union’s claim that it represents ap- 
proximately half of the 3,000 De- 
troit-area salesmen. 

ad * * 

ETROFF said the Teamsters 

has asked the NLRB for per- 
mission to intervene in 13 of the 
petitions filed by the guild. 

Petroff also said the Team- 
sters have filed unfair labor 
practice charges against Ford, 
Chevrolet and Chrysler line as- 
sociations. 

Since the two unions announced 
their campaigns to “upgrade the 
status of the salesmen,” various 
line associations have set up “min- 
imum standards relating to new 
and used-car salesmen” for their 
dealer members to follow. 

The various “minimum stand- 
ards” recommended by the associ- 
ations are designed to match most 
of the goals announced by the two 
unions. 

These include paid vacations, 
minimum commissions and month- 
ly draws, demonstrator programs, 
shorter work weeks, group insur- 
ance and regulation of house deals. 

Petroff said that if the NLRB 
rules that the union cannot file the 
charges against the associations as 
a single employer, the charges will 
be filed against the individual deal- 


ers. 
+ * * 


EANWHILE, 10 dealers in Kan- 
sas City have received notices 
from a union which is seeking rec- 
ognition as the bargaining agent 
for new and used-car salesmen, 
The union, Retail, Wholesale 
and Department Store Union, 
AFL-CIO, has filed election peti- 
tions with the NLRB, according 
to W. W. Egelhoff, manager, 
Motor Car Dealers Assn. of 
Greater Kansas City. 

Although 65 percent of the deal- 
ers in the Kansag City area have 
shop contracts with the Machinists 
Union and Teamsters, none have a 
contract covering salesmen. 

Egelhoff said the same union won 
an election among salesmen at one 
dealership “about 10 years ago, but 
gave up after six weeks.” 

He said the union’s effort to or- 
ganize the salesmen in Kansas City 
“is the first in a couple of years.” 

* * a 


1 gesagt asking Chrysler 
Corp. to cancel plans for lay- 
ing off 5,000 employes tomorrow 
(Oct, 4) were circulated last week 
at the gates of the firm’s Highland 
Park (Mich.) plant. 

The idea to circulate the peti- 
tions was originated by a Chrys- 
ler machinist, George A. Volz, 
who said he was fearful the lay- 
offs would have an adverse affect 
on the sales of Chrysler cars. 

Volz said the campaign was not 
sponsored by the United Auto 
Workers Union. However, he said 
it had the backing of more than 
100 Highland Park plant employes. 

Chrysler said the layoffs were 
necessary because it had overpro- 
duced in order to minimize the ef- 
fects on production of the recent 
Pennsylvania Railroad strike. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week was $917, unchanged from the previous week, according 
to Automotive News’ index. 

The average held unchanged although five of the eight models 


indexed showed an increase in price over the previous week’s aver- 
ages. Gains amounted to $8 on ’54s, $7 on ’56s, $4 on ’55s, and 


$1 each on ’58s and ’53s. 


Declines amounted to $5 on ’57s, $7 on '59s and $10 on ’60s. 
A new low was established by the revised '59 average. 

At a group of representative auctions last week, the sales ratio 
was 64.5 percent, compared with 67.2 percent a week earlier. This 
was the lowest sales ratio recorded since the index of June 6. 

Auction reports begin on Page 34, 








Corvair Restyled for Paris Show— 


Seven cars with bodies designed and manufactured by Pinin Farina and fitted on 
Alfa-Romeo, Chevrolet, Ferrari, Fiat and Lancia chassis will be exhibited by the Italian 
firm at the 47th International Paris Motor Show, Oct. 6-16. One of the show cars is this 
Corvair two-seat coupe with sports-car characteristics. 


L-M to Offer ’61 Buyers 
Shopping-Center Variety 


By Robert M. Lienert 
Associate Editor 


T. CLAIR, Mich. — Lincoln-Mer- 

cury Division, with its Comet, 
Mercury, Lincoln Continental and 
English Ford lines, is taking a 
“shopping-center’ approach to the 
new-car market in 1961, Ben D. 
Mills, general manager, said last 
week. 

The approach involves a new 
type of organization to sell new 
types of cars in a “radically 
changed” market, Mills said at a 
press preview of his ’61 lineup. 
New types of cars in the L-M 

stable for ’61 include a higher-pow- 
ered Comet, a Mercury with a six- 
cylinder engine for the first time 
in history and a Lincoln Continen- 
tal which offers luxury in a much 
smaller package and restores the 
four-door convertible to the Amer- 
ican industry, L-M will continue 
the standard-engine Comet and 
V-8 powered Mercury. 

+ * * 

XPLAINED Mills: “We are in a 

segmented market — basic 

transportation, compact-car trans- 
portation, conventional regular-size 
transportation and luxury-car 
transportation. 

“We have pioneered in the in- 
dustry in adopting this new con- 
cept of marketing cars from a 
single division.” 

By offering a car in each of the 
market segments he described, 
Mills said, L-M will enable the new- 
car customer to “enjoy one-stop car 
shopping—similar to shopping cen- 


Klein Denies 
Plan to Sell Out 
To Volvo Firm 


LOS ANGELES. — Replying to 
questions concerning possible sale 
of Auto Imports, Inc., to Volvo Dis- 
tributing, Inc., of Englewood Cliffs, 
N. J., Eugene Klein, president of 
Auto Imports, told Automotive 
NEws: 


“I have every intention of re- 
maining with Volvo and continuing 
to handle its products as an in- 
dependent distributor.” 


Klein, who brought the first Volvo| © 
into the United States in 1955, dis-| ~ 
tributes Volvo cars and station] © 


wagons in 11 western states, 
Hawaii and Alaska. 


Recently Auto Imports trimmed | 
its advertising budget to match| ~ 


diminished sales of Volvo cars. 


However, Klein is said to be opti-|_ 


mistic concerning the future of 
Sweden’s sports sedan in the United 
States. 





Cooper Tire Realigns 
Its Top Management 


FINDLAY, O.—Wayne B. Brewer 
has been named president of Cooper 
Tire & Rubber Co., succeeding his 
father, the late W. B. Brewer. 

Kenneth L. Frost, Cooper secre- 
tary and treasurer since 1949, has 
been elected to succeed the elder 
Brewer as board chairman. Bruce 
E. Esterly, former vice-president 
and controller, hag been named fi- 
nancial vice-president and secre- 
tary. 


ters which the customer has dem- 
onstrated he wants.” 
* * ? 


Ca MORSEY, general mar- 
keting manager, elaborated on 
L-M’s new concept of the market 
by saying that it is now divided 
into size classes rather than tradi- 
tional price classes. 


“The old low and medium-price 
fields which were common to the 
industry for years are now divid- 
ed into size segments,” he said. 


“The changes have been brought 
about by a ‘consumer revolution’ 
which is not so much a demand for 
lower prices or greater economy, 
but rather a demand for the value 
he expects of a car,” he said. 

“Consumers today seem to want 
a happy combination of price and 
value,” Morsey said. “They are 
not so much interested in price 
alone, nor in value alone—but in 
price and value, They want a com- 
plete quality product at the lowest 
price. 


“And because different consum- 
ers have different tastes and differ- 
ent needs, we believe that they 
will be seeking this combination of 
price and value in all segments of 
the market, not just in the lowest 
price cars.” 

He said L-M has responded “vig- 
orously and decisively” to these 
changing customer preferences and 
has cars sized for each segment of 
the new market, a major factor in 
pricing the Mercury well down into 
the volume market for 1961. 

of * o* 


ILLS, in discussing customer 

preferences, said, “We are not 
in a position of trying to persuade 
the customer that his needs are not 
really what he thinks they are. 
Rather, we give him credit for 
knowing what he wants and as- 
sume the responsibility of supply- 
ing those wants. 

“Since we are competing in 
every area of the market, we 
must be attentive to all the buy- 
ers’ needs.” 


Mills hinted that L-M may have 
(Continued on Page 8, Col. 5) 


Wisconsin Dealers Elect— 


Wilkie 


Views 


By DAVID J. WILKIE 


ASIDE FROM the weather, few 
things change as quickly as they do 
in the automobile industry. Thus, 
predictions about the future of the 
new smaller cars in the nation’s 
economy have to be made with 
reservations. 


One prediction that can be made 
with virtual certainty is that there 
will be more and stiffer competition 
all down the line with the advent 
of another group of smaller “econ- 
omy” cars by makers heretofore 
confined to the medium-price class. 

More than just presenting 
smaller vehicles, Buick, Dodge, 
Oldsmobile and Pontiac are intro- 
ducing themselves into the lower- 
price bracket. All continue reti- 
cent about the price tags they 
will place on these new models, 
but all are certain to advertise 
how little more they will cost 
than the standard-size Chevrolets, 
Fords and Plymouths. 


The new smaller cars to come 
out for the 1961 model year from 
General Motors are not “compact” 
models in the same sense that the 
designation applies to the smaller 
units already on the market. Their 
112-inch wheelbase definitely takes 
them out of that classification. 


Test drives with the forthcoming 
new shorter wheelbase models show 
them to possess numerous features 
that will have strong appeal for 
next year’s new-car buyers. The 
transmission “hump” through the 
center of the floor is definitely low- 
er; they can be driven 100 miles an 
hour on the track with no percepti- 
ble sway; acceleration from a 
standing start. to top speed is as 
smooth and as fast as it is on any 
of their standard model prototypes, 
and they do offer better fuel econ- 
omy than many of the larger stand- 
ard size models. 

* 





* * 


THE CHIEF engineer of one of 
the companies preparing to intro- 
duce a new 112-inch wheelbase car 
for 1961 was enthusiastic about the 
fuel economy shown in numerous 
track tests. 

‘T’m not going to tell you that 
you will get 25 or 28 miles to the 
gallon of fuel,” he said, “because 
the miles you get on a given amount 
of fuel depends upon driving con- 
ditions and the operator’s driving 
habits.” 

“But I can tell you that you 
will get 25 percent greater mile- 
age with one of the new cars than 
you have been getting with your 
present car.” 

One outstanding achievement by 
the engineers and stylists who de- 
signed the newest group of smaller 
wheelbase models is that the ve- 
hicles do not look smaller than their 
standard-size brothers, Another is 
that by lowering the transmission 
tunnel they have made them truly 
six-passenger cars. 

Of course, what has been done in 

(Continued on Page 8, Col, 3) 





New officers of the Wisconsin Automotive Trades Assn. are, seated, from left, Leonard 
F. Rohrback, Milwaukee, president, and George F. Petry, Manitowoc, secretary-treasurer. 
Rear: Lovis Milan, Madison, executive vice-president; Donald G. Berg, Menominee, 
second-vice-president, and Romain Schaub, Waukesha, first vice-president. 
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RAMBLER 
FOR ’6I 


World’s Widest Choice of Compact Cars—3 Distinct Sizes 


*« Rambler American —The Economy Compact 
*« Rambler Classic 6 and V-8 —The All-Purpose Compact 
* Ambassador V-8 by Rambler—The Luxury Compact 








Many New Exclusive Features, Including 
New Ceramic-Armored Muffler and Tail-Pipe 


Now Is The Time To Join 
The High-Volume, High-Profit 
RAMBLER TEAM FOR ’61! 


We Have the Product for the Exploding Compact American Motors ils Copies 
° ro , Michigan 
Car Market eee There Are Still a Few Dear Sir: Will you please provide me with more complete 
i E information about the Rambler franchise. | understand that ! 
Franchises Available in Select Markets . . . Ta ee 
4 NAME i vonynsigieatlemeananiainieaiae 
YOU Have The Opportunity! i. 
city ne ZONE FO nner 








Rambler Franchises Also Available in Canada and Important Export Markets. 


In Canada, Write to: American Motors (Canada) Lid., Brampton, Ontario. 


neocon enema eae we mama a! 
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Floor Area Free for Service— 


Shown is the service area of the new building to be opened by Jim Causley Pontiac, 
Inc., Detroit. The service area is housed in a Stran-Steel 70-by-128-foot pre-engineered 
building, while showroom-office section is of conventional construction. Rigid-frame 
construction used in the service section leaves the entire floor area free for service 
operations. The service department features five hoists and stalis for 19 cars, including 
car washing, wheel balancing and aligning equipment. 


Keeps 
1a eI 
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mY 
back 





Withie Views... 








- Swing to 


base models also can be done for 
the larger’models. One of the out- 
standing engineering advances in 
recent years will be a feature of 
several 1961-model cars to be shown 
at the forthcoming National Auto- 
mobile Show in Detroit. 


* * * 


ESPECIALLY interesting in the 
new line of smaller cars is a six- 
passenger station wagon with sub- 
stantial- luggage space behind the 
rear seat, Although its bumper-to- 
bumper measurement is the same 
as that on the conventional style 
four-door sedan, it gives the -im- 
pression of considerably greater 
overall length. 

It appears safe to say the new 
112-inch cars will get a tremendous 
public reception. Equally safe is the 
expectation they will cut sharply 
into the sales volume of larger- 





Remember—if you can get new 
car customers to come back for oil 
change, you'll get them for all 
their service needs .:... and nothing 
brings ’em back like Mobil! 


Economy 


(Continued from Page 6) 
that respect for the 112-inch wheel-| wheel-base models, although their 


sponsors will not agree with this. 

Obviously, the advent of these 
newer smaller cars means Chev- 
rolet, Ford and Plymouth are 
going to have increased competi- 
tion in the lowest-price field. Pos- 
sibly that would be a fair twist. 
Certainly the Chevrolet Impala, 
the Ford Galaxie and Plymouth 
Fury not only are far out of the 
so-called lowest-price field, but 
have cut deeply into the relatively 
recent concept of the medium- 
price bracket. 

You can hear endless conjecture 
as to just where the industry swing 
to more economy models is heading. 
Some sources say the automakers 
have sensed a nationwide demand 
for the restoration of a really low- 
priced car bracket and are moving 
rapidly to re-establish it. 

It is true that a lot of experi- 
mental work has been carried on 
with cars of less than 100-inch 


New car customers will keep coming back to you for 
oil changes . . . and there are some very good reasons why: 


PROOF! Mobiloil Special is recognized by your 
customers as one of the truly top multi-grade 

oils on the market today— proved in America’s top 
speed and performance events. 


QUALITY! Mobiloil Special provides the kind 
of smooth performance and top economy every motorist 
expects from his new car. 


*» 


CONFIDENCE! With Mobiloil Special new car 
owners feel confident that they are protecting that 
big dollar investment in their car. 


MOBIL OIL COMPANY, A Division of Socony Mobil Oil Company, Inc., 150 East 42nd Street, New York 17, N. Y. 





wheelbase to compete with the 
German-made Volkswagen and 
others in that area of dimension 
already on the U. S. market. But 
there is more than a little question 
whether the market for these 
really small cars is great enough to 
yield a profit to any more makers. 


L-M Offers Buyers 
Vast ’61 Variety 


‘Segmented Market’ 
Stressed by Mills 


(Continued from Page 6) 


a new-size car up its sleeve when 
he said, “We must respond to mar- 
ket changes even more quickly 
through unprecedented flexibility in 
our manufacturing and assembly 
operations even while we are in- 
creasing our number of entries in 
the market.” 
* * * 

ALKER A. WILLIAMS, assist- 

ant general manager of L-M, 
called the compacts the automotive 
“story of the year.” He said the 
Comet has given L-M “valuable ex- 
perience” in the volume end of the 
market and rebuilt owner loyalties 
to Lincoln-Mercury. 

The medium-priced car market 
has suffered the greatest attrition 
since 1955, falling from 40 per- 
cent to 19.6 percent, Williams said. 
He observed that the future trend 
of customer loyalties “can only be 
guessed at.” 

Morsey amplified on the theme of 
the fluctuating market, acknowl- 
edging that despite L-M’s range of 
coverage, “a sudden shift in con- 
sumer preference could leave us in 
left field.” 

of 


+ + 

N EXPLAINING why the ’61 

Lincoln Continental is 15 inches 
shorter than the ’60 models (and 
2.2 inches shorter than the ’61 Mer- 
cury), Morsey said: 

“Functional design was as im- 
portant to the development of the 
new Lincoln Continental as its 
classic styling. Engineers ... 
didn’t need a package 20 feet 
long, seven feet wide and six feet 
tall. To us, it makes. sense to 
build usefulness and purpose into 
our luxury-car line.” 

Morsey said the new-sized Lin- 
coln Continental “will be interpret- 
ed as a big car, but you won’t have 
to build a garage around it.” 

Speaking of Lincoln Continental’s 
two models—a four-door sedan and 
a four-door convertible — Morsey 
said that variety should be estab- 
lished by different makes of cars 
rather than one make alone with 
10 to 20 models. In 1960, Lincoln 
offered 12 models. 

+ * * 
| i THE course of the preview, 
Mills emphasized the importance 
of research in developing new prod- 
uct features, 

“The most dramatic advances 
may well depend on basic develop- 
ments in fuels and materials,” he 
said. 


U.S. Court Curbs 
Tax Deduction 
On Loss Reserve 


(Continued from Page 3) 


longer in debt to Wilkins but to 
GMAC. Similarly, Wilkins did not 
owe GMAC until it was required 
by the terms of its guaranty con- 
tract to pay GMAC. 

This means, according to Judge 
Drennen, that there were no debts 
owing to Wilkins at the end of 
1955 to support a deduction for an 
addition to a reserve for bad debts, 
since section 166 of the 1954 tax 
code does not permit “a taxpayer 
to deduct a reserve for bad debts 
which are owed to someone else,” 
it follows that Wilkins could not 
deduct its addition to the “reserve 
for losses on contracts discounted.” 

The court adds that “it is well 
established that even though good 
accounting practice dictates that a 
business set up a reserve to cover 
future liabilities, additions to the 
reserve may not be deductible.” 

The court notes, however, that 
the dealer is entitled to deduct. the 
loss which it actually incurred 
during the year with respect: to 
the contracts sold. 
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Selectivity is the dominant characteristic of the 
TV GumE audience. That is one of the major 
findings of the recent depth study of the magazine’s 
audience conducted by Dr. Burleigh B. Gardner, 
Social Research, Inc. The vast majority of the 
TV GumE audience read the magazine from cover 
to cover because—to them —television viewing is 
an active pursuit. They are concerned with how 
they spend their leisure time. They are, in fact, 


“the most determinedly rational consumers of 
TV...” And their selectivity extends beyond 
their viewing. They tend to pick and choose in 
areas other than time and channel. They insist on 
facts. They deliberate. More to the point —they pay 
attention to advertising (which consistently high 
Starch scores document). And that is one expla- 
nation for TV GUIDE’s 24% advertising revenue in- 
crease this‘year to date over the same period of 1959. 


For a detailed report on the Gardner Study, call your local TV GuivE office or write TV GuipE, Radnor, Pa. 


Best-selling 
weekly magazine 
in America 
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Capsule Comment 


Incentives and bonuses on ’60 models have cost factories 
an estimated $55 million. 


And nobody is really happy over the results. 
* . * 


Referral selling of new cars is being given a whirl by 
some dealers. 


Another sign of inflation. In the ’30s, it was a chain 
letter and a dime. 
* . * 


More dealers are declining to honor introduction dates this 
year than ever before and are selling ’61s well ahead of time. 


Who'll have ’60s still in stock at Christmas time? 
* * * 

Success of American compacts on their home ground has 
forced foreign firms to cut production, look elsewhere for 
sales. 

High-handed methods continued too long. Intelligent 


operations, and a fair shake for import dealers could still 
salvage much of their U. 8. penetration. 


* * * 
Safety-Check officials hail results which show only one 
ear in six flunked inspections this year. 
Still one car too many. 
* * * 
Valiant dealers will get no 61s with red interiors until 
some time in November. 


All the red is on faces of those who couldn’t see red. 
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Coming 
Events 


% Eprror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time théiare used. 


Dealer Conventions 


Oct, 15-17—Texas Independent Automo- 
bile Dealers Assn., Sheraton-Dallas 


oe. 2-4—Arkonsas ee oon 
. Hotel Marion, Little Rock. 
oa. 23.25—Automotive Trade a. of Vir- 
ginia, Hotel Roanoke, Roanoke, 
Oct. 23-25—New Jersey Automotive Trade 
Assn., Chaltonte: Haddon Hall, Atlantic 


Oct. 28-Nov, 2—Florida Automobile Deal- 
ers Assn., Cruise to Montego Bay and 
Port-au-Prince. 

Nov. 6-7—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Oklahoma City. 
Nov. eatin Automotive Trades 
Assn., Statler-Hilton, Hartford, 
Nov. ie Rally Day for Profits, Automo- 
— Dealers Assn. of Alabama, Birming- 


Dec. "S—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

Jan, 15-19—National Independent Auto- 
mobile Dealefs Assn., Eden Roc Hotei, 

. | — National Automobile 
Dealers Assn., San Francisco, 

March 13-14—Louisiana Automobile Deal- 
2s Assn., Roosevelt Hotel, New Or- 
jeans. 

March 26-28—Autorhobile Dealers Associ- 
ation of Alabama, Biloxi. 

May 141 rgia Automobile Dealers 
Assn., ., Comme Oglethorpe Hotel, Sa- 
vanna 


May 14-16—| daho Automobile Dealers 
a> Idaho Falls. 
May 2 2/-23 —O Oregon Eto Dealers 
a, ie Hotel 


June ichigan ‘Automobile Dealers 
Assn., Detroit. 
Auto Shows 


Oct. 616—Paris Automobile, Bicycle, Mo- 
torcycle and Sports International Ex- 
position, Grand Palais, Paris. 

8-23—Dallas Auto Show, Texas State 
oti"rounds Dallas. 

b— tanpiee. ‘Motor Show, Denver 
Coes. Denver, 

23 — National Automobile Show, 
obo. Hall, Detroit. 
Oct. — Autorama, Industrial Arts 
Sida. “Eeaties Park, West Springfield, 


on” 19-23—International Foreign and 
om, Car Show, Commonwealth Ar- 


Boston 
Yi9.29 — International Motor Show, 
Court, London. 
Oct. 25-29—West Orange Auto Show, West 
Orange Armory, West Orange, N. J. 
Oct. 26 29—Ehmire Auto Show, Elmira, 


N. 

ee 8—Turin Auto Show, Turin, 
aly 

Nov. 3-13 — International Automobile 
ow, oon Ital 

— Seattle Auto Show, Armory, 


Hie 

Now. 6 12_Philadelphia Auto Show, Grand 
Exhibition Hall, Trade and Convention 
Conte, Philadel hie. 

Nov. 5-13 — Wor 7 now, Roosevelt 
Raceway, Westbury. L 

Nov. 912—Denver Auto Siow; Coliseum, 
Denver. 

%& Nov, 10-13—Lincoin Automobile Show, 
ee Municipal Auditorium, Lincoln, 


New. Pi 19—Albany Auto em, Washing- 
ton Ave. Armory, Albany, %; 

Nov. 12:19-Pittsburgh Auto Mace. National 
Sone Armory, Pittsburgh. 

23-27—Portland Auto, Show, Memorial 

Callsoum, Portland, Ore 

Nov. 25-Dec, tindlonepelte Auto Show 
oeene State seerqoaeses. Indianapolis. 

*& Jan. 6-15—Upper Midwest Auto : 
Minneapolis Auditorium, Minneapolis. 

~~ S 8-10 — Fort Worth Auto Show, Fort 


Jan. WU 15—National Capital Area Auto 
Show, were Guard Armory, Wash- 
ington, Cc. 

Jan. Tie2a—Brussels Auto Show, Brussels, 
Belgium. 

Jan. 4-21—Syracuse Auto Show, Syracuse 
Wer Memorial, Syracuse. 

Jan. 1422— Columbus Auto Show, Ohio 
State ein rounds, Columbus, O. 

Jan. 26-29— irmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 

Jan. 28-Feb. 4—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 2-1|—Amsterdam Auto Show, Am- 

sterdam, The Netherlands. 

Feb. International Foreign & Sports 
Car ae Dinner Key Auditorium, 


Few. *18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 

March 16-26—Geneva Auto Show, Geneva, 
Switzerland. 


sedan was priced at $1,429. 


The Big Stories 


35 Years Ago—1925 

There is nothing more vitally important to the success of the auto- 
motive industry than the financing of retail sales of the dealers in all 
makes of cars, W. L. Githens, president, Central Automobile Finance 
Credit Assn., stated. “It has grown to be of such magnitude that with- 
out it only 25 percent of the present sales would be possible.” 


20 Years Ago—1940 
In the first eight months of 1940, auto dealers sold 2,341,091 cars, 
compared with 1,821,043 for the same period of 1939... 
nounced it was dropping the name LaSalle with the 1941 models. 


10 Years Ago—1950 
A new competitor joined the low-priced car market when Kaiser- 


Frazer unveiled its Henry J line. A four-cylinder model had an 
advertised-delivered price of $1,299, while a six-cylinder, two-door 
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Automotive Cartoon 


". «+ and notice the thick carpet matching 
the upholstery .. ." 
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This is an forum for the 


used if you so 


Between Two Fires 


The editorial, “Federal Agency 
for Autos?” in this week’s issue 
(Sept. 5) of Automotive News re- 
ally hits home with us here at 
Aerocar. You see, we have been 
through this business of trying to 
build an automobile that flies, and 
when we got into it we found that 
we were right in the backyard of 
the existing FAA. 

Of course, this really makes us 
come under the guns from all 
angles. (The most recent develop- 
ment in this regard is a decision 
by the Internal Revenue Service to 
the effect that we must pay manu- 
facturer’s excise tax on the “car” 
portion of an Aerocar.) Is there 
no end to it? 

A letter of protest to the head 
of the FAA recently brought back 
this reply: “The enforcement of 
safety regulations is but a small 
part of our overall mission; yet it 
is a vital part and there is no ‘need 
to apologize for the emphasis we 
have placed upon it. If you would 
examine House Report No. 1272 of 
the 85th Congress, First Session, 
you would see how vitally our 
elected representatives consider the 
matter of safety promulgation to 
be. We have received a clear man- 
date from the American electorate, 
Mr. Taylor, as expressed through 
their representatives. We have no 
intention of ignoring it.”—Quesada. 

If there was ever handwriting on 
the wall, we believe this is the first 
scribbling. If you don’t think it 
could happen in the auto industry, 
just sit around and wait. More and 
more government can only mean 
more and more regulation. Get a 
few mixed-up and misinformed pol- 


Cadillac an- 






‘Really Hits Home .... - 


open the discussion of any 
readers, and your letters are welcomed. No attention ‘is 
letters but you may sign your name with the 
request. Address Editor, Automotive News, Detroit 7, Mich. 
















subject of interest to our 
is given to unsigned 
assurance that it will not be 







iticians in the pie and you can 
have troubles that you never 
dreamed of. We know—we are 
right in the middle. 

Despite this, we have built an 
automobile that can fly, and we 
are hoping that a few supermen 
will be able to keep ahead of the 
red tape long enough to buy them. 
This same threatening trend has 
gotten it so that a little company 
like ours cannot find the capital 
for production despite the fact that 
we now have orders for over 1,000 
Aerocars. We don’t mean to sound 
political, but now is a good season 
to point out a few facts of life 
to the kids. Keep up the good work. 
—M. B. (Mott) Taytor, President, 
Aerocar, Inc., Longview, Wash. 

* a . 


Served Well 


May I take this opportunity of 
congratulating you on your 35th 
birthday? 

Automotive News has served the 
automotive industry well with in- 
formative, prompt, up-to-date, well- 
written material, and you are to be 
congratulated. There undoubtedly 
is much warmth in the hearts of 
many people for the excellent work 
that has been done and to the mem- 
ory of the late George Slocum. 

Congratulations, good health and 
continued success.— F. M. Youna, 
president, Yourig Radiator Co., Ra- 
cine, Wis. 

* + * 

I wish to congratulate AuTomo- 
tive News on its thirty-fifth anni- 
versary. 

A lot of automobile news has 
come and gone in these 35 years. 

I do not believe I could have stay- 
ed in the automobile business these 
40 years without the aid and guid- 
ance of Automotive News.—Tom 
Frost (Ford), Warrenton, Va. 

* * + 


Please accept my congratulations 
on the 35th birthday of the Avuro- 
MoTive News. 

We have been subscribers to your 
valuable paper since 1931. I remem- 
ber when George Slocum inaugu- 
rated the publication in 1925. I was 
not located in Detroit at the time, 
or I might have been one of the 
original subscribers. 

Automotive News has become one 
of the most important news publi- 
cations of the automotive industry. 
I am sure it will continue to be the 
foremost trade publication of the 
industry so long as it is under such 
excellent management.—S. S. Hatt, 
manager, automotive sales, Libbey- 
Owens-Ford Glass Co., Detroit. 


et eneenstaoneetnenteeeene 
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con months ago Ollie came to me and said, ‘Do you 
know the New York News has more high 

income readers than any other New York paper, and better 
than a half million in over-$10,000 families— more than 

three million in the over-$5,000 families?’ So we started 


499 


to use the News heavy, and it’s paying out fine! 
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4 Cylinders, Rear Transmission . . . 
semepest Accents Engineering 


incase iene rca tase 


engine with rear 
Cirunsanl) engine inclined at 
- «+ « 110 to 155 horsepower . 
four-wheel suspen- 
four-door a ae 
maisapeaer vV-8 aa optional 
* * * 


bien a front-mounted four-cyl- 
inder engine, a rear transmis- 
sion (transaxle) and a flexible 
driveshaft, Pontiac’s new Tempest 


is the car of the year from an engi- 
neering standpoint, The car is 


- scheduled to go on sale Nov. 3. 


It’s the domestic industry’s first 
four-cylinder power plant since the 
53 Henry J. The Tempest engine 
is the right bank of Pontiac’s V-8 
and has a displacement of 195 cubic 
inches. It is inclined at 45 degrees. 

The has a com- 
pression ratio of 8.6 to 1 and is 
rated at 110 horsepower with 
manual transmission and 130 
with automatic. Other versions 
(10.25 compression) develop 120 
to 155 horsepower, depending on 
carburetion and transmission. 

Also available is a 155-horsepower 
aluminum V-8. This is basically the 
engine used in the Buick Special 
and Oldsmobile F-85. Displacement 
is 215 cubic inches. 

» . * 
transmission, manual or 
automatic, is mounted on the 
differential carrier at the rear. 
Tempest igs the only car in the 
world with a front engine and a 
rear automatic transmission, al- 
though Italy’s Lancia has a front 
engine and a rear manual trans- 
mission. 

A flexible propeller shaft trans- 
mits torque from engine to trans- 
mission. Although it will rotate 
up to 4,400 revolutions per min- 

* 


ute, it is constantly bent in an 
arc permitting a substantial re- 
ition of the driveshaft tunnel. 

There is no front-seat transmis- 
sion hump, of course, since the 
transmission is in the rear. The 
result is a tunnel that ig two inches 
high in front and 3% inches in the 
rear. 

The prop shaft is % of an inch 
in diameter and is housed in a 
curved torque tube of hat-sectioned 
heavy-gauge steel that rigidly joins 
the engine and transmission. 

+. * . 


SPLIT-TORQUE principle is 

employed. The torque converter 
is behind the main transmission 
unit and is separated by the dif- 
ferential carrier. 

In high gear, 40 percent of the 
drive is straight mechanical and 
60 percent goes through the 
torque converter, Pontiac says 
this principle results in a solid 
drive feel and minimum slip or 

loss. 


Tempest has independent four- 
wheel suspension. The swing axle 
rear suspension system has a cross 
member attached to the unitized 
body in four positions, Attached 
to this cross member ig the trans- 
axle support mounted in rubber to 
isolate noise and vibration. 

This support is affixed to the dif- 
ferential, Thus the differential and 
final drive gear case are mounted 
to the sprung mass of the car, axle 
shafts being driven through a uni- 
versal joint on either side of the 
differential. 

* * * 


—— is a smartly styled 
auto on a 112-inch wheelbase. 
Overall length igs 189.3 inches, and 
the car is 72.2 inches wide and 53.5 
inches high, A four-door sedan and 
a four-door station wagon are of- 
fered. 

The car has a split grille similar 
to that of the 69 Pontiac. The dual 

* 





Front Engine, Rear Transmission— 
Pontiac's Tempest has a front-mounted engine and a rear transmission. Power is 


transmitted by a flexible propeller shaft 


housed in a curved torque tube of hat- 


sectioned heavy-gauge steel that rigidly joins engine and transmission. The car has 


independent four-wheel suspension. 


Little Change Seen in Third Quarter er 


Dealers’ Outlook on Jobs 





MILWAUKEE, — Eighty-eight 
percent of retail auto dealer execu- 
tives queried in an employment- 
outlook survey by Manpower, Inc., 
have predicted no change in their 
employment needs for the third 
quarter of 1960. 

A note of optimism, however, 
was sounded by 4 percent of the 
respondents who look for an in- 
crease in their needs. Two per- 
cent anticipated a decrease, while 
the remainder expressed no opin- 
ion. 

Elmer L. Winter, president of the 


Maine Dealers Support 
Fight on Gasoline Tax 


AUGUSTA, Me.—Gasoline dealers 
in Maine are planning to enlist the 
help of their customers in a cam- 
paign to prevent extension of a 
one-cent “temporary” federal tax 
on gasoline. 

During the week of Oct, 1-9, deal- 
erg will ask their customers to sign 
petitions opposing extension of the 
tax, which ig due to expire June 30, 
1961. The signed petitions will be 
sent to members of the Maine con- 
gressional delegation, the Maine 
Petroleum Assn. said. 


international temporary help and 
business service firm, reported that 
on the national scene, 23 percent of 
the more than 2,500 business lead- 
ers representing all industries, look 
for employment increases, 

Sixty-seven percent see no 
change, 6 percent look for a de- 
crease and the remaining 4 percent 
gave no opinion, he added. 

Manpower, Inc., which annually 
serves more than 65,000 firms repre- 
senting a broad cross section of 
American industry and _ business, 
conducts the quarterly survey as a 
basis for determining employment 
needs in the forthcoming months, 
said Winter. 

Executives in the region com- 
prising Montana, Wyoming, Utah 
and Colorado were the most op- 
timistic about future employment 
possibilities. Forty percent of 
those replying forecast increased 
employment in the third quarter. 

The most pessimistic reports 
came from one region made up of 
Michigan, Ohio and Kentucky and 
another including Minnesota, Wis- 
consin, Illinoig and Indiana. In 
these states only 15 percent saw 
better employment opportunities, 


headlights are housed in the grille 
sections, and windsplits crown the 
front fenders. 

Side panels are sculptured; the 
deck is flat, and horizontal tail- 
lights are located in a panel be- 
tween the deck lid and the 
bumper. 

Fifteen exterior colors and 57 
two-tone combinations are avail- 
able, and there are 14 interior trim 
selections. The automatic transmis- 
sion control lever and indicator are 
built into the instrument panel. 

Tire size is 6.00 x 15 for sedans 
and 6.50 x 15 for wagons. The car 
has a 15.5-gallon gasoline tank, and 
cooling-system capacity is 11.6 
quarts (12.6 with heater), Curb 


less than the Pontiac Catalina. 





Tempest Offers Sedan, Wagon— 


Tempest features a split grille similar to that of the '59 Pontiac. The dual headlights 
weight of the Tempest sedan is are housed in the grille sections; front fenders are crowned by windsplits, and body 
2,910 pounds, about 1,000 pounds panels are sculptured. A four-door sedan and a four-door station wagon are offered. 


The car goes on sale Nov. 3. 


Pontiac Has New Body, Frame 


What's New: 


New body and frame... short- 
er and narrower than last year 
- . . easier entry and exit... 
more headroom , . . new instru- 
ment panel . . . redesigned sus- 
pension . . . engine weight re- 
duced . . . lighter Hydra-Matic 
transmission ... 25-gallon gas 
tank . . . improved windshield 
wipers. 

+ aa * 

A NEW body and frame and a 

host of mechanical changes add 
up to what General Manager §. E. 
Knudsen calls “the most exciting 
new car in Pontiac history.” The 
new models go on display Thursday 
(Oct, 6) in dealer showrooms, 

For ’61, Pontiac offers 15 mod- 
els in four series—Ca Ven- 
tura, Star Chief and Bonneville. 
They are 3.7 inches shorter and 
2.5 inches narrower than the ’60s, 
but some interior dimensions 
have been increased. 

Catalinas and Venturags have a 
119-inch wheelbase (122 last year) 
and are 210 inches long. Star Chiefs 
and Bonnevilles are built on a 123- 
inch wheelbase (124 last year) and 
are 217 inches long. All are 78.2 
inches wide, and sedans and hard- 
tops are a shade under 56 inches 
high. 

* cs * 
pporrsac has a wide, low front 

end and a divided grille with a 
three-dimensional] effect. Dual head- 
lamps are housed in the grille, and 
parking lights are located in the 
two-bar wraparound bumper. Side 
trim runs the length of the car. 

The rear bumper is integrated 
with the body and sweeps upward 
to cap the fenders. The bumper 
frames the trunk lid and a nar- 
row panel containing the tail- 
lights. 

The windshield dogleg has been 
eliminated and doors open wider 
for easier entry and exit. Front 
seats are higher and more comfort- 
able; the floor tunnel has been 
lowered, and headroom has been 
improved by as much as two 
inches, There is 12 percent more 
room between the front seat and 
the steering wheel. 

Pontiac said its new perimeter- 
type frame has brought about the 
improvement in seat and tunnel 
height and headroom. Five cross- 

+ + + 


bars join parallel side rails to in- 
sure structural rigidity. 
* a * 


A NEW instrument panel features 
a cushion around the cove area 
on the front face of the panel. 

Catalinas and Venturas have new 
tandem-action single-speed electric 
windshield wipers, and Star Chief 
and Bonnevilles have electrically 
driven two-speed overlapping wip- 
ers with 18-inch blades. 

Pontiac’s V-8 engine is lighter 
this year. It’s a 389-cubic-inch 
unit with a wide variety of op- 
tions that provide horsepower 
ratings of 215 to 348. 

With standard transmission, 
horsepower is 235 for Bonnevilles 
and 215 for other models. Compres- 
sion ratio is 8.6 to 1. Compression 
ratio climbs to 10.25 to 1 with 
Hydra-Matic, and horsepower is 267 
for Catalina-Ventura, 283 for Star 
Chief and 303 for Bonneville. 

On all models, Hydra-Matic buy- 


ers may specify a regular-fuel 230- | 


horsepower engine. There is no 
extra charge for this engine, 
of * 7 
| GBTER, more compact Hydra- 
Matic transmissions are speci- 


fied for both wheelbases. Catalinas 
and Venturas have a new three- 
speed unit. An aluminum case and 
one-piece integral flywheel have 
lightened each transmission, 

Other new features include a 
25-galion gasoline tank on all 
models except station wagons and 
improved manual steering and 
mechanical braking. The spare 
tire in Catalina and Ventura 
coupes and sedans have been re- 
located to provide more usable 
luggage space. 

Here is Pontiac’s model lineup 
for ’61: 

Catalina — four-door sedan, two- 
door sedan, four-door hardtop, two- 
door hardtop, convertible, four-door 
two-seat station wagon and four- 
door three-seat station wagon. 

Ventura—four-door hardtop and 
two-door hardtop. 

Star Chief—four-door sedan and 
four-door hardtop. 

Bonneville — four-door hardtop, 
two-door hardtop, convertible and 
four-door two-seat station wagon. 


Long Hours, Big Promotion 
Move 631 Cars in 2 Months 


COLUMBUS, O. — George Byers|the firm, was featured on daily 


Sons, Inc. (Plymouth-DeSoto-Val- 


radio spots, and the city’s news- 


iant) delivered 631 new cars during| papers and TV stations gave the 


July and August, most of which 
was devoted to its fourth annual 
“warehouse sale.” 

During the period salesmen 
were on duty seven days a week 
from 8 a.m. until midnight. Al- 
most $40,000 was spent on adver- 
tising—$22,000 for newspaper ads, 
more than $7,000 for TV and $10,- 
000 for radio. 

George W. Byers, chairman of 


Read Motor Sold 


BUFFALO—Read Motor Co., 
Inc. (Ford), at 5661 Main St. for 
32 years, has been sold by Lawrence 
E. Head to Richard Bender and 
Walter Colborne, Ford ‘dealers in 
Syracuse. A new company, Bender- 
Colborne Ford, Inc., has been 
formed. The real estate was not in- 
volved in the sale. 





Pontiac Bonneville Convertible— 

The Bonneville convertible is one of the 15 models in Pontiac's ‘61 lineup. The 
new offerings have a wide, low front end that is set off by a divided grille with a 
three-dimensional effect. The cars are powered by a 389-cubic-inch V-8 engine. 


promotion a big play as a news 
feature. 

In August alone, Byers delivered 
389 new cars and 469 used vehicles. 
One salesman, Ronald Jones, sold 
62 units, 58 of them Plymouths and 
Valiants. 

The majority of the thousands of 
shoppers came from within a 150- 
mile radius of Columbus, Byers 
said. But in 1958, he added, one 
man drove from Chicago to Colum- 
bus to buy a car during the “ware- 
house sale.” 

Outdoor selling on this scale 
could change the entire new-car 
merchandising concept, Byers be- 
lieves. 

“The public loves to roam through 
the long lines of new cars where 
there is plenty of freedom of selec- 
tion,” he said. “It’s sort of a super- 
market approach where you shop 
for yourself and have plenty of 
items to choose from. 

“Antagonism seems to leave the 
buyer and he feels more at home 
than in a crowded showroom with 
plenty of salesmen breathing down 
his neck,” he added. 

Brothers George and Frank 
Byers organized the firm in 1924. 
Today they employ more than 500 
persons. In 1955 their sales totalled 
$25 million, 

Their father, George W. Byers, 
came to Columbus in 1897 as an 
operator of a small livery. He re- 
tired from active business in 1928 
and died in 1938. 

Byers is said to be the largest 
distributor of Plymouth and Val- 
iant cars. In addition to three re- 
tail outlets in Columbus, Cincinnati 
and Louisville, the firm has 45 as- 
sociate dealers throughout Ohio, 
Indiana and Kentucky. 
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What's New... 


Autolite Offers 
12 Generators to 
Replace 200 Types 


TOLEDO. — Twelve generators 
that are said to replace over 200 
original equipment and service 
types covering practically all 
makes of passenger cars produced 
in the past 10 years are now being 
marketed by Electric Autolite Co. 


Included in the new Universal 
Generator offer, according to Karl 
Chalmers, service parts product 
merchandising Manager, are seven 
12-volt and five six-volt generators. 

Chalmers noted that the new 
generators are factory built and 
are offered without core charge, 
eliminating any investment in cores 
or return shipping charges for the 
same. He also said that, because of 
the overall coverage, inventory 


In Parts and Accessory Distribution 


control of flexible radiator hose and 
fan belts is the aim of a new mer- 
chandising program adopted by 
Goodyear Tire & Rubber Co. 

Compact display racks permit 
dealers to select the proper belt or 
hose for a specific installation, To 
insure speedy identification, size is 
clearly visible on both rack and 
the box in which each belt is pack- 
aged. Hoses are pre-labelled with 
specific numbers for fast identifica- 
tion. 


Oakite Appoints Trio 
NEW YORK.—Harlis E. Martin, 





costs on the part of the dealer are|, * 


drastically reduced. 

In most instances, he said, the 
new generators can be used with 
original equipment regulators. 

The new generators also fit many 
truck models built by Dodge, Stu- 
debaker, Ford, Chevrolet, GMC, In- 
ternational and Willys. 


Purolator Prizes 
End First Round 


NEW YORK.—A total of 776 win- 
ners have been named in the first- 
round drawing of the $142,000 Puro- 
lator Prizarama with the top three 
prizes going to entrants in three 
different states. 

The first prize, a family swim- 
ming pool, will be installed on the 
grounds of James A. Short’s house 
in Beaverton, Ore, Frank Argenzi- 
ano, Newark, N. J., copped the sec- 
ond prize, a Studebaker Lark 
sedan, and Grant Ira Harding, 
Reading, Pa., won the third prize, a 
Choldun Push Button Auto Laun- 


dry. 

The “Blockbuster”—round two of 
the Prizarama—offers 1,662 prizes. 
It includes all entries postmarked 
not later than Oct, 31. Nonwinning 


Money Saver— 


This tiny device is expected to be worth 
its weight in gold to many of America's 
forgetful motorists. The 14-ounce Memo- 
Park is a key chain timer that can be set 
to sound an alarm for any time up to 60 
minutes. Manufactured in Switzerland, 
Memo Park is distributed by Organ Corp. 
of America, W. Hempstead, N. Y. Here's 
how the unit operates: After a motorist 
has inserted his coin in a parking meter, 
he sets the device to warn him just before 
time is up. When the arrow reaches ‘O' 
on the timer, an insistent buzzer sounds 
off. 


How They're Pushing Sales... 


Dealer Ad Ideas 





Hot Deals for Cool Cats 


EBSTER MOTOR SALES Co., 

INC., Schenectady, N. Y., 
staged an unusual summer promo- 
tion with a newspaper ad announc- 
ing that 10 tons of snow must be 
melted in front of a local drive-in 
theater and the firm must sell 75 


‘|ference on a policy-making level, 










1 
Charles W. Pearce and Frank T. 
Mountjoy have been appointed 
technical service representatives 
for Oakite Products, Inc., manufac- 
turers of industrial cleaning and 
metal treating compounds, 
* * + 


Irv’s Opens in Toledo 


TOLEDO.—Irv’s Auto Parts, 3645 
Upton Ave., has been established |” 


by Irv Scheinbach, ne oid 


* * ®@ 

The nation's two outstanding drivers— 

Arvin Adds Rep Charles J. Espich, left, Fort Wayne, Ind., 
LOUISVILLE.—Automotive Serv-| a long-haul truck driver, and Alex J. Keil- 
ice Co. has been named by Arvin| en, Montevideo, Minn., a highway patrol- 
Industries, Inc., as warehouse| man—view the special instrument panel 
wholesaler in the Louisville area|of the ‘Telar’ Safe Driver Test Car in 
for Arvin’s line of replacement muf-| which they will compete for the title of 
flers and — — parts. the Nation's Outstanding Safe Driver, the 
* weekend of Oct. 7-9 on a 1,500-mile drive 


AWDA Expects between Fraser, Colo. and Furnace Creek, 


Calif. They were selected in a six-man, 
500 at Convention 


three-day series of “autonavt™ tests as 
part of a special safety project sponsored 

KANSAS CITY.— Approximately 
500 persons are expected to attend 


by duPont's Telar antifreeze. Cooperating 
the convention of the Automotive 


in the project were the safety research 
and education project of Teachers College, 
Warehouse Distributors Assn., Inc., 
which opens here Oct. 31. 


Columbia University; the National Safety 
Core of the convention will be 


Council; Remington Division, Sperry Rand 
Corp., and Dodge Division. Nearly 300,- 
000 National Safety Council award-win- 

conferences between manufacturers | "ing _scfe drivers were invol 

and distributors, where suppliers 

and customers meet in private, pre- Import Car News... 

scheduled sessions. 

Only top-echelon personnel will 
attend in order to keep the con- 





said Thomas S. Perry, AWDA pres- 
ident. 


ENAULT, INC., will increase its 

sales efforts at the local level 
throughout the United States in 
1961, according to Maurice Bosquet, 
general manager. 

Bosquet outlined plang for the 
were shown standing beside a 
Volkswagen. 

Below was another picture of 
tackle Jack Stroud, who was de- 
scribed as a “proud owner.” 
claimed that five Giants could be 
seated in his small car. 


He was quoted as saying: 


companies and heads of the au- 
tomobile firm’s sales and service 


organization. 
The shift to increased local sales 





















first-round entries will be included. 
* * 


Bowes ‘Seal Fast’ 
Names 3 Outlets 


INDIANAPOLIS.—Bowes “Seal 
Fast” Corp. announced the appoint- 
ment of three new regional distri- 
butors. 

Estill Hignite, Connersville, Ind., 
has been appointed to an exclusive 
regional distributorship. He will 
supply Bowes automotive accesso- 
ries to service stations in an 11- 
county area. 

Robert P. Trotter, Laramie, Wyo., 
will cover three Wyoming counties 
and William W. Boyd, Tulsa, will 
cover three Oklahoma counties, 

” a 


Goodyear Hose-Belt Rack 


Offers Inventory Control 
AKRON.—Constant inventory 


Ford cars before it melted. 

The dealer said a special ship- 
ment of 1960 Fords enabled Web- 
ster Motors to offer a “red-hot deal 
while the snow lasts.” The snow 
was “imported” from frigid areas 
for the promotion. 

~ *” + 


Giants Get Across a Point 


cNASH MOTORS, INC. (Volks- 

wagen), Burlington, Vt., used 
a most effective method to demon- 
strate to prospects how much room 
there was in its cars. 

A big ad in the Burlington Free 
Press was captioned: “How many 
‘Giants’ Will Fit into a Volks- 
wagen?” Underneath was a photo- 
graph of several members of the 
New York Giants professional foot- 
ball team in training at St. Michael's 
College in nearby Winooski. They 









Seagoing Renault— 

Water's no problem if you have a boat—or a seagoing auto like this Renault. Then 
you just go full steam ahead without any worry about traffic lights. That's what Bob 
Shearer, president, Wigwam Motors (Renault), South Burlington, Vt., did at recent Lake 
Champlain water carnival. He made the car amphibious by sealing the doors and the 
openings in the undercarriage, adding a propeller to the crankshaft, raising the ex- 
haust line above water-level and water-proofing exposed engine parts. Car's top speed 
on water? A jet-age two knots. 


“Four of us, weighing more than 
1,000 pounds, drove this car from 
Ohio to Burlington.” 


Safford’s Policy 
Used as Builder 
Of Goodwill 


SILVER SPRINGS, Md. — A 
statement of dealership policy is 
being placed in the showroom and 
service department and printed on 
repair orders by L. P. Safford, Inc. 
(Rambler), here. 

The statement reads: “Do what 
is honest, fair, sincere and in the 
best interests of every customer. 
Extend friendly, satisfying service 
to everyone. Give every customer 
the most for the money and never 
oversell. Customer satisfaction is 
our greatest asset.” 

Explains Dealer L. P. Safford, 
“We hope to promote customer 
good will and we think this is a 
step in the right direction for bet- 
ter customer relations.” 

The dealership holds an Ameri- 
can Motors Sales Leader Award 
and recently expanded its service 
department to nearly three times 
its former area. 

+ 


‘Wild West? Sheds Staged 


AIRCLOTH CHEVROLET CoO., 

Johnson City, Tenn., entertains 
potential customers on its used-car 
lot with a free “Wild West” show 
nightly from 7 until 10 p.m., Wed- 
nesday through Friday. 

The show has been a top draw- 
ing card, a company spokesman 
said. Salesmen demonstrate be- 
tween acts, he added. 


Nick Pastor Adds Jaguar 

LOS ANGELES“Nick Pastor 
Imported Cars, 3451 E. Firestone 
Blvd., South Gate, has been granted 
a Jaguar franchise, 


effort, in cooperation with the na- 
tionwide dealer organization, is a 
logical outgrowth of Renault’s ex- 
perience in the American automo- 
bile market, Bosquet explained. 

“Three years ago, when we first 
entered this market aggressively, 
the Renault name and product 
were virtually unknown in the 
U.S.,” he said. “Our first objective 
therefore was to acquaint the 
American public with a new name 
and a new product in the automo- 
tive field. This involved a sales and 
advertising campaign designed to 
reach a national audience and the 
development of an effective dealer 
and service organization. 

“Now that Renault is a familiar 
name to virtually all Americans, 
now that we have the dealer or- 
ganization capable of serving and 
selling car owners, we intend to 
shift our sales emphasis, We will 
devote increasing attention to the 
needs and requirements of local 
markets,” Bosquet said. 

This will involve stepped-up ad- 
vertising at the local level, on the 
part of dealers and the distribution 


Inspection Urged 
For Wisconsin’s 


Million Vehicles 


MILWAUKEE.—James L. Karns, 
state motor vehicle commissioner, 
has urged compulsory inspection 
of Wisconsin's 1% million vehicles, 
but he said “considerable research 
and study” would be needed to de- 
termine whether the state or state- 
licensed garages should do the 
work. 

He told the convention of the 
Wisconsin Chiefs of Police Assn. 
the inspection would produce three 
major advantages: Safer vehicles, 
safer drivers and an economic gain 
in the value of the vehicles checked. 

Karns also said he felt state in- 
spection stations would be more de- 
sirable than garages because there 
could be better control of checkups. 
But it would be costly, he said. 

He explained that the state would 
need at least 80 stations, one for 
each of the 72 counties and addi- 
tional ones for high population 
areas. 

He estimated it would cost about 
$3.2 million to build the stations 
and another $3 million yearly to 
operate them, Each station would 
need seven men, including an in- 
spector, he added. 

Karns said a critical shortage of 
trained mechanics might make it 
difficult for private garages to han- 
dle the program properly. 





Renault Seeks to Spur 
Local Selling Effort 


White has been managing direc- 
tor of Bristol] Cars, Ltd., since its 
inception. Crook is managing di- 
rector of Anthony Crook Motors, 
Ltd., for many years a distributor 
for Bristol Cars. 

Production of the Bristol 406 will 
continue at the company’s Filton 
works in England. 


17 Saab Dealées 
Added; 8 Change 


Names or Move 


PPOINTMENT of 17 more deal- 
ers and changes in names or 
addresses of eight others have been 
announced by Saab Motors, Inc., 
United States importer of the Swe- 
dish-built car. 

The new dealerships are: 

Saab Motor Car Co., Denver; 
Nelson’s Automotive & Marine 
Service, Old Lyme, Conn.; Ray 
Carter Motor Co., Panama City, 
Fla.; Watson Motor Sales, Augus- 
ta, Ga.; a? Smith ’ Motors, 
Rockford, Ill. 

Auto Mart, Inc., Indianapolis; 
Lewiston Auto Sales, Lewiston, 
Me.; York Motors, Inc., York ns . 
Wescoat Motor Co., Cape Girar- 
deau, Mo.; Import Motor Sales, 
Battle Creek, Mich.; Lance Motors, 
Brooklyn; Schnurmacher Corp., 
New York. 

Phalanx Motors, Inc., Spring Val- 
ley, N. Y.; Post Imported Cars, 
Inc., Mamaroneck, N. Y.; Virginia 
Imports, Inc., Charlottesville, Va.; 
Dalton’s Motor Sales, Danville, Va., 
and Fowler Motors, Ltd., Arlington, 


organization, the development of &/ ya, 


sales promotion program, expansion 
of a service training program for 
dealer mechanics, a sales training 
program for dealer salesmen and 
continued improvements in Renault 
cars, Bosquet, said. : 


N NOVEMBER, he said, a sta- 

tion wagon and a pickup truck 

will be introduced to the American 
market, 

Called the Petit-Wagon and 
Petit-Truck, these vehicles have 
front-wheel-drive with forward 
control, making possible a loadbed 
only 14 inches from the ground, 
compared with about 25 inches for 
conventional vehicles. 

+ + * 


Bristol 
RISTOL SIDDELEY announces 
it has disposed of its subsidiary 
company, Bristol Cars, Ltd. to 
George White and T. A. D. Crook. 


Dealerships which have changed 
names: 


* * * 

AAB OF HARTFORD, INC., to 
Burnside Motors, Inc.; Bay- 
Neal Motors, Daytona Beach, Fila., 
to Wallace-Neal Motors; Waldron 
Pontiac, Inc., St. Petersburg, Fila. 
to Economy Cars of St. Petersburg; 
Malone & Cunningham, Brunswick, 

Me., to Bates & Cunningham. 

Dealerships which have changed 
addresses: 

Harley Wadsworth, from 2611 B. 
Colonial Dr., Orlando, Fla., to 282 
N. Orange Blossom Trail; Wheeler 
Motor Co., Inc., from 7715 W. 68rd 
St., Merriam Park, Kans., to 7635 
Metcalf Ave, Overland Park, 
Kans.; Michigan European Car 
Corp., from 303 S. Ashley, Ann Ar- 
bor, Mich., to 424 S. Main St.; Im- 
port Motors, from 1216 Calhoun 8t., 
Columbia, 8, C., to 2110 Main St. 
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6-Cylinder Engine Offered . . . 
Mercury Offers Lower-Priced Model 


the factory noted that there is| brations nore completely by allow- 


ERCURY invades the lower- 
priced field this year with new 
Meteor 600 and Meteor 800 series 


The Meteors and the holdover 
Monterey line are 4.6 inches shorter 
and 1.9 inches narrower than last 
year’s Mercury. 

Wheelbase is 120 inches, com- 
pared with 126 in ’60, and the cars 
214.6 inches long, 79.6 inches 
and 55 
Despite the reduced dimensions, 


15-Inch Tires 
Top Sellers in 
Replacement Field 


AKRON.—The 15-inch tire ig still 
accounting for the biggest share of 
the tire replacement market despite 
the fact that most automobiles 
have been coming off production 
lines with 14-inch rimg for the last 
four years, according to E. F, Tom- 
linson, president of B. F. Goodrich 
Co.’s Tire Division, 

Biggest demand is for the four- 
ply 6.70x15. It accounted for 35.12 
percent of all replacement tires 
sold in 1958, Third and fourth-best 
sellers were the four-ply 7.10x15, 
and the 7.60x15, which together ab- 
sorbed another 25.46 percent. 

The rest of the market — 39.42 
percent—was shared by tires pro- 
duced in no less than 174 other 
sizes and plies. Of these, the four- 
ply 7.50x14 took 14.24 percent of the 
total market, making it the second 
biggest seller. 

Tomlinson said the 6.70x15 has 
been the biggest seller for seven 
straight years. However, the 14-inch 
tires have been gaining ground 
rapidly as original tires on late 
model cars wear out, and eventual- 
ly they will lead the replacement 
sales field, he said. 

The 13-inch tires adopted last 
year for some of the American 
compact cars will take an increas- 
ing share of the market in the 
future, Tomlinson said. In 1959, 
however, the 6.00x13 and 5.50x13 
sizes accounted for only 0.13 per- 
cent of replacement sales. 


Lee, Mohawk Put 
Merger on Shelf 


CONSHOHOCKEN, Pa.—The re- 
fort that Lee Rubber & Tire Corp. 
here and Mohawk Rubber Co., 
Akron, were discussing a merger, 
has been termed “untimely and 
premature” by A, A. Garthwaite jr., 
president of Lee, Garthwaite stated 
that the talks with Mohawk were 
purely exploratory to see if the 
joining of the two firms would pro- 
vide a broader base of operations. 

Further discussions with Mohawk 
are not contemplated by the Lee 
management at present—a state- 
ment confirmed by Mohawk Presi- 
dent Henry M. Fawcett. Garth- 
waite added that discussions by Lee 
with companies in the rubber and 
other industries have taken place 
in recent months and are being 
continued. 


: 





Court Bans Infringement 


On Viking Plastic Design 


BOSTON.—United States District 
Court here, in a consent judgment, 
permanently enjoined Southbridge 
Finishing Co., Inc., against continu- 
ing infringement of a design patent 
owned by Columbus Coated Fabrics 
Corp., Columbus, O. 

The patent covers the Viking de- 
sign, which is used on plastic sheet 


tern Townsend. 


more head room, shoulder room 
and hip room in the rear seats and 
that trunk space hag been in- 
creased. 


+ cd * 

aes grille igs wide and 

concave and surrounds the 
dua] headlights. Rear quarter pan- 
els sport modest fins; the deck is 
clean, and some models have a rib- 
bed grille-like panel between the 
deck lid and the bumper. 


Meteor 800s, Montereys on sta- 
tion wagons have a new “cushion- 
link” suspension system which is 
said to absorb road bumps and vi- 





From the Rear— 


Different rear-end treatments are of- 
fered on Mercury's new Meteor 600 and 
800 series. The 600, top, features dual 
taillights, while the 800 has three lights 
set in a ribbed, grille-like panel. 





‘61 Monterey Convertible— 


The Monterey convertible is one of 14 Mercurys for ‘61. The cars are shorter and 


ing the wheels to move slightly 
rearward as well as upward. 
. * * 


N FRONT, instead of the single 

pivot pin used in conventional 
suspensions, cushion-link has two 
pivot pins in a shackle arrange- 
ment. 

The upper pin provides for the 
normal vertical movement of the 
wheel, and the lower pin allows 
the wheel to move rearward on im- 
pact with bumps in the road. 

The rear suspension cushion- 
link hag a newly designed tension 
shackle at the front mount of the 
rear spring, giving the rear 
wheels the same ability to move 
rearward when they hit a bump. 

Mercury said the mechanical 
alignment of this linkage allows 
wheel motion only in the direction 
of the wheel and does not allow 
any sidewise motion. 

+” + 


ESPITE the fact that all four 

wheels recede,” the factory 
said, “precise alignment is main- 
tained because cushion-link keeps 
its fixed relationship in a lateral 
direction at all times and does not 
permit the wheels to wobble.” 

Mercury’s prelubricated chassis 

is said to require no additional 
lubrication for as much as 30,000 

miles. The company notes that 
this often is longer than the origi- 
nal buyer keeps his car. 

The new models have galvanized 
rocker panels and an aluminized 
double-wrapped muffler. A five-step 
cleaning and rustproofing of the 
entire body precedes a primer and 
painting. 

Mercury shares Ford Division’s 
engine lineup. Sixes and V-8s are 
offered on Meteors and on Com- 
muter station wagons, while a V-8 
power plant is standard on Mon- 
tereys and Colony Park wagons. 

+ +” . 


a= six displaces 223 cubic 
inches, develops 135 horsepower 
and has a compression ratio of 8.4 


to 1, while the regular V-8 is a . 


292-cubic-inch, 175-horsepower unit. 
Larger V-8s—352 and 390 cubic 
inches—are available, 

Mercury has 14 models for ’61. 
They are: 


Meteor 600—four-door sedan and| as 


two-door sedan. 

Meteor 800 — four-door sedan, 
two-door sedan, four-door hard- 
top and two-door hardtop. 

Monterey—four-door sedan, four- 
door hardtop, two-door hardtop and 
convertible. 

Station wagons—four-door t wo- 
seat Commuter, four-door three- 
seat Commuter, four-door two-seat 
Colony Park and four-door three- 
seat Colony Park. 

* * 





narrower than last year's, and wheelbase has been cut from 126 to 120 inches. Six- 
cylinder engines are offered in the new Meteor 600 and Meteor 800 series. 


Mercury's Top Wagon— 





Mercury offers four-door Colony Park wagons in six and nine-passenger versions. 
material sold by Columbus. The in-| The Colony Park features simulated wood paneling along the sides. Also available 
fringing design wags known as Pat-| are a pair of four-door Commuter wagons. The new models go on sale Thursday 


(Oct. 6). 


































Chrysler Press Workshop— 








One of the most worthwhile features of the recent Chrysler Corp. preview in Miami 
Beach was an Engineering Workshop in which several of Chrysler's top engineers in- 


formally discussed basic engineering with newsmen. Above: 


Otto Winkelman, chief 


engineer of advance Gevelopment, talks to a group about ride and handling. 
oe 6 


TURNINGS ... 


Model Changes Affect 
Testing Techniques 


By Joseph M. Callahan 












Engineering Editor 


oe ground techniques and operations—like the au- 


tomobile—are constantly 


changing, according to Wil- 


liam R. Rodger, Chrysler Corp.’s chief engineer for vehicle 


testing. 


Rodger, whose younger 
brother, Bob, is chief engineer for 


the Chrysler and Imperial Division, 


for road testing. 







J. M. Callahan 


tensiveness of our annual change,” 
Rodger noted. “If we built the same 


car for 10 years we could get along 


with a fraction of the present staff. 


The 1961 and 1962 models involve 
the 


test programs for these cars bring 


major changes so, naturally, 


peak activity to our operation, 

“Last year, the Valiant had the 
biggest effect because of its all 
new engine, transmission, axles 
and brakes, That year the Val- 
iant added 500,000 miles of test 
driving to our normal five million 
miles of driving.” 

The introduction of unitized con- 
struction for all Chrysler Corp. car 
bodies, except the Imperial, last 
year brought a major change to 
the corporation’s testing program. 

This resulted in a structural pro- 
totype testing program, consisting 
of 50,000-mile test runs for two to 
four “structural prototypes” of each 
of the corporation’s cars. 

+ * * 


Prototypes Tested 


ow on these cars began 16 
to 17 months before introduc- 
tion. Prototypes are produced ap- 
proximately every other year 
(whenever a major change is in the 
works) by Rodger’s people in High- 
land Park, who literally look over 
the shoulder of the designers and 
body engineers to find out what 
they’re designing. 

These cars are produced so 
early that their outer skins. gen- 
erally are not the same as the 
ones the company finally pro- 
duces, but the inner skins and 
structures are accurate and they 
permit the exhaustive early test- 
ing of the structural sheet metal. 
This is vitally important with 
unitized construction since sheet 
metal supports the car’s struc- 
tural load—a job formerly done 
by the heavy frame. 

Rodger said, “With frame con- 
struction, you can make changes in 


directs a 550-man 
staff that oper- 
ates Chrysler’s 
main proving 
ground at Chel- 
sea, Mich.; a test 
station at Litch- 
field, Ariz., and a 
group at High- 
land Park, Mich., 
who build struc- 
tural prototypes 







“The size of 
our staff is controlled by the ex- 


the body later and easier because 
it is the frame that actually gives 
the car its rigidity, With the unitiz- 
ed body, you may need changes in 
big tooling and you’ve got to be 


right sooner. 


“These hand-built prototypes are 
tested strictly for body endurance. 
We generally run them for 25,000 
miles, check them to see what has 
happened, make some changes, 
then run them for 25,000 miles 
more and make more changes. 
These test runs of 25,000 miles are 


equal to 50,000 to 60,000 normal 
miles. Of course, a lot of structural 


work is done in the lab even be- 


fore we get these prototypes.” 
* +* + 


AN IMPORTANT program under 
Rodger’s direction in recent 
months has been the testing of 


Chrysler’s aluminum engine block 


which will be available in some 10 


percent of the company’s six-cyl- 
inder cars, beginning about next 
January. 

Commenting on this, he said, 
“We've done a lot of testing at 
both Chelsea and in Arizona, as 
well as in quite a few fleet op- 
erations. Also, 500 or more of 
these aluminum-block engines 
have been in cars driven by some 
of our engineering, proving 
ground and regional people dur- 
ing the last three or four months. 
“We have a group of six engi- 
neers and 12 drivers at the proving 
grounds who continually check 

(Continued on Page 40, Col. 1) 
*” a * 





Happy Talk— 


Alan Loofbourrow, director of engineer- 
ing for Chrysler Corp., explains an engine 
feature to Joseph M. Callahan, Automotive 
News engineering editor. 





















AUTOMOTIVE WASHINGTON 
Capital to Watch Sales 
Of *6ls Closely for Trend 
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By William Ullman 
Washington Bureau Chief 
ae fall the eyes of Washington will be watching the 
trend of new-model sales with special care, for the fate 
of the auto industry can make or break the national econ- 
OS OO 


omy. And the state of the 


economy in the weeks prior 
to election may be decisive in the 
Nixon-Kennedy contest, despite the 
campaign accent 
on foreign policy 
and national de- 
fense. 

Will the 1961s 
get off to a roar- 
ing start, buoying 
the economy, or 
will they drag, 
putting a brake 
on other business 
and industri- 
al sectors? 

William Uliman Washing 
ton would give a lot to know the 
answer in advance, for the current 
economic indicators provide a jum- 
bled picture as to the future direc- 
tion of the economy. There has 
been a levelling off and some econ- 
omists see a moderate recession on 
the horizon, although (as usual) 
they don’t agree on the timing. 

They point to slowed-down 
consumer buying in many lines, 
the slump in housing construc- 
tion, the August decline in indus- 
trial production, the below-capac- 
ity operation of the steel 
industry. 

The White House’s economic an- 
alysts, who necessarily are commit- 
ted to optimism in their public pro- 
nouncements, dispute contentions 
that a downward turn is coming. 
For the record, Secretary of Com- 
merce Frederick Mueller and Ray- 
mond Saulnier, head of the Presi- 
dent’s Council of Economic Advis- 
ers, foresee the economy “operating 
on a high level, with all signs 
pointing to further advances.” 

But others on the administration 
team aren’t as exuberant about 
prospects as they were several 
months ago, when talk of the 
“booming ’60s” had about everyone 
spellbound. They assert that the 
economic indices are too mixed for 
flat predictions as to what’s com- 
ing 















































* * * 


Hearing Set on Car Sales 


FCARLy this month the Washing- 
ton public will get a chance to 
air its views on a set of proposed 
regulations aimed at controlling 
trickery in the sale, advertising and 
financing of cars. The District 
Commissioners scheduled a hear- 
ing for Oct. 10, 

The proposed rules include these 
highlights: 

1. Auto finance companies must 
be licensed. 

2. Both the finance firms and 
dealers must post $5,000 bonds, 
against which customers can sue 
if they believe they have been il- 
legally victimized. 

3. Extravagant promises of low 
downpayments in advertising .are 
banned 

4. The types and amounts of in- 
surance that dealers and finance 
companies can require of custom- 
ers are limited and have to be 
spelled out in detail in the contract. 

5. “Pickup” payments and “bal- 
loon notes” are outlawed. 

6. Delinquency and collection 
charges are restricted and rigid 
controls are placed on repossession 
and sale of repossessed cars, The 
dealer must notify the customer 
within five days where the repos- 
sessed car is stored, his right to re- 
deem it and the amount due and 
payable. 

7. Warranties and guaranties 
must be in writing, must be deliver- 
ed to the buyer with his copy of 
the contract and cannot be han- 
dled as a separate charge outside 
the contract. 

8. Prepayment of the installment 
contract is authorized, and custom- 
ers are specifically entitled to re- 
ceive a refund credit for such pre- 
payment. 

9. Refinancing of cars is control- 
led, and the rate of the finance 
charge must be on the same basis 


as the charge when the car was 


first financed. 
om 


Deception in Ads Banned 
To regulations pertaining to 


deceptive advertising stipulate 
that qualifying terms must be 
prominently displayed in the ads. 
In other words, it would not be 
permissible to put “Only $800” in 
30-point type with the qualifying 
word “Down” in six point. 

Interestingly enough, the same 





that sound instead of sight is in- 
volved. 

The regulations state that in 
radio and TV advertising, the price 
or terms of sale “shall be so phras- 
ed and delivered as to be in con- 
sonance and consistent with the 
spirit and intent of this section.” 
So an announcer could not bellow 
“Only $800” and whisper “Down.” 

* oe + 


Roadway Nears Completion 
BUREAU of Public Roads 
reports that work has begun on 
a project to close the last big gap 
in the Inter-American Highway— 
from San Isidro, Costa Rica, south 
to the Panamanian border, a dis- 
tance of 133 miles. When 39 bridges 
are installed along the stretch 
sometime in 1962, you'll be able to 
motor more than’ 3,100 miles from 
Laredo, Tex., to Panama City, 

The highway, toward which 
Uncle Sam is paying about half 
of total construction costs, is part 
of the Pan American Highway 
System, which eventually will 
provide a thoroughfare linking 
all the capitals of the Western 
Hemisphere from Washington 
and Ottawa to Buenos Aires. 

However, it will probably be a 


prohibition is applied to radio | decade before you'll be able to ride 
and television advertising, except | to Argentina, Reason is that the 


Inter-American now stops below 
Panama City, There’s no road con- 
necting North and South America 
through Southern Panama and 
Northern Columbia—just wild jun- 
gle and tough mountains. 

Preliminary steps have been 
taken to build a 465-mile highway 
through this wilderness. The engi- 
neering problems will be formid- 
able at best, but the main question 
is whether the United States will 
agree to contribute a substantial 
portion of the necessary financing 
to bridge the gap. The U. S. already 
has poured almost $139 million into 
the Inter-American Highway since 
1930. 


* * * 


Statistics on Congress 


i degree official record of the second 
session of the 86th Congress has 
been tabulated. The Senate spent 
140 days in session, working 1,188 
hours and 49 minutes. The House 
transacted business for 124 days, 
being in session exactly 512 hours. 

Some 1,188 bills were introduc- 
ed in the Senate, and 1,092 of 
them were reported out of com- 
mittee. The volume of bills di- 
rected to the House was consider- 
ably more (4,005), but fewer 
reached the first stage of ap- 


15 
proval, Only 904 got out of com- 
mittee. 


The two chambers ran pretty 
even in the number of measures 
passed. The Senate cleared 996 and 
the House 975. 

The Congressional Record, official 
recorder of the daily on 
Capitol Hill, continued to be vol- 
uminous and popular reading. With 
appendix, it ran to 25,138 pages. 

~ * * 


2 Publications Offered 


Two publications of interest are 
listed by the Commerce 
ment in its latest guide of current 
available material. 

The first is entitled “Advantages 
and Disadvantages of Auto Fleet 
Leasing: A Comparison of Com- 


obtained from Foundation for Man- 
agement Research, 121 W. Adams 
St., Chicago 3, Ill. 

Second publication is the “Retail- 
ers Manual of Taxes and Regula- 
tions 1960-61.” A compendium of 
federal and state laws affecting 
retailers, the manual digests such 
subjects as excises, wage and hour 
regulations, profits, and labor rela- 
tions. Source is Institute of Distri- 
bution, Inc., 1441 Broadway, New 
York 18, N. Y. 
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These Childers Carports make any lot a more inviting place to stop, 
look and deal—and can quickly pay for themselves in savings on 


Now! Like Magic, You Can Turn “Just Another Lot” 


ADVERTISEMENT 





car clean-u 
Excelsior 


ADVERTISEMENT 





costs alone. This installation is Clay County Motors at 
rings, Missouri, showing s Trim. 


ar Panorama 


Into An Attractive 365-Day Outdoor Showroom 


. . . with Childers Carports, for as little as 5¢ per car per day! 


Drive down any street lined with 
car lots. Notice how much they all 
look alike . . . each with its rows of 
sunbaked—or perhaps snow-covered 
—cars, the long strings of lights, the 
flying pennants and colored pro- 
pellers whirling in the breeze... . 
all for the purpose of winning the 
favorable attention of prospects. 

Is your lot any different? Does it 
really stand out? Do folks really 
know you’re there — and, just as 
important, does your lot look as if 
you'll still be there tomorrow? 

Today, all over America, alert car 
dealers are turning their car lots 
into attractive outdoor showrooms 
at amazingly low cost with easy-to- 
install Childers Carports. For as 
little as 5 cents per car per day, 
dealers are attracting more pros- 
pects, making more sales, and cut- 
ting down light bills and clean-up 
costs. And, they’re giving their 
places of business a new look of 
permanence and dignity that brings 
in better prospects who select the 
dealer as carefully as they select 
the car they buy. 

Dealers everywhere who have put 
up Childers Carports are enthusi- 
astic about the results. Here are 
some of the reasons they consider it 
one of the best investments they 
have ever made: 


1. Every day is a selling day. With 
your cars protected from rain, snow, 
sleet, and blistering hot sun, you 


NO DOWN PAYMENT! 

NO CARRYING CHARGE! 
Take advantage of Childers Spe- 
cial payment plan for car deal- 


ers. Pay for your Childers Car- 
ports in four equal monthly 
payments! 





can depend on 365 selling days a 
year, whatever the weather. 
2. Trade in the shade — or out of 
the: rain — attracts more customers 
to stop, look, talk and deal. 


3. Big savings on labor cost. Cars 
rotected from dust, rain and glar- 
ing sun don’t need as much clean- 
ing and polishing. Savings on labor 
costs alone will pay for your Child- 
ers Carports. 
4. Higher prices for cars that are 
kept clean and attractive to buyers. 
5. Cuts light bills % or more — 
because light is more easily directed 
to the cars on display. 
6. More sales and faster turnover. 
Expert dealer accountants say it 
costs $3 to $4 a day to “board” a 
car—yet Childers Carports cost as 
little as 5 cents per car per day! 
7. Architect-designed to harmonize 
with existing buildings and displays. 
8. Easy to install. Your own men 
can do it with ordinary tools 
9. Easy to move if you are on leased 
property ... or if you want to 
rearrange your outdoor display. 


Childers Carports offer you four 
styles of roof trim: Panorama in a 
choice of attention-compelling col- 
ors, distinctive Continental, neat 
Skyline, or conservative Thinline. 
Choose the style of roof trim you 
prefer — then, as you wish, add 
whatever signs, lights, banners, etc., 
you feel are appropriate for you. 


Cail Two Dealers, Free! 
’ Childers will send you a list of 
500 happy dealers who have turned 
their lots into year-round, all- 
weather showrooms, increased ‘sales 
and decreased costs with Childers 
Carports. 

After you receive this list, call 
any two dealers. Let them tell you 
about Childers Carports in their 
own words. Send the bill for these 
calls to Childers. You'll be reim- 
bursed Ling No obligation. 
Mail coupon below, today! 

WE PAY FREIGHT TO ANY 

DEALER IN CONTINENTAL U. S. 
[~~ MAIL THIS COUPON TODAY -——— 
Childers Manufacturing Co. 

Dept. AN-11 
3620 West 11th Street 
Houston 8, Texas 
Send me complete information and list 
of 500 dealers who have installed 
Childers Carports. 
Dill sa nsinessnscemsbpwintinctipesiiataiabealinianiliespiiiin 
Name & . 
Title —— $$. 
Pa OE cep -nemeeceniteaniidadatliniinemaittanin 
City— State ——__—___ 


[an 
Childers’ representatives lo located ed in all principal cities 


me ee me me 
Se ee eS ee ee ee 
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Reduced 15 Inches for ’61 ... 


4-Door Convertible 
Featured by Lincoln 


° first four-door convertible built in 

What's New: thig country in several years. The 
New body and tee ; ¥ ome wee ippene in showrooms early 

S 4 « entoun From road to roof and from 
seats . . . rear doors hinged at bumper to bumper, the ’61 models 
assisted door- | 2re completely new. Wheelbase is 

123 inches (131 last year), and 


Lincoln's 4-Door Convertible— 


* * + 


inches, and height is 53.5. 


TYLISH and stately, the Lincoln 
: The Lincoln Continental is only| are in the fenders, and a rectangu-| cloth, and 21 exterior colors are 


Continental is offered in two 
models—a four-door sedan and the os rege A oe aro lar grille spans the back of the car. / available. 
—_———_| FS two incre 80 aes he There is no windshield dogleg, 


the low-slung Thunderbird. 
* * - 


Kneupper Burglarized 
SAN ANTONIO. —Burglars who 
entered the building of Kneupper HE car has clean lines and un-| nism assists in opening them. 
Motor Co. made off with a 400- trimmed sides. A low hood slopes| Contour seats have six inches of ti > minute 
pound safe containing $773 in cash.|into a honeycombed grille with|foam rubber, and padded arm rests| ~°"* = a 
The crime igs similar to one com-| dual headlights at the outer edges.| are located between the seats in “s 


mitted at the company in 1952 and | The rear deck is bordered by slight-|front and rear. Interior trim fea- 7S factory said torsional rigid- 
ity has been improved 67 per- 


never solved. ly raised rear fenders, Taillights| tures leather, vinyl and wool broad- 





ily at UNIVERSAL UNDERWRITERS 


continues in a Safety Services Program designed to 
help keep this from happening to YOU or one of 
your fellow-workers. 







Universal Underwriters joins the Bell Telephone System and others to help in a Crusade for Defen- 
sive Driving. With permission of the Bell Telephone System, we are pleased to reprint below their 
public-service advertisement that has appeared in many national magazines. 
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This test may help you drive more care- 
fully. We hope so. But actually, such Driving was introduced about ten years 
aes are a very small part of the ago, a number of telephone companies 

Il System Defensive Driving program. _ have reduced accidents more than 40%. 


What Ys avoid. epair trucks roll up hundreds of thou- 
ls Defensive Driving? It’s avoid sands of miles without accidents. Em- 


on ann 4 
ng dig era ural ei ak oyeen have organized Defensive 
around you, and carefully compensat- riving clubs for themeeives an 
ing for road and weather ‘euadiieds in _trafined their friends and neighbors, too. 
order to stay alive. All this is more than self-protection. 
Why is Defensive Driving important? It makes the highways safer for every- 
Because more people have been killed  50dy. And it’s part of the Bell System’s 
on the highways in the past ten years constant effort to be good neighbors 
than in all the wars since America and good citizens. 
began — and more cars are joining the 


traffic jam all the time. BELL TELEPHONE SYSTE: 
System folks have always been taught ( down for answers. 











REGIONAL OFFICES 


Va 
Anivertal 


Boston, Massachusetts Jacksonville, Florida 
Chicago, Illinois Los Angeles, California 
Dell, Toxae «Sal Lake iy Ua y ) 
a e wert oer 
Houston, Tense Sentences Caloris A VLA ei 
Westfield, New Jersey 









erall length bee lashed For ‘61, Lincoln Continental offers the first four-door convertible built in this country 
3 inches to oo Width is 738.6 in several years. A four-door sedan completes the line. The cars are 15 inches shorter 
. than last year's, and wheelbase has been reduced from 131 to 123 inches. 
oe 8S 


The engine is a 430-cubic-inch 
cury. It is just an inch taller than| .14 front and rear doors open |v. ins laine “aan a 
— - i. — oe the — 10 to 1. Horsepower is 300, com- 

pared with 315 last year, and torque 
is 465 pounds-feet at 2,000 revolu- 

























cent, and the transmission hump 
has been reduced 50 percent. 
Lincoln claims a smoother ride 
because of improvements in the 
suspension, shock absorbers and 
spring mountings. Rubber isolates 
metal components, and the factory 
declares that “in effect, the car is 
riding on a layer of rubber.” 
Brake-lining life is said to be 


windshield wipers with variable 
speeds. 
A 6,000-mile oil-change interval 


-|is recommended, and the company 


said the steering and suspension 
system need not be lubricated for 
30,000 miles, Instrument-panel wir- 
ing is coated with nylon, and rocker 
panels are made of galvanized 
steel. 




















* * * 
Lincoln Continental will 
undergo three major tests in 
addition to the usual quality in- 
spection methods. 

Each car will have a 12-mile road 
check before it is delivered to a 
dealer. Nearly 200 items will be ex- 
amined. Engines and transmissions 
will have a lengthy “hot” test, and 
all wiring will be subjected to an 
electronic circuit-testing machine. 

Engines will be “hot” tested for 
three hours. Then the engine will 
be torn down and visually in- 
spected. 

Other tests include a three-min- 
ute water spray for each car and 
a running test for generators be- 
fore installation. Checks for lubri- 
cation leaks are made by use of a 
special coloring in the fluid which 
is detected by a “biack-light” test. 

* * * 





Inside Story— 


The Lincoln Continental has a three- 
section instrument panel. A transistor radio 
is located in the center of the panel, and 
there also is space for a console-type air- 
conditioning-outlet that is pulled down 
from under the radio. 





Door Design— 


Front and rear doors open from the 
center on the ‘61 Lincoln Continental. 
When the doors are uniatched, a spring 
mechanism assists in opening them. 





Franor Motors Files 


Bankruptcy Petition 

RALEIGH, N. C.—Franor Mo- 
tors, Inc., used-car dealership at 
604 Downtown Blvd., has filed a 
voluntary bankruptcy petition in 
United States District Court and 
has asked permission to pay its 
debts on the installment plan. Of- 
ficials of the firm listed its total 
current assets at $129,258, much of 
which consists of automobiles and 
parts. 

The court papers stated that 
Commercial Credit held chattel 
mortgages on $83,204 worth of the 
company’s stocks. Judge Algernon 
L. Butler signed an order allowing 
the firm to operate under a tem- 
porary arrangement with the pres- 
ent managers remaining in control. 
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Nine Models Offered for ’61 ... 





New Lark 6 Develops 112 H. P. 


What's New: 


New overhead-valve six-cylin- 
der engine; 112 horsepower, 170 
cubic inches . . . larger wind- 
shield and rear window , , . wider 
grille ... dual headlights stand- 
ard on Regal models . . . padded 
instrument panel standard on all 
. - . improved steering .. . bond- 
ed brake linings. 

ok * * 
OASTING a new overhead-valve 
six-cylinder engine and the 
broadest selection of body styles in 
the compact-car field, the ’61 Stude- 
baker Lark will go on display next 
week in dealer showrooms. 

Lark’s nine models include six 
body styles—two-door and four- 
door sedans, two-door and four- 
door station wagons, a two-door 
hardtop and a convertible. 

Eight of the nine Larks are 
available with either a six-cylinder 
or a V-8 engine, The exception is 
the new Cruiser, a four-door sedan 
with a 113-inch wheelbase (108.5 
for other Larks), The V-8 engine is 
standard on the Cruiser. 

Lark’s new overhead-valve six 
develops 112 horsepower, compared 
with 90 far last year’s engine, Dis- 
placement is 170 cubic inches; com- 
pression ratio is 85 to one and 
torque is 154 pounds-feet at 2,000 
revolutions per minute. 

ca * * 


TUDEBAKER said the engine 

has been designed to produce 
maximum power for its size with- 
out the addition of unnecessary 
weight. This has been accomplished 
by placing larger valves in a stag- 
gered arrangement and increasing 
the air intake. 

A ram-type intake manifold 
with larger passages in the head 
and carburetor throat permits 
greater air flow, and a kidney- 
shaped combustion chamber with 
ample quench area provides 
smooth operation during the 
combustion cycle and reduces 
detonation noise. 

Studebaker’s V-8 engine is a 180- 
horsepower unit that displaces 

259.2 cubic inches and has a com- 
pression ratio of 88 to 1. A four- 
barrel carburetor boosts horsepow- 
er to 195. 
* ok * 
| gen an appearance standpoint, 

Lark seems little changed from 
last year, but there have been sev- 
eral styling refinements. 


The roof, upper deck panel and 


Insurance Deals 
With Loans Face 


Curbs in Maine 


AUGUSTA, Me.—A Maine legis- 
lative investigating committee has 
been asked to draft legislation to 
regulate the growing traffic in life 
and income insurance on credit 
transactions. 

This insurance, widely used in 
automobile sales transactions, usu- 
ally is sold as part.of a loan “pack- 
age” with the premium included, 
but not stated, in the finance 
charge. 

Although few abuses have been 
reported in Maine, Asst. Attorney 
General Orville T. Ranger said sur- 
veys in other states have showed 
profits of 900 to 2,800 percent on 
this type of insurance business, 

Ranger urges legislation to re- 
quire disclosure to the borrower of 
what insurance he is receiving and 
paying, to regulate premium rates 
and to require fair refunds for ad- 
vance payments of loans. 

A spokesman for the Maine 
Bankers Assn. opposed the pro- 
posal, saying that if insurance 
charges are stated. separately, 
younger and healthier persons 
would tend to refuse it, thus in- 
creasing rates to others. 

Richard B. Sanborn said many 
bankers don’t feel regulation is 
necessary, and feel that it would 
add a complicated step to dealers’ 
bookkeeping. 

Ranger reported credit life insur- 
ance has grown from $256 million 
to $27 billion in the past 20 years, 
yet rates have increased rather 
than declined because borrowers do 
not have a choice of insurers. 





rear deck have been lowered an 
inch, and the cowl has been lower- 
ed two inches. With the softened 
body lines, the windshield and rear 
window have been enlarged. 

The hood and deck lid are 
sculptured. The grille is three 
inches wider and two inches 
lower and is more recessed. The 
air vents on either side of the 
grille have been removed, 

Dual headlights are standard on 
Regal models and optional on De- 





Dealers Dine on Beef, 


Corn at Bel Air Roast 

BEL AIR, Md.—Maryland beef 
and corn on the cob were the 
principal courses at the Bel Air 
Auto Auction’s annual bull roast. 

In addition to the free feed, 
prizes were presented by owner 
Paige Richardson to many of the 
dealers who attended. 





luxes, Padded instrument panels 
are standard on all ’61 models, 
Studebaker said manual steering 
effort has been reduced 30 percent 
on sixes and 10 percent on V-8s, 
* * * 


ee brake linings are 
standard this year, and effec- 
tive lining area has been increased 
22 percent on sixes and 19.5 percent 
on V-8s. Brake and clutch pedals 
are suspended, and clutch pedal 
pressures have been reduced about 
20 percent. 

Lark wheelbase is 108.5 inches, 
and sedans and hardtops are 175 
inches long, 71.4 inches wide and 
56.5 inches high. Wagons are 
184.5 inches long, and the Cruiser 
is 179 inches. 

Here is the model lineup for ’61. 

Deluxe—four-door sedan, two- 
door sedan, four-door two-seat sta- 
tion wagon and two-door two-seat 
station wagon. 

Regal—four-door sedan, two-door 
hardtop, convertible and four-door 
two-seat station wagon. 

Cruiser—four-door sedan. 
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Lark Has Wide Range of Body Styles— 


Six body styles are included in Studebaker Lark's nine-model lineup for ‘61. There 
are two-door and four-door sedans and wagons, a two-door hardtop and a convertible. 
Lark has a new six-cylinder overhead-valve engine that displaces 170 cubic inches 
and develops 112 horsepower. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


WITH TIMKEN-DETROIT a 


LIGHTWEIGHT TANDEMG | 





In the five years since Rockwell-Standard 


introduced Timken-Detroit Lightweight Tandems, thousands 

of users have rolled up millions of extra ton miles of payload. Check 
the superior features illustrated at right. They are some of the 
reasons why these axles are first choice with over-highway operators: 


Plus these additional Timken-Detroit advantages: 


®@ High degree of parts 
interchangeability 


® Torsion-Flow axle shafts 


@ In-line drive reduces wear on 


working parts 


© Large selection of gear ratios 


a 
» 





© Wide range of capacities — 8 models from 22,000 to 44,000 pounds 


Hpsher cdily.. ROCKWELL-STANDARD 





CORPORATION 
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Commereial Car News 


{ Monthly Section for those who make, sell and service America’s Trucks, 
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New Regulations Fight Fadeouts . . . 





Spotlight on Brakes 


EXNNSYLVANIA and California 


are making truck manufactur- 


ers, dealers and users very con- 
scious of truck brakes with their 


stringent brake regulations. 
Most regulations, with the ex- 
ception of Pennsylvania’s, con- 
cern new brakes only even though 
a large proportion of the bad 
truck accidents reported by the 

Interstate Commerce Commis- 

sion’s Bureau of Motor Carriers 

continually point up the lack of 
proper maintenance of brakes in 
service. 

One of the main causes, outside 
of the truck just not having suffi- 
cient brake lining, is the turning 
down of brake drums to the point 
where they will not stand the ter- 


TBEA Expects 
13th Convention 





rific forces and heat generated by 
a loaded truck on long hills. 

This problem is not new. It was 
equally serious during World War 
II when replacement brake drums 
were hard to get and users were 
forced to redress their drums to 
= point where they were critically 

n. 


* * * 


At THAT time, engineers repre- 
senting the truck-maker mem- 
bers of the Automobile Manufac- 
turers Assn. and the Truck Trailer 
Manufacturers Assn. developed a 
code of safe practice in the turning 
of brake drums. 

Despite the many bad truck acci- 
dents that have had national pub- 
licity and the great need for putting 
this code into practice through leg- 
islation, nothing was done about 
it until Pennsylvania incorporated 
it in its regulations a short time 


exceed 0.060 of an inch on the 
diameter or 0.030 of an inch on 
the radius. 

On drums over 13 inches, the 
maximum bore-out should not ex- 
ceed 0.129 of an inch on the diam- 
eter and 0.060 of an inch on the 
radius. 

Brake drums on various makes of 
vehicles, and even on vehicles of 
the same make, vary considerably 
in weight. A recent check on the 
weight of brake drums on half-ton 
pickups indicates that the weight 
may vary from 10% to 19% pounds 
per set of four drums. 

* * * 


we the heat developed on 
“panic” stops from 50 miles per 
hour, at a deceleration rate of 15 
feet per second ig not as high on 
trucks as on passenger cars, due 
both to the size of the drum area 
and its ability to dissipate heat, 
drum temperatures do reach the 


Truckin’ §.9 | ° 


by Jack Weed 





HE Fleet Maintenance Exposi- 

tion being sponsored by the 
Private Truck Council of America, 
Inc., already is showing signs of 
becoming an annual affair, accord- 
ing to those who are putting on the 
event. 

They claim that from the many 
companies reserving exhibit 
space and from the many fleet 
maintenance men who have said 
that they will attend the work- 
shop seminars, the comments 
have all signified that the exposi- 
tion will meet a long-existing 
need and one that has been long 
overdue. 

The exposition is planned for 
Dec. 5-8 in the New York Coliseum. 
The greatest enthusiasm for the 
show is coming from the operators 


showed them to be receptive to the 
value of the exposition and the 
seminars. 

More than 50 percent indicated 
that they would send up to three 
of their key maintenance men to 
attend the exposition, Another sur- 
vey showed that 71 percent of the 
fleet maintenance executives plan- 
ning to attend are interested in 
visiting specific exhibits of equip- 
ment, supplies and services. 

Bg ok + 

7 technical programs planned 

will cover such subjects as shop 
maintenance techniques, operating 
records and accounting procedures, 
safety equipment and requirements, 
controlled maintenance, coolants, 
lubricants, fuels, new engine de- 
velopment and new vehicles, equip- 


ago. 
ment and supplies, . 6 
California state police are cred- | CTitical level, it is claimed. of 10 or more vehicles located with- E 
To Be Largest ited with mankie tie statement | Engineers who have made tests|in a 300-mile radius of New York. gone pos Rangers a 
that, on long downhill runs, truck (Continued on Page 20, Col, 1) A survey of these fleet operators) With the exhibi i h 
T= Truck Body and Equipment! brake drums have been known a > 78 Ritch tp ali amtictione | |W ; the exhibits, thus giving the 
Assn. is looking forward to its| to expand as much as % of an maintenance executives attending 
pan the workshops and clinics an op- a 


biggest convention and biggest 
show when it conducts the 13th 
annual meeting Oct. 24-26 in Chi- 
cago’s Hotel Sherman. 

Arthur Neusse, executive man- 
ager, said all exhibit space has 
been sold for weeks, and that ad- 
vance registrations are consider- 
ably ahead of those in former 


years. 

Harold E. Matson, U. S. Steel 
Corp., convention chairman, said 
this year’s list of speakers and sub- 
jects to be discussed have never 
been equalled in any previous meet- 
ing. 

The subjects range from effective 
planning of an advertising budget 
to such mechanical subjects as re- 
inforced plastics in truck bodies 
and fabricating aluminum. 

Among the speakers will be Bill 
Veeck, president of the Chicago 
White Sox Baseball Club; Welby 
M. Frantz, president of the Ameri- 
can Trucking Assns., and Dr. Carl 
S. Winters, General Motors special 
lecturer, who will speak on the 
“Businessman’s Glory Road.” 

* a * 
TOUR of the Art Institute, a 
sightseeing trip and a theater 
party have been arranged for 
women guests. 

Time for visiting the extensive 
exhibit of truck-body construction 
and truck equipment, on display in 
the exhibit space, will be 1 to 5:30 
p.m. each afternoon. 

In addition to manufacturers and 
distributors of truck bodies and 
equipment, the show will be open 
to invited Midwest fleet operators 
and truck dealers. 





Top Trucks 


New-truck registrations for 
seven months, plus 21 states for 






inch in diameter, 


Obviously this makes such drums 
incapable of stopping a loaded truck 
under critical conditions. In fact, 
according to many brake engineers, 
the heat buildup can be worse one- 
half mile or a few seconds after 
the brake pressures have been re- 
leased than during the braking op- 
eration. 

* + ” 


A Cause of Mishaps 


RAKE drums, especially truck 

brake drums, that have been 
dressed to the point where they are 
critically thin can be the cause of 
many of the very serious accidents 
that occur in hilly country. 

Even new drums are distorted 
under full braking at 50 miles an 
hour. Drums can expand from 0.010 
to 0.014 of an inch under these con- 
ditions, depending on the original 
thickness of the drum, the material 
it is made from and the cam rota- 
tion. 

The AMA code adopted in 
Pennsylvania last year stipulates 
that, on truck drums of 13-inch 
diameter or less, the maximum 
allowance for bore-out should not 


se ah i p 
Brake Test Group— 





Basic data for a new formula to measure the adequacy of commercial vehicle brakes 
are being sought by this special industry task force in a series of tests at a Utica 
(Mich.) proving ground. Members are, from left, A. F. Stamm, Chrysler; John V. Bassett, 
Raybestos-Manhattan Corp.; J. R. Almond, Midland-Ross Corp.; A. G. Beier, Internation- 
al Harvester; R. B. Palmer, Ford; R. K. Super, Rockwell Standard Corp.; E. G. Zipp, 
Chrysler; L. L. Beham, Chevrolet, and D. P. Fisher, Chevrolet. 


portunity to see first-hand the 
specific materials, parts, equip- 
ment and services they heard 
discussed. 


All in all, this has every earmark 
of a very ambitious program and 
this column hopes its objectives 
can be obtained. It has all the 
buildup of a worthwhile venture 
and one from which truck dealers 
as well as operators could get a 


lot of valuable information. 
oe * * 


Vocational Exhibit 


IS column was also more than 
pleased to see Chevrolet put on 
what amounted to a vocational 
truck exhibit when they brought 
their regional and zone men in for 
the annual new model meeting. 
Every survey we have taken 
for more than a year points up 
the need for getting more truck 
product selling in the field. If the 
urge to know more about product 
doesn’t stem from headquarters 
it seemingly doesn’t get taken 
care of realistically at the retail 
level. 
All truck dealers who have made 
(Continued on Page 21, Col, 1) 





Picking Right Transmission Calls for Study 


Tr THE early days of the truck 
business, transmissions per- 
formed one main duty—transmit- 
ting horsepower into torque. The 
transmissions were simple in de- 
sign compared with today’s 
“boxes,” and drivers had to fit the 
load to the power of the engine, 
the load-carrying characteristics of 
the vehicle and the torque that 
could be produced at the rear 
wheels. 

Even as late as the mid-’20s, 
many drivers used a rule of 
thumb that any load that could 


vehicle, even though the regular 
transmissions were limited in the 
number of gear reductions they 
provided. 
* « . 

yes, there came into being the 

professional truck driver who 
took great pride in his ability to 
make the multitude of gear 
changes without clashing of gears. 
It was the era of “double-stick” 
operation and double clutching. 

Even today with the great en- 
gineering strides that have been 


need for selection of proper gear 
combination. 

As a result, both the truck man- 
ufacturer and the user now have 
at their command hundreds of dif- 
ferent transmissions from which to 
select the proper gear range, type 
of shifting and production of 
torque at the rear wheels. 

Along with the need to narrow 
the requirements for the expert 
“gear shifter’ came the demand for 
greater efficiency in the power 
train. 





quired in computing truck perfor- 
mance, an understanding of these 
terms is essential to the salesman 
who is endeavoring to select the 
proper truck with the proper units 
to produce the most efficient vehi- 
cle for the haul under considera- 
tion. 

Torque is the turning or twist- 
ing force that is developed, and 
it creates a twisting force on the 
crankshaft of the engine. This 
force is transferred through the 
power train to the rear wheels at 
the tires where they meet the 


August: made in transmission design and In the early development of 

1960 1989 | be started in second gear could | the incorporation of such ad- |trucks, the engines’ torque output| Toad. There it is termed rim pull. 

Pos. Make Pos. | be handled safely by the truck’s | vancements as synchronized and | was used as the primary measure| Horsepower is the rate of doing 
1—201,534 Chevrolet 207,377— 1 | engine and transmission. constant-mesh gears, builtin au- | for getermining truck performance. | Work. The horsepower developed by 
2—177,366 Ford 171,227— 2 But hauling needs eventually de-| tomatic auxiliaries and compres- | Speed of operation was not too im-|4n engine at a certain revolution i 
3— 70,864 Internat.  63,286—-3 |manded heavier loads in many| sed air shifting, thousands of | portant. per minute cannot be increased or 
~ ye — + ; fields, and engines increased in| heavy-duty trucks in both on and * * * reduced by mechanical meang such 

ge 298— horsepower and transmissions were| off-highway use still depend on 7s as levers or gears. ' 
6— 17,792 Willys 16,321— 6 | developed to produce the required| the dexterity of the driver to se- Knowledge of Terms Vital Efficient truck operation depends | 
7— 9,955 White 9410— 7 | torque through the use of more| lect the proper gear combination S ROADS improved, truck| ypon transferring the power of the i 
8— 7,417 Mack 8,728— 8 | gears. | te meve the lead efficiently and speeds increased and horse-| engine running at the speed where i 
9— 3,197 Studebaker 3,957— 9 The first step was the introduc-| economically. power became important in com-| jt develops the greatest power eco- | 

10— 1,781 Diamond T 1,714—10 | tion of what is known today as the} But as the demand for greater|Puting these speeds. Since both | nomically to the rear wheels with i 

1l— 1733 Brockway 693—11 | auxiliary transmission, a second| operating efficiency grew, engineers | torque and horsepower now are re-| the least loss of power. } ; 
28,054 Misc. 25,150 transmission fitted between the| worked first on eliminating the a. the transmission plays a 
Total All Makes regular transmission and the rear/| need for skill im shifting, to pre- very important part in the design 
597,075 586,162 | axle. vent the clashing which resulted in|| TRUCK NEW PRODUCTS || o¢ every truck. 


Further details on Page 40. 





This enabled truck engineers and 


users to multiply gear ratios in the| 


chipping and broken gears. Then 
they turned toward eliminating the 


Page 32 





With the great variety of trans- 
(Continued on Page 22, Col, 1) 








Maintenance Executive 


“We need the most serviceable, the most 
rugged equipment there is—in order to haul 
up to 88,000 pounds of steel on stop-and-go 
runs throughout Michigan and Ohio.”’ So 
says Harry Murphy, maintenance superin- 


. Specifies Spicer Because... 


“because they’ve proven longer lasting, less 
costly to operate, more trouble-free than 
any other kind. 


“Our preventive maintenance program calls 
for overhauling our transmissions every 


tendent for Hess Cartage Company, Detroit. 


For over fifteen years Mr. Murphy has had 
charge of the Hess fleet of over 600 pieces 
of equipment, including 80 Spicer-equipped 
GMC tractors. ‘‘We’ve standardized on 
Spicer components,” says Mr. Murphy, 


FOR TRUCK DEALERS THIS MEANS... 


. . . that Spicer components have been proven superior over the 
years right on the job. And that to be sure your fleet customers get 
the most dependable equipment, you should SPECIFY SPICER. 
Transmissions, auxiliary transmissions, clutches, universal joints 
and propeller shafts—all made by Spicer, all preferred by experi- 
enced maintenance executives in most of America’s largest fleets. 
If you don’t know what Spicer components are available, or can 


be specified, write the truck manufacturer or Dana Corporation, 
Toledo 1, Ohio. 


250,000 miles. Frequently, however, when we 
check our Spicer transmissions we find prac- 
tically no bearing wear—and gears almost 
never have to be replaced. And something 
else of tremendousimportance to us—replace- 
ment parts are available wherever we operate!”’ 













SPECIFY SPICER! 


Spicer 

















Harry Murphy, maintenance 
superintendent of Hess Cart- 
age, Detroit, places his con- 
fidence in Spicer components 
—such as this 1700 series 
universal joint. 


One of 80 steel-hauling GMC 
diesel tractors owned by Hess 
Cartage, Detroit, all of which 
are equipped with Model 
6853-C Spicer 5-Speed 
synchronized transmissions and 
1700 series universal joints. 


CORPORATION 


Toledo 1, Ohio 
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New Regulations Fight Fadeouts .. . 


Spotlight Focussed on Brakes 


(Continued from Page 18) 


with thermocouples installed in the 
drums claim that sets of drums 
which weigh 10% pounds develop 
heats as high as 530 degrees Fahr- 
enheit while 19%-pound sets run 
temperatures as high as 320 de- 
grees F. 

Such heats can boil the hydrau- 
lic fluid in the wheel cylinder, if 
the heat is sustained for any 
length of time, and cause com- 
plete brake failure. 

The same engineers found that 
a truck tractor with an 8,000-pound 
front and an 18,000-pound driving 
axle and a 30,000 GVW trailer needs 
5% seconds to come to a full stop 
from 50 MPH. This will develop 
the heat generated by burning one- 
half pound of gasoline or diesel 
oil. That is approximately 1/10 of 


a gallon of fuel. 
+ + 7 


Fuel Use Compared 


Fr IS interesting to note the com- 
Parison between this excessive 
heat and the amount of fuel an or- 
dinary house oil burner uses. This 
is never in excess of three gallons 
per hour. 

Brake and truck engineers have 
found that it is poor policy to try 
to save weight by reducing the 
weight of brake drums on trucks 
because it always results in a high 
drum-replacement rate due to 
cracks and breakage. Light drums 
also result in a loss of stopping 
power. 

Tests have shown that, while 
the heavier drums in current use 
on most trucks will run up to 
100,000 miles before replacement, 
the lighter drums will go out in 
about 18,000 miles, these engi- 
neers claim. 

Most serious is the failure of the 
states or the ICC to use the AMA 
drum bore-out code in all states 
or at least in those states which 
have any amount of hilly country. 

* * + 

77 danger of trucks on the road 

with inadequate brakes and 
drums dressed to the point where 
they will walk away from the shoes 
under hard stops is one of the most 
serious safety hazards, particularly 
now that trucks in this condition 
can be driven on super highways 
and limited-access roads where 
higher speeds are permitted. 

While men like Joseph J. Lawler, 
chairman of the Pennsylvania 
Turnpike Commission, and many 

police officials scream for a reduc- 
tion in engine horsepower because 
of the increase of accidents, noth- 
ing igs said or being done in far 
too many states to make certain 
that the vehicles that drive these 
roads have adequate brakes. 

Wheels, Inc., the big wheel and 
rim distributor of New York, has 
brought out a booklet emphasiz- 
ing the need for following the 
AMA code in drum redressing. 
Manufacturers of brak e-drum 
lathes and hones and other brake 
equipment such as Ammco Tools, 
Inc., use the AMA code in their 


Dates Revised 
For TTE Show 
In Los Angeles 


LOS ANGELES.—Revised dates 
of the 1961 National Truck, Trailer 
& Equipment Show here have been 
set for Apr. 13-15, according to Rob- 
ert L. Adrian, president of the spon- 
soring Automotive Council of Los 
Angeles, Inc. 

The annual exposition for the 
trucking industry will again be pre- 
sented here at the Great Western 
Exhibit Center. 

A new floor plan of booth loca- 
tions and a brochure containing de- 
tails about the event have been 
sent to previous show exhibitors 
and other eligible companies. 

Adrian said exhibit space will 
again be allocated on a “first come, 
first. served” basis. 

The nonprofit Automotive Council 
uses show proceeds to award con- 
tinuing engineering scholarships at 
California Institute of Technology 
and Loyola University. The group 
is now in its 43rd year and is com- 
posed of private carrier companies 
and their suppliers. 


manuals of instruction for their 
tools. 


Until there igs legislation to pre- 
vent it, many pennywise and pound- 
foolish operators will continue to 
try to get that one more cut out 
of the drums that makes them un- 
safe in modern traffic. 

* 


Another Problem 


F COURSE, manufacturers of 
brake lining that put out triple- 
thickness linings and blocks to ac- 
commodate this type of operator 
do not help the situation. If the 


New Facilities Opened 
By White Distributor 


SPRINGFIELD, Mo. — Ozark 
White Trucks, Inc., newly named 
White and Autocar distributorship 
here, has opened facilities at 2051 
East Kearney. 

Ozark White Trucks succeeds 
Springfield White Trucks, Inc. 
B, E. Tulk is directing the new dis- 
tributorship. 


shoes can’t make efficient contact 
with the drums on new_linings and 
blocks, brake engineers feel the 
drums should be replaced as they 
have reached the limit and past 
the point of. safe operation. 

A special industry task force is 
now at work in Utica, Mich., seek- 
ing basic data for a new formula 
to measure the adequacy of truck 
brakes. 

The tests, the second in a series 
at the Curtiss-Wright proving 
ground, follow more than three 
years of development and testing 
work by individual companies. 

The work is being directed by a 
technical committee on combina- 
tion vehicle brakes composed of 
representatives of the Automobile 
Manufacturers Assn. and the Truck 
Trailer Manufacturers Assn. 

The new formula, when devel- 
oped, will be used to help establish 
gross vehicle weight ratings for 
trucks. Participating truck -manu- 
facturers include Ford, GMC, Chev- 
rolet, Dodge and International Har- 
vester. 
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Mack Honors Veteran Executives— 


Forty-year plaques were awarded to six veteran sales management executives of 
Mack Trucks, Inc., at special ceremonies marking the company's 60th anniversary. 
Special engraved plaques were awarded for “loyal service’ to, from left, F. W. 
Beardslee, manager, Export Division; M. J. Severino, Albany district manager; H. 
Rowold, manager, National Account and Fleet Division; E. G. Ewell, executive sales 
vice-president; J. Walker, manager, Sales Engineering Division, and C. F. Larsen, ex- 
treme right, assistant to sales vice-president and branch operations manager. Theodore 
H. Jones, second from right, general sales manager, discusses the awards. 


LL 


From Memphis 
to Mobile...the story 
and the tires are the same 


@ Rand MeNally and Co. 60 8 148 
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a reputation—and constant profit— 
in the retailing of trucks still hold 
to the basic facts known ever 
since there was a truck industry. 
And that is to build lasting cus- 

® tomers, the vehicles must first be 
sold properly and then serviced ef- 
ficiently. 

In the past, vocational shows and 
caravans proved their worth in get- 

" ting more attention paid to these 
fundamentals by both dealers and 
salesmen. 

+ * * 
S truck business is a business 
for realists and words seem to 
run off dealers, like water off a 
duck’s back, especially those who 
have not acquired a liking for the 
truck end of the business, 

It seems almost impossible for 
factory sales managers and re- 
gional managers to convince 
dealers that they are offering ad- 
vice that will keep them in the 

, black side of the ledger even 

when the same factory men have 








demonstrated their sincerity and 
ability to aid dealers under their 
jurisdiction on numerous occa- 
sions. 

It seems axiomatic from many 
dealers’ viewpoint that because fac- 
tory men have something to sell, 
any advice they offer is “loaded” 
and must be taken with a truck- 
load of salt. 


But when they see the various| 


body and equipment combinations 


White Says Kroger Adds 


53 Diesels to Truck Fleet 


CLEVELAND. — The Kroger Co. 
grocery chain has put 53 new White 
diesel tractors into service, includ- 
ing 38 Model 3400TDs with cab- 
forward design, 12 Model 4400TDs, 
and three Model 9064TDs with 90- 
inch BBC dimension, a White 
spokesman said. 

The tractors were built to Kroger 
specifications by White Truck Divi- 
sion, he said. 


that have been put together to 
meet the needs of specific haulers 
it seems to stir thinking and im- 
agination. They begin to figure out, 
despite themselves, where they 
could sell such a unit in their ter- 
ritory or to investigate what they 


could develop that would solve the| © 
problem of their friend who is al-| # 
ways complaining about his truck| , 


operation. 

They sometimes extend this 
thinking to the user, who they 
never have been able to sell in the 


past. 
* a * 


How to Get Through 


CE such a dealer or salesman 

has sold one or two such units 
profitably to operators in his area, 
invariably he begins to get a pic- 
ture of the truck business that no 
spoken words or written messages 
can give him. 

The same thing applies to serv- 
ice, Rarely does a truck owner 
tell a dealer the only reason he 
comes back to that dealer for a 
new truck is because the boys out 
in the shop have taken care of 
his track to the owner’s satisfac- 
tion. 

Regardless of what far too many 
dealers tell you, and tell me, they 
really don't understand the basic 





* Low Profile” is United States Rubber Company's trademark for its lower, wider shape tire. 


U.S.ROYAL 


It’s no accident that U.S. Royal tires have a higher uniformity factor than 
most tires, for they are guarded in production by 234 different quality con- 
trols. Thus the tread’s the same, the ply’s the same...the color and the 
pressure and the shape. This extraordinary uniformity of product, always, 
everywhere, enhances both confidence in and demand for these famous tires. 
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Rockefeller Center, New York 20, N.Y. 
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believe that because the word 
“give” is associated with service 
-|such as, “He gives good service,” 
many dealers feel that service isn’t 
_ | profitable, 

Yet, they can’t know the funda- 
mentals of running a dealership 
without knowing that a dealer 
must “provide” service to exist in 
this business, 

Maybe this phrase, “Give serv- 
ice,” should be dropped from the 
automotive lexicon and, “Provide 
service,” should be substituted by 
all who speak of the only “constant 
profit” department a dealer has in 
his operation. 

* + * 

OW that I have “run off at the 

mouth” for several paragraphs, 
let me get back to the observation 
I was going to make about the 
Fleet Maintenance Exposition that 
the Private Truck Council is spon- 
soring in New York. 


If this deal works out any- 













New Reo Model— 


Each of the models in the truck and 
tractor series announced by Reo Division, 
White Motor Co., is powered by Reo’'s 
Gold Comet 207-horsepower V-8 engine, 
with the 235-horsepower engine available 
as an option. The 90-inch bumper-to-back- 
of-cab measurement permits tractors in 
this series to pull 40-foot square nose 
trailers within 50-foot legal limits. 


philosophy of providing good truck 
service to their owners. 

I’ve tried to analyze this reaction 
down through the years and maybe, 
as my little granddaughter says, I 


I sincerely hope more truck com- 
am “coo-coo,” but I have begun to 


panies follow Chevrolet’s lead be- 
tween now and the next spring sell- 
ing season in putting on truck 
displays rigged for the vocations 
ee absorb most of the trucks, at 


Several such displays were staged 
by dealers and state dealer bodies 
@ year ago and although they bat- 
tled very adverse weather condi- 
tions all proved profitable and in- 
creased truck sales. 

Such displays attract operators 
and educate salesmen. 

They also serve a very necessary 
purpose of getting more body and 
equipment distributors together 
with more truck salesmen in the 
area to the benefit of both. 


Watson Co. Faces 
Patent Charges 
On Truck Gear 


TOLEDO.—A suit charging vio- 

lation of patents has been filed 

H. S, Watson Co., Toledo, 

in Federal Court here by Anthony 
Co., Streator, Ill. 

Anthony charges that Watson is 
infringing on two Anthony patents 
on elevating truck platforms and 
tailgates. 

The suit charges that Watson 
has obtained information from 
Marc Anthony, a former officer of 





The court has been asked to en- 
join Watson from manufacturing 
or selling equipment based on de- 
vices patented by Anthony. Triple 
damages and all the profit Watson « 
obtained from the alleged infringe- 
ment are also sought. 


* 6 
Allison Designs 
e 2 
Big Torqmatic 

INDIANAPOLIS.—Production of 
a new heavy-duty CLBT-5940 Torg- 
matic transmission for diesel en- 
gines up to 525 gross horsepower is 
announced by Harold H. Dice, gen- 
eral manager of the Allison Divi- 
sion. The new unit is a more pow- 
erful version of the CLBT-5840 
Torqmatic transmission that went 
into production for 450-horsepower 
engines two years ago. 

Featured in the CLBT-5940 is a 
new three-element torque converter 
with the highest capacity of any 
17-inch unit on the market today, 
he said. The converter is identified 
as the TC-590, which hag a stall 
torque ratio of 2.5:1. The automatic 
lockup clutch originally introduced 
in 1956 has been retained, but with 
a number of engineering improve- 
ments, Dice said. 


Lubrication Guide Published 


CHICAGO.—The 1960 edition of 
the Chek-Chart Truck Lubrication 
Guide has been published by Chek- 
Chart Corp. The guide contains 112 
pages of factory-approved truck 
lubrication information. 
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Hundreds of Types to Canvass... 


How to Pick a Transmission 


(Continued from Page 18) 


missions available today, there is| ‘Tin of almost every truck in the | acquainted with each so that he 


no need to add gear reductions by 
the use of an auxiliary “box” just 
for the purpose of making a heavy- 
duty truck out of a lighter unit. 
The salesman selects the truck 
with the proper rated horsepower, 
the proper carrying capacity and 
the proper transmission to produce 
the proper rim pul] under normal 
operating conditions. 
* * * 
Bt in many hauls the truck 
must be able to meet abnormal 
operating conditions, such as mud 
in the spring and deep snow in the 
winter. It is under these conditions 
that auxiliary gear reductions, in 
the ferm of under or overdrive 
characteristics, are needed. 
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which can be added to the power | truck he sells and to be sufficiently 


can make the proper selection for 

It is not possible in this article | the type of haul he is trying to fit. |; 
to give a truck salesman all of the; The movement to take as much 
ramifications and details of avail-| human element out of the shifting 


ble transmiss E .|0f gears and selection of ratios as 
ee 1 gg ripecdongr meinen possible has brought on the devel- 


deavors to point out only the im- 
opment of the fully automatic and 
sins’ ta leans ick saeaeiion, semiautomatic transmissions, in 
’| which the proper gear reductions 
and to emphasize the need of the/.r. selected automatically depend- 
salesman to know the gear boxes ing on the road, load and horse- 
available to him in the line of power of the engine. 


It has been recognized that with 

Collapsible Plastic Container |the great growth of the trucking 

: operations and their expansion al- 
Said Ready f or Bulk Freight most daily into new fields of oper- 

NEW YORK.—A collapsible plas-| ation under a wide variety of con- 
tic container for moving bulk car-| ditions, drivers with the know-how a 
goes has been announced by High-|of multiple gear-box operation| Dicycle? 
way Trailer Industries, Inc. would not keep up with the growth 

The containers will make it pos-|°f the industry. 
sible to carry grains in one direc- Pn Fs, 9 


tion, for example, and liquid chemi- ° 
cals in the same containers on the Special Jobs Add to Tasks 


tamination, the company said. also have crept into the indus- 








You'll have no problems selling special trucks if you call in your 
TBEA distributor. His know-how and experience actually help you 
make the sale. He figures the technical details, recommends the 
proper equipment, and makes certain the job’s done right. It’s like 
having an engineer on your payroll, except it costs you nothing. 


He represents nationally-known manu- 
facturers of specialized truck equipment 
He is well-qualified to help you meet 
your prospects’ specialized require- 
ments when “stock” models won’t do. 


What Are His Products? 


Your TBEA distributor can supply you 
with dump bodies, reefers, milk and 
walk-in bodies, school buses and many 
other special bodies. His line of special 
equipment includes power tail gates, 
special-purpose cargo handling equip- 
ment, and a wide variety of other acces- 
sories for all makes of trucks. 


Your TBEA distributor gives truck sales a boost wher- 
ever he’s consulted. Write now for the name of the TBEA 
distributor nearest you. 


HOTEL SHERMAN 
CHICAGO 


DEPT. 08 


*« TRUCK BODY & EQUIPMENT ASSOCIATION, mc 


NADA BUILDING ¢ 2000 K STREET N.W. ¢ WASHINGTON 6, D.C. 



















“Forty miles to the gallon—you 
sure he wasn’t talking about a 





try, such ag the “soft” starts need- 
ed by bus operators, the need for a 
multiplicity of gears for heavy 
hauling over mountainous terrain 
return trip without danger of con- Gree tas operating conditions| and the demands of the crane op- 

erator and others who need great 
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Who is the TBEA Distributor? 


Pian to attend! 


1oco TBEA 


Exhibition 


OCTOBER 24, 25, 26 









power-takeoff power as well as op- 
erating ratios. 

So fitting the truck to the job 
today calls only for the selection 
of the proper transmission to 
match the power of the engine 
and the capacity of the chassis. 
Most conventional transmissions 

in uSe today utilize constant-mesh 
gears with or without synchroniz- 
ers. Synchronized transmissions 
permit swift, “clashless” shifting. 
Double clutching on the upshifts 
is’not required with a synchronized 
transmission, but is normally need- 
ed on downshifts. 

The most common transmission 
designs center around four or five 
speeds forward and one reverse 
gear. Additional forward and re- 
verse gears are usually provided by 
egg 3 an auxiliary or compound 

x. 

Auxiliary transmissions also are 
used for other purposes than im- 
proving truck performance through 
supplementary gearing, Power 
takeoff or power towers, for in- 
stance, may be mounted directly to 
the top of the auxiliary transmis- 
sion to furnish full engine torque 
for operating heavy winches, com- 
pressors, pumps, post-hole diggers 
and other equipment where full en- 
gine torque is required. 

* a * 


EVERAL transmission builders 

supply the industry with a wide 
variety of designs and types of 
operation. Standard constant-mesh 
and synchronized main and auxili- 
ary transmissions are built by 
Clark, Fuller, New Process and 
Dana Corp. Dana, Clark and Fuller 
make transmissions with up to 10 
and 12 gear reductions; Warner 
makes a single four-speed, and 
Clark, Dana and Fuller also make 
what is known as semiautomatic 
transmissions. 

Fully automatic transmissions 
are produced by Detroit Trans- 
mission and Allison, both General 
Motors Divisions. Allison builds 
the only fully automatic transmis- 
sion for heavy-duty trucks, and 
this transmission is equipped 
with a retarder to aid in braking 
on downhill operation. 

All of these manufacturers, and 
the truck companies themselves, 
have descriptive literature that will 
aid the truck salesman in becoming 
fully acquainted with the operating 
characteristics of each transmis- 
sion, as well as give a basic course 
in transmission operation for those 
who request it. 

H. S. Watson Co., 1316 67th St., 
Emeryville, Calif., also publishes a 
truck-equipment handbook that 
should be in every truck salesman’s 
briefcase, because it contains valu- 
able information in a condensed 


form. 


Ford Directory 
Lists Heavy-Duty 


Truck Dealers 


DEARBORN. — Availability of a 
new directory listing all Ford 
heavy-duty truck dealers through- 
out the nation is announced by 
a Ford Division official. 

D. F. Ball, manager of heavy- 
duty truck gales, stated that, “this 
new, 30-page directory of heavy- 
duty truck dealers offers operators 
a complete and ready reference for 
both sales and service on all Ford 
Super Duty trucks — series 850 
through 1100.” 

The dealers listed in the directory 
are compan y-authorized heavy- 
duty truck dealers equipped with 
facilities and trained personnel to 
offer personalized guidance in the 
selection, maintenance and serv- 
icing of all Ford Super Duty 
trucks. 

Though not authorized as heavy- 
duty truck dealers, many other 
Ford dealers can also assist in the 
selection and servicing of these 
Super Duty models, it was stated. 

This new directory also lists the 
address and telephone number of 
each of Ford Division's 36 district 
sales offices. 

The directory is available 
through all Ford heavy-duty truck 
dealers. 


2 Reading Reps Named 


READING, Pa.—Western Body 
& Hoist Co., Maywood, Calif., and 
Syracuse Trailer Service, East 
Syracuse, N, Y. have been appoint- 
ed distributors in their areas for 
Reading Body Works, Inc., Read- 
ing, Pa. 
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Across the Nation ... 
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Truck News in Brief 





CLEVELAND.—The experi- 
mental opening of the Ohio Turn- 
pike to double-bottom truck trail- 
ers ranging up to 98 feet long has 
been extended until Oct. 18 to cover 
the flow of heavy summer traffic. 

Eight trucking companies are 
participating in the experiment. 
The Ohio Turnpike Commission 
will decide later whether to allow 
such rigs to use the Turnpike per- 
manently. . 

ok 


GMC Reports 135 V-6 Units 


Ordered by Howard Sober 


PONTIAC.—-Howard Sober, Inc., 
Midwest automotive transporter, 
has ordered 135 new V-6 powered 
GMC highway tractors as fleet re- 
placements at its Lansing terminal, 
according to R. C. Woodhouse, gen- 
eral truck sales manager, GMC 
Truck & Coach Division. 

Powered by GMC’s 351 V-6 en- 
gine achieving 180 gross horse- 
power, the model A4001s also fea- 
ture independent front torsional 


suspensions, Woodhouse said. 
* * * 


Short-Wave Radio Speeds 


Firm’s Delivery Trucks 

ATLANTA. —Short-wave radio 
in salesmen’s trucks is producing 
long-range profits for Mocha Coffee 
Co. here. 

Drivers of the company’s six 
trucks sell and deliver coffee to 
restaurants and cafeterias in the 
Atlanta area. Mocha also services 
equipment. Orders are radioed to 
the route men as fast as they are 
received. All-transistorized sending 
and receiving sets are installed in 
each truck and at the base trans- 
mitter. Cost: $1 a day for each in- 
stallation. 

* * * 
Cooper-Jarrett Acquisition 
Of Atlantic Freight OK’d 


CHICAGO.—The Interstate Com- 
merce Commission has approved 
the acquisition of Atlantic Freight 
Lines, Inc., by Cooper-Jarrett, Inc. 
Cooper-Jarrett has been operating 
Atlantic under temporary authority 
since Jan. 7. 

The acquisition practically dou- 
bles the mileage of Cooper-Jarrett’s 
present routes and brings eight 
terminals to the system, for a total 
of 15. Cooper-Jarrett has terminals 
in Kansas City, Chicago, Cleveland, 
Philadelphia, Trenton and Jersey 
City, N. J., and Wallingford, Conn. 
Atlantic’s facilities are in Balti- 
more, Columbus, O.; Cincinnati, 
Toledo, Dayton, Pittsburgh and 
Wheeling and Clarksburg, W, Va. 

* * * 


Lighter Tandem-Axle Gives 


Better Ride, Brimco Says 

SALT LAKE CIT Y.—Brimco 
Mfg. Co. has announced a new, 
lighter tandem-axle for truck and 
trailer suspension. It offers a better 
ride and lower maintenance cost, 
the firm said. 

A better ride is accomplished by 
levering across neoprene blocks, 
Brimco added. As the truck is 
loaded, the beam will contact a 
larger area of the neoprene block, 
thug automatically compensating 
for any loading condition, the firm 
said. 


* * * 
Schwerman Buys 125 Whites 


MILWAUKEE. — Schwerman 
Trucking Co. has put 125 new 
White 4400TDL tractors into its 
bulk cement-hauling service, ac- 
cording to Fred J. Schwerman, 
president. The White tractors util- 
ize aluminum and fiberglass com- 
ponents for weight saving of almost 
1,100 pounds per tractor. 

2 + of 


Diveo Offers Catalog 
DETROIT.—A new Divco truck 
catalog listing all models is avail- 
able from Divco Truck Division, 
22000 Hoover Rd., Detroit 5, Mich. 
* * 7 


Southwest Wheel Forms 


Branch in El Paso 


EL PASO, Tex. — Southwest 
Wheel, Inc., distributor of truck 
and trailer components, has estab- 
lished a new branch facility here 
with Henry L, Rogers ag branch 
manager. 

The branch will serve three coun- 





ties in Texas and seven counties 
in New Mexico. 
+” * ad 


General Transport Buys 


50 More Econovans 


CHICAGO. — General Transport 
Equipment Co., Inc., has acquired 
50 additional 40-foot, high-cubic 
truck-trailers from Highway Trail- 
er Co. 

They are Model 20 Super Econo- 
vans, specially designed for piggy- 
back service. J. J. Hall, president 
of General Transport, said his firm 
intends to increase its piggyback 
fleet to at least 1,000 trailers. 

* om + 


Truck Equipment Co. 


Acquired by Clute Corp. 


LOS ANGELES.— John H. Lo- 
well, president of Clute Corp., an- 
nounced the acquisition of Truck 
Equipment Co. of Denver, manu- 
facturers of Truco trade-name 


It’s a fact. The revolutionary new Gabriel Load-Absorber—absolutely the 
hottest accessory item since the car radio and heater—is now available for 





equipment, Truco, a 10-year-old 
company, fabricates special] mate- 
rial and personnel handling equip- 
ment for utilities and railroads. 

The newly acquired company will 
become a part of the Clute Engi- 
neering Division, with the main 
plant in Denver. The Truco line 
includes wire laying trailers, hy- 
draulic lifts and ladders, powered 
hole diggers and other heavy equip- 
ment. 

+ * * 


Omaha Standard Named 


COUNCIL BLUFFS, Ia.—The ap- 
pointment of Omaha Standard, 
Inc., as distributor for Highway 
Trailer Co. has been announced. 

* * a 


6,400-Pound Transmission 


To Be Built by Allison 

INDIANAPOLIS. — Allison Di- 
vision of General Motors soon 
will begin production of a new 
heavy-duty transmission for in- 
stallation in the Army’s M88 
heavy tank retriever under a 
$9,049,145 contract. 

Designated the XT-1410, the 
new transmission will begin com- 
ing off Allison assembly lines in 
October, A full forward-revers- 
ing unit with three speeds for- 


ward and one in reverse, the 
XT-1410 weighs more than 6,400 
pounds and is the largest ever 
produced by Allison. 

* * * 


Ryder Expands Service 


In Buffalo Area 

BUFFALO, — Ryder Systems, 
Inc., plang to expand its truck serv- 
ice in this area. 

James A. Ryder, Miami, presi- 
dent, said the new $100,000 terminal 
at 119 Botsford Pl. for Ryder 
Truck Rental, Inc., a_ subsidiary, 
will augment facilities at 73 Gil- 
bert St, Other terminals will be 
built eventually, he said. 

+ ok * 


Automotive Council of L. A. 


Names Adrian President 


LOS ANGELES.—Robert L. Adri- 
an, motor vehicle department, Rich- 
field Oil Corp., is the new president 
of the Automotive Council of Los 
Angeles, Inc. 

Other elected officers are Ralph 
Brookins, Southern Counties Gas 
Co., vice-president; Ken Smith, 
Safeway Stores, Inc., treasurer, and 
Norman J. McKenzie, Southern 
California Edison Co., secretary. 





New Diesel Engine— 


A direct-injection diesel engine for seven 
and eight-ton trucks and buses has been 
announced by Perkins Engines, Ltd., of 
England. Named the Six 354—denoting 
that the engine has six cylinders and is 
of 354-cubic-inch capacity—the power unit 
develops 112 horsepower at the maxi- 
mum governed speed of 2,800 revolutions 
per minute. It is the most powerful trans- 
port engine produced by Perkins. The 854- 
pound engine is the first direct injection 
vehicle engine to be made by the firm. 


Here’s a red-hot 
accessory item... 
now available for 


Lhe Gabriel Load Absorher 


PAT. APPL. FOR 


the cars you sell . . . the cars you service. 


Be sure to equip every demonstrator car with a set of Load-Absorbers 
. and see if you don’t wind up delivering Load-Absorbers with every 


new car you sell! 


This revolutionary new air-oil device automatically compensates 
. delivers an incomparably smooth, safe ride at 


for heavier loads . . 


all times, even after the load has been removed. 


Remember, too, that every car you service represents a live pros- 
pect for a Load-Absorber sale. For Gabriel Load-Absorbers help 
any car owner protect his investment . . . by preventing undue 
strain on the rest of the car’s suspension system and by promot- 
ing greater car control and safety under all load and road 


conditions. 


So if you haven’t already gotten the Lodd-Absorber story 
from your Gabriel jobber, hop to it. Now’s the time to check 


up... stock up.. 


. and sell up! 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE + NO. 207 OF A SERIES 


THE 1961 
FORD 


THE CAR THAT CONQUERED ROME 


Possibly more attention is being focussed on Rome than at 
any other time in its 2700-year history. 


In addition to the global excitement of the 17th Olympiad, 
there is the excitement generated every year in the world of 
fashion. The Mediterranean peninsula is one of Europe’s 
great styling centers. 


And here, in Rome, 1961, the international fashion authority, Centro 
per L’Alta Moda Italiana, honored an automobile with a gold medal. 


On it is an inscription reading: “To the ’61 Ford for functional expression 
of classic beauty.” 


The 1961 Ford is the only car ever honored with a gold medal by the 
premier fashion arbiters of the Eternal City. 


Ford shared the spotlight with the latest fashion creations being 
unveiled by Italy’s top designers. William Clay Ford, vice president, 
Ford Division Product Planning and Styling, accepted the medal 
from the Marchese Raffaele Travaglini di Santa Rita, chairman of the 
Centro per L’Alta Moda. 


As one of the fashion experts present at the ceremony said, concerning 
the 1961 Ford: “It is automobile styling in its purest and most pleas- 
ing form.” 


Impressive as this tribute is, the ’61 Ford is far more than just an 
“expression of classic beauty.” It is perhaps the trend-setting car of 
our times .. . a car that introduces a new engineering concept. The 7967 
Ford actually takes care of itself. 


It will go uP to 30,000 miles without a chassis lubrication . . . 4,000 miles 
between oil changes. It adjusts its own brakes . . . protects its own body 
against rust and corrosion . . . even has a finish that never needs waxing. 


This is a “gold medal” year for Ford dealers. A year of the “beautifully 
proportioned Classic Ford Look . . . beautifully built to take care of 
itself.”” A year marking a new decade of Ford sales success—beginning 
with 1961. 


Another reason why it’s great to be a dealer in the Ford Family of Fine Cars. 





AT THE FAMOUS BERNINI FOUNTAIN 
in Piazza Navona, the classic elegance of the "61 
Ford complements the classic simplicity of this late- 
day brocade by Fontana of Rome. 





AT THE VILLA D'ESTE, Ford keeps a date 
with Vogue. The fashion magazine used the car for 
its big fall promotion of Italian fashions. 
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NIGHTTIME CEREMONY, before the Colosseum, honors the 1961 Ford for 
its “functional expression of classic beauty.” 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 


Ford e Faicon e Thunderbird « Comet e¢ Mercury e Lincoin e 
Lincoin Continental e English Ford Line « Taunus « 

Ford Trucks e Farm and Industrial Tractors and Equipment e 
industrial Engines « Aeronutronic—Products for the Space Age « 
American Road Insurance Company « Ford Motor Credit Company 


xr 


MOTOR COMPANY 


The American Road, 


EN RRR neg 5 ack Dearborn, Michigan 


1961 FORD GALAXIE CONVERTIBLE, is 
made ready for fashion photos as Rome citizen 
admires and model prepares. 
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Network Still Growing .. . 





New Highways Hike 
Demand for Trucks 


AST month the United States 

Bureau of Public Roads report- 
ed that 9,500 miles of the 41,000- 
mile National System of Interstate 
and Defense Highways have been 
completed. 

This summer, millions of Amer- 
fieans who searched out these 


Private Truck Council Chief 


Names 100 to Committees 


WASHINGTON.—More than 100 
private truck operators have been 
named members of standing com- 
mittees of the Private Truck Coun- 
cil of America, Inc., by its presi- 
dent, C. S. Decker. 

The Policy Committee is headed 
by former council president, T. A. 
Drescher, and other members are 
the chairmen of the council's 
standing committees. 


stretches of superhighway realiz- 
ed the benefits of safer, faster 
and more comfortable motoring. 
And even before these roads are 
started in any area the influence 
is felt upon truck sales. First, of 
course, ig the need for more con- 
struction-type vehicles and after 
every section of the road is com- 
pleted and new industry and homes 
spring up, the effect on truck sales 
continues, 
oe +* * 
yyw roads take the place of mass 
transportation and the need for 
more trucks to serve the hew com- 
munities and more cars to provide 
transportation is a continuing need. 
Congress has instructed the 
Bureau of Public Roads to ex- 
plore the entire area of so-called 
“nonuser” highway benefits. It is 
relatively easy to determine how 


much the costs of operating a (a region’s general economy—indus- 
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"Bus-Back' Freight Service— 


This view of new “bus-back” 1'4-ton “pup” semitrailer, hauled by Railway Express 
between terminals and local bus stations at origin and destination points, shows open 
rear and right side doors facilitating the loading and unloading of shipments. The 
trailer is being moved on initial intercity hauls behind Continental Trailways passen- 
ger buses on regular runs between Joplin, Mo., and Harrison, Ark. 





try, retail trade, educational sys- 
tem, farming, labor, and other ac- 
tivities. 

The bureau’s major studies will 
be completed and presented to Con- 


truck or a private automobile are 
reduced on a superhighway. 

But it is harder to gauge the im- 
pact of a major interstate route on 
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Elyria branch of the Spitzer Motors chain 





eee 


a LONER Bg ig | 


11 BURROUGHS ACCOUNTING MACHINES 
SPEED PAYROLL AND FINANCIAL REPORTS FROM 
BRANCHES TO HOME OFFICE 30 HOURS FASTER 


The scene: Spitzer Management, Inc.—14-dealership chain in an organization of 
26 companies with headquarters in Elyria, Ohio. The jeb: financial reports, pay- 





Controller 


Spitzer M ement, Inc., is one of many auto- 
motive eens helped to new accounting 
efficiency Burroughs office automation equip- 
ment. For details, see our film ‘““The Open Road.” 
Call our nearby branch, or write Burroughs 
Corporation, Detroit 32, Michigan. 


roll, journalizing, accounts receivable, general ledger. The equip- 
ment: a total of 11 Burroughs F-203 and F-507 Accounting 
Machines within the chain. The results, in the words of Spitzer 
Controller Robert R. Reams: “Our Burroughs Sensimatics speed 
the preparation of payroll and financial reports, helping us to 
maintain complete and accurate accounting integration between 
the home office and branches. Our Cleveland branch, for instance, 
prepares its payroll 83% faster . . . reports reach the home office 
30 hours sooner. And it. takes only two people to handle the work, 
Robert R. Reams Which would normally require five.” 


Burroughs and Sensimatic—~TM’s 


Burroughs 
Corporation 





“NEW DIMENSIONS | in electronics and data processing systems” 








gress next January, but in the 
meantime, states and private or- 
ganizations have been delving into 
this wide area for more immediate 
findings, usually with the help of 
the federal agency. Some 75 studies 
in 24 states have been completed 
and another 43 projects in 35 states 
are under way. 
+ * a 
sk ype engineers and economists 
are discovering that new roads 
boost land values significantly, The 
market value of land adjacent to a 
new expressway may decline very 
slightly, but beyond this narrow 
fringe, it may skyrocket. 

A wave of suburban develop- 
ment, the construction of badly 
needed new homes frequently fol- 
lows the extension of major com- 
muter routes. A new expressway 
close by is a major factor in 
choosing a home, 

Completion of a new highway in 
a metropolitan area is followed not 
only by a burst of residential de- 
velopment, but also shipping cen- 
ters, hospitals, schools and other 
public facilities. That the new ex- 
pressways trigger such develop- 
ments is a common report from a 
number of communities. 

Researchers have found that in- 
dustry is avidly seeking out new 
plant sites accessible to the new 
roads, and large “industrial parks” 
are being developed just off many 
routes. 

Manufacturers and distributors 
realize that an efficient highway 
system throughout the area ex- 
pands the size of their market con- 
siderably. 

Inasmuch as 85 percent of recre- 
ational and business travel is via 
automobile, completion of Interstate 
routes is stimulating this segment 
of the economy significantly. 

In short, the largest internal im- 
provement program in the history 
of the United States is already re- 
paying its way and at a rate which 
indicates it will turn out to be an 
excellent investment. 


ATA Committee 
Proposes Code 


On Frozen Foods 
WASHINGTON. — The American 


, Trucking Assn.’s Committee on the 


Transportation of Perishables by 
Motor Truck has proposed stand- 
ards for the preservation of the 
quality of frozen foods moving in 
commerce. 

The standards will be submitted 
to the Frozen Foods All-Industry 
Coordinating Committee. 

Under the proposal, vehicles used 
in such service would be equipped 
with a combination of insulation 
and mechanical or other refrigerat- 
ing facilities capable of maintain- 
ing cargo temperature at plus 10 
degrees Farenheit or lower. 

The provision stipulates that an 
uninterrupted period of 2% hours 
be allowed for the loading of a 
trailer. For each additional hour or 
portion of an hour that the loading 
takes beyond that time, two de- 
grees will be added to the basic 
allowance of 10 degrees. 

The proposal also provides that 
in the event of multiple pickup or 
delivery performed for the con- 
signor, two degrees for each such 
pickup or delivery will be added 
to the 10-degree internal product 
temperature at which the frozen 
foods will be acceptable at destina- 
tion. 

The proposed regulations would 
require that vehicles be precooled 
to an air temperature of 20-de- 
grees or lower before loading, and 
that the internal product tempera- 
ture of frozen foods be no more 
than zero degrees when tendered. 

The standard would also provide 
that frozen foods shall be loaded 
within a vehicle so as to provide 
for flow of refrigerated air at the 
front, rear, top, bottom and sides 
of the load, except for vehicles of 
envelope type construction, where- 
in refrigerated air circulates with- 
in the walls. 


New Salt Lake City HQ 
Planned by Goodrich 

SALT LAKE CITY.—B. F. Good- 
rich Co. has contracted for con- 
struction of new office and ware- 
house facilities here. 

The 27,149-square-foot building 
will house Offices for B. F. Good- 
rich Tire Co., B. F. Goodrich Indus- 


trial Products Co. and B. F. Good- 
rich Aviation Products. 


_ — ———_—_———————— —— ---—----_——_ + “= 


LLL LLL LLL LL LL Cast 








Faleon Sedan Delive 
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Added... 





Ford Truck Offers Econoline 


DEARBORN.—Ford Motor Co. 
announced a new low-cost Econo- 
line series of commercial vehicles 
with three models: Pickup, van and 
eight-passenger station bus, each 
mounted on a 90-inch wheelbase. 

There was another addition to 
the Ford truck line. It is a sec- 

ond commercial version of the 
Falcon—a sedan delivery model, 
which will supplement the Fal- 
con Ranchero. 

“The Econoline represents a new 
concept in American-made trucks,” 
Ford Division Truck Marketing 
Manager Wilbur Chase said. “Econ- 
oline units carry a volume and load 
comparable to conventional pickup 
or panel trucks, yet have far less 
weight, greater maneuverability, 
offer much better economy and 
take up less space, 

“They will compete with import- 
ed small trucks, but will provide 
more comfort and better perform- 
ance.” 

Each of the three Econoline mod- 
els has an overall length of 168.4 
inches—nearly two feet shorter 
than the Falcon station wagon. 
Overall width is 72.5 inches for the 
pickup, and 75.8 for the van and 
bus. Overall height varies from 77.2 
to 79.2 inches, depending on model 
and springs. 

“We believe Ford has led the 
United States truck industry in 
offering operators maximum 
economy,” Chase said, “Last 
spring, Ford introduced the Fal- 
con Ranchero, the first entry by 
a major U, S, automobile manu- 
facturer in the economy size 
truck field, The Econoline is an- 
other step in this direction. 

“Fleet owners asked us for small 
trucks like the Econoline, so we 
started with a clean drawing board 
and consulted them on the layout 
of these vehicles. As a result, Ford 
engineers came up with a design 
we know is tailored to the needs 
of our customers.” 

“For instance, the engine is 
mounted forward, beside the driv- 
er’s seat. This design has a number 
of important advantages—it allows 
ample pass-through space in the 
front, flat floors front and rear, 
low 25-inch loading heights, and 
easy accessibility to the engine 
without disturbing the cargo.” 

Chase predicted that Econoline 
owners would be able to achieve 
lower costs in a combination of 
ways: Low initial expense, improv- 
ed fuel economy, lower tire costs, 
longer tire life, reduced mainte- 
nance, and, in many areas, less out- 
lay for insurance, financing and 
taxes. 

The new vehicles are powered 
by a modified version of the 85- 
horsepower, 144-cubic-inch en- 
gine which has proven its de- 
pendability and economy in the 
Falcon cars, the Falcon Ranch- 
ero and the P-100 parcel delivery 
truck, Ford said. 

Durability is offered in the Econ- 
oline with unitized body and frame 
construction, galvanized rocker 
panels, aluminized muffler, and 
conventional solid I-beam front 
axle with longitudinal leaf springs. 

Design simplicity to achieve min- 
imum weight was a major factor in 
engineering the Econoline vehicles, 
Ford said. As a result, curb weight 
is 2,389 pounds for the standard 
pickup and only 2,711 pounds for 
the station bus, equipped with op- 
tional heavy duty springs and tires. 


Payload capacity for the pickup | 
and van is more than 900 pounds) 


each, with standard equipment, and 
nearly 1,700 pounds, 
heavy-duty package. 
Length of the load space area 
is over seven feet in each of the 


three vehicles. Sides of the pick- | 


up box are 23 inches high, yield- 
ing a 73 cubic foot volume. In- 
terior height of the yan and bus 
cargo area is 54 inches, with a 


total volume behind the front | 


seat of 204.4 cubic feet. Tailgate | 

and cargo doors are more than 

four feet wide. 

Econoline front-seat headroom is 
approximately 40 inches; legroom, 
42.6, and door step to the ground, 
19 inches, Rear-seat headroom and 
legroom in the bus is more than 41) 
inches, with shoulder room of ap-| 
proximately 64 inches, | 

Behind the second seat there is 
93.4 cubic feet of load volume, with 








with the 


32.4 cubic feet behind the third 
seat. All seats are chair-height. 

Unexcelled front vision and ma- 
neuverability are offered with the 
cab-forward design, Ford said. The 
bus has 360-degree vision. The pick- 
up has optional rear-quarter win- 
dows and the van is available with 
both solid and windowed rear 
doors. 

Minimum ground clearance on 





Hawaii Sees Chryslers; 
Penetration Hits 20 Pct. 


HONOLULU, Hawaii. — Chrys- 
ler Corp.’s complete line of ’61 
cars and trucks was unveiled to 
the company’s Hawaiian Island 
dealers and press representatives 
last week. 

The corporation reported that 
its retail sales in Hawaii reach- 
ed over 2,200 units for the first 
eight months of the year. This 
increases to 20 percent the com- 
pany’s penetration of the auto 
market in the islands, it added. 








ARE SECOND BUSINESS’ OPPORTUNITY 


equipment package, two-tone 
paint, 4.00:1 rear axle, safety belts 
and padding, and heavy-duty bat- 
tery and generator. 

Dual electric windshield wipers 
are standard. 

“The new Falcon sedan delivery 
is designed to meet the require- 
ments of light, in-city delivery and 
service operations where maximum 
economy and maneuverability are 
needed,” said Chase. 

Chase cited as likely customers 
for the sedan delivery such busi- 
nesses as retail drug stores, finan- 
cial institutions, grocery stores and 
cigaret and coffee distributors, all 
of which carry relatively light- 
weight and smal1l-volume cargoes 
with high value, and prefer a 
closed-in area rather than the open 
glass area of a station wagon. 

Both the sedan delivery and the 
Ranchero have the same basic 





Service work provides added income. Any trained mechanic 
with proper instructions and manuals can handle outboard 
service work. During the winter it provides a constant source 


of service income. 


oleh ale): 


West Bend Aluminum Co. « Outboard Motor Divisions Hartford, Wis. 
West Bend Aluminum Co. (Canada) Ltd.« Barrie, Ontario 
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styling as the Falcon passenger 
car. 


New for 1961 Falcon vehicles are 
the grille, restyled brightwork trim, 
improved ride characteristics, bet- 
ter noise control, more color com- 
binations, refinements in the stand- 
ard 144-cubic-inch engine, an op- 
tional automatic choke and an op- 
tional 170-cubic-inch engine, 

The sedan delivery, resembling 
the Falcon station wagon, has solid 
metal panels replacing the glass 
area from the rear post of the 
front door to the tailgate. Floor 
space behind the front seat is built 
up to provide a level load area all 


the way back to the tailgate, and ~~ 
the interior sides of the 76.2-cubic- § 
foot cargo area are paneled with | 


hard board. 

The tailgate is hinged at the bot- 
tom for ease of opening and full 
utilization of the cargo area and 
has a roll-down window for better 
ventilation. 

The Falcon Ranchero for 1961 
will continue to offer passenger- 
car styling and comfort, low cost 
of operation and maneuverability 
to customers who do not require 
the full load capacities of con- 
ventional pickup trucks, Chase 


said. 
“Many pickup truck owners 
(Continued on Page 28, Col, 4) 
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New Falcon Delivery— 


A new member of Ford's economy- 
vehicle family for 1961 is the Falcon sedan 
delivery, top, supplementing the Falcon 
Ranchero, bottom. Both the sedan delivery 
and the Ranchero offer maximum economy 
and maneuverability pilus passenger car 
styling and comfort, Ford said.-The sedan 
delivery has a cargo volume of 76.2 cubic 
feet, and the Ranchero has a load capacity 
of 800 pounds. 





Last year more than 39,000,000 Americans went 
boating for fun, to make boating the No. 1 family 
participation sport in America. They purchased 
more boats, more motors and accessories than 
ever before. Outboard motor sales for example, 
soared to a record 540,000 units. The whole in- 
dustry reported sales of $2,475,000,000 and ex- 
perts predict a continued increase. 

The marine industry can be a profitable “‘second 
business” for. yourself or for your son. It will 
pay you to look into West Bend’s “Projsrct--- 
BELLWEATHER.” It’s a unique franchising plan 
for developing a sound profitable business in the 
fast growing marine field. West Bend ‘“Prosect 
---BELLWEATHER’”’ includes: . 


@Along term area protection according to boating potential. 


@A full line of motors ranging from a New Tiger Shark 
large HP motor through the proven Golden Shark 40 HP, 
Silver Shark 25 HP, 18 HP, and 12 HP, 7% HP Special to the 
2 HP Shrimp. 


e@Full scale factory-service training schools for dealer 
personnel. 


@A complete year’s warranty program on both parts and 
labor. . 


@A field merchandising service for new national advertising 
backing in leading magazines. 


@A generous co-operative advertising program for build- 
ing marine dealer strength in their own territories. 


/f you have been /ooking at the boating field and are wel/ 
financed and sound in business practices, our West Bend 
representative would like to discuss this new area franchise 
plan with you. 


Get complete details 


Name 
Address. 
Title 


Business 
Dept. AN 
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DALLAS.—“Security, like liberty, 
requires eternal vigilance,” R. J. 


Ford Counter-Spy Says ee 


Company Vigilance a Must 
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2. Proper physical equipment and 
policies to guard secrets such as 


Boise, manager of the Ford Motor | periodic changing of locks and 


Co. security department, told the 
national seminar of the American 
Society for Industrial Security. 

Boise — a company must be 
vigilant lest its secret informa- 
tion be obtained in either of two 
ways—“through carefully a 
action by competitors’ spies or 
through unintentional leaking by 
its own personnel.” 

“The modern industrial spy, alert 
to the times, has turned in his 
cloak and dagger for electronic re- 
corders, hidden cameras and spe- 
cial telephone wiretaps,” Boise said. 

He said that, in an allout spying 
campaign, the most difficult moves 
to guard against are the activities 
of the professional undercover 
agent and his aide, the spying em- 
ploye. 

Boise’s suggestions for guarding 
against spying fell into three main 
areas, 1, Thorough checking to 
make sure that employes are loyal. 


code names for secret pro- 


3. Checking for electronic spy- 
ing by such moves as inspecting 
suspicious packages in lobbies 
and waiting rooms and verifying 
the identity of utility servicemen 
working in executive offices. 

Unintentional leaks can be a rich 
source of information for competi- 


State Buys 60 Trucks 


From Anderson Dodge 


ST. PAUL. — The Minnesota 
Highway Commission has ac- 
cepted delivery of 60 Dodge D-700 
dump trucks from Anderson 
Brothers Dodge, Minneapolis. 

The trucks are being complete- 
ly outfitted for highway construc- 
tion work. They come equipped 
with hoists and steel bodies. Pur- 
chase price was about $240,000. 











‘tors, Boise said, noting that the in- 


formation is leaked in many ways. 
His list of the sources of leaks in- 
cluded: 

The salesman who talks to the 
customer who talks to a competi- 
tor, technical people who say too 
much during professional gather- 
ings, a close study of market sur- 
veys, hiring away a competitor's 
personnel and close observation of 
the everyday activities of a com- 
petitor, 

Boise pointed out that most 
companies are aware that spying 
exists and “are prepared to ac- 
cept it as one of the risks of 
doing business.” There are some 
forms of spying which go beyond 
the normally accepted standards 
and are viewed as unethical and 
illegal, he added. 

Among the unethical and illegal 
activities, he listed bribing of em- 
ployes, theft of documents and 
some forms of electronic spying. 
The fact that some forms of spying 
are illegal does not eliminate such 
activities, he added. 


Cohen Buys Friendly Dodge 

EUGENE, Ore.—Allen M. Cohen 
has acquired Friendly Dodge Co. 
Hans Mori, formerly with Wolfard 


Ford's New Econoline— 





Ford's new light-duty Econoline commercial vehicles come in three models, a pickup, 
van and eight-passenger station bus. Powered by a modified version of the 85-horse- 
power Falcon engine and utilizing many standard components from other Ford products, 
the Econoline vehicles are 168.4 inches long—nearly two feet shorter than the Falcon 
station wagon. Wheelbase is 90 inches, with over-all width 72.5 inches for the pickup 


and 75.8 for the van and bus. 
et @ oe 


* * * 


Ford Offers Truck Line 
Based on the Falcon 


(Continued from Page 27) 


carry only passengers or light| cent of pickup trucks are used 


Ford, Portland, is general sales| loads,” said Chase. “For instance, 


manager. 


surveys have indicated that 14 per- 





BETTER BRAKING 
WITH DELCO MORAINE 


Brake lining job? Toss out the old brake shoe right along with the old 
lining—and you’ll toss out a lot of problems with it! 


Delco Moraine factory-lined brake shoes are ground to factory specifications, 


engage effectively against the drums and are always properly riveted. 


No more will your shop face the irritating delays caused by using old 


shoes which are pitted, rusted or distorted. Not when you replace ail the 
old parts instead of just half. 


Save time and labor in your profit picture. Give the customer more 
protection and satisfaction. Recommend and install Delco Moraine 
Lined Brake Shoes . . . built to original factory specifications. 


DELCO MORAINE  cecevoss me 


Division of General Motors, Dayton, Ohio 
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mainly for going to and from work. 
In some areas of the country, pick- 
ups are sold in large quantity as 
the sole family vehicle. 

“One recent study revealed that 
20 percent of all pickup trucks 
never carry more than 500 pounds 
payload. The Ranchero with its 800- 
pound capacity appeals to buyers, 
and demand for America’s first 
compact truck has already made it 
account for approximately 10 per- 
cent of the Ford truck sales vol- 
ume.” 


Both the sedan delivery and 
the Ranchero offer single-unit 
body construction. Wheelbase is 
109.5 inches, with 189-inch overall 
length, 55.1-inch overall height, 
70.6-inch overall width, 6.4-inch 
minimum ground clearance and a 
measurement of 23.2 inches from 
the tailgate to the ground. 

The 144-cubic-inch engine de- 
velops 85 horsepower, while the op- 
tional 170-cubic-inch engine has 101 
horsepower. Standard rear-axle 
ratio is 3.50:1, with an optional 
4.00:1 ratio available with the 
smaller engine, Both the standard 
three-speed conventional transmis- 
sion and an optional, extra-cost 
two-speed automatic transmission 
are offered. 


Challenge Seen 
In 70% Who Don’t 
Buy New Cars 


DETROIT.—The 70 percent of 
the American public which never 
buys new cars presents a whole 
series of challenging problems for 
the auto industry, according to 
William Capitman, president of the 
Center for Research in Marketing. 


Capitman said that the fact that 
only 30 percent of the population 
buys new cars is typical of strate- 
gic marketing situations which 
must become the concern of top 
management. 

“In its best production years,” 
Capitman pointed out, “Detroit has 
seldom sold more than about 6-mil- 
lion-odd cars. This means that in 
any given selling year, only one 
out of 10 family units in the Amer- 
ican population are purchasers of 
new cars.” 


“Furthermore,” Capitman stated, 
“the average car traded in is some- 
where around two to three years 
old. This means, in essence, that 
seldom are more than 30 percent 
of the American population in- 
volved in a new-car purchase at 
all.” 


Capitman added that, from his 
research experience in the automo- 
tive field, he believed that there 
were really not too many differ- 
ences on the socio-economic level 
between buyers of new cars and 
those who do not buy new cars. 


Hettinger Rambler Opens 


BUFFALO, — C. Hettinger for 
Rambler, Inc., has opened in tem- 
porary quarters at 1212 Millersport 
Highway in suburban Amherst. 
Charlies E, Hettinger, president, 
said work on a permanent home 
at 3900 Sheridan Drive, Amherst, 
is expected to be completed in three 
or four months. 
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Ne 


rt Series Added for ’61 





Lower-Priced Line 


Offered by 


What's New: 


Newport series in lower price 
range ... floor-mounted manual 
transmission in Newport and 
Windsor models , . , restyled grille 
slanted headlights ... rear of 
car redesigned . . . new interior 


fabrics . . . electric windshield 
washer .. , alternating-current 
generator. 

* od 


HRYSLER dealers will have a 

lower-priced Newport series 
when they enter the ’61 selling sea- 
son Thursday (Oct. 6). It’s a com- 
plete line which offers a four-door 
sedan, two-door and four-door 
hardtops, a convertible and a sta- 
tion wagon. 

Since nearly every Chrysler deal- 
er handles either Lancer or Val- 
iant, there is no compact in the 
division’s stable. 

“We have not succumbed to the 
temptation to dilute our name- 
plate or endanger our quality by 
offering a junior Chrysler,” says 
Clare E. Briggs, division general 
manager. “We are offering a full- 
sized line of cars.” 

In addition to the Newport se- 
ries, Chrysler has three Windsor 
models and five New Yorkers. The 
300-G hardtop and convertible will 
be introduced later. The Saratoga 
series has been dropped. 

~ * * 


EWPORTS and Windsors have 

a floor-mounted gearshift lever 
for their new manual transmission 
this year. 

The ’61 models have a new grille 
composed of horizontal extruded 
aluminum bars. Bright vertical ris- 
ers add sparkle to the New Yorker 
grille. 

The dual headlights are slant- 
ed; the front bumper is new, and 
the hood is longer than last 
year’s, Four-door hardtops have 
a new ribbed roof. 

The flaring fins have been re- 


* * * 





From the Rear— 


The '61 Chrysler features a ribbed deck 
and relocated lights. Taillights have been 
moved from the fins to concave bezels in 
the lower back panel. The backup lights 
now are housed in the fins. 


Billings Police 
Hail Economy 


Of Compact Cars 


BILLINGS, Mont.—Gasoline 
economy of four Rambler police 
cars have not displeased Billings 
Police Chief R. L. Wilson. 

Wilson claims the four cars have 
cut his operating budget by nearly 
a third. Purchased last spring, the 
cars have averaged 13.2, 12.9, 13.1 
and 13.6 miles per gallon over 
34,000 miles of patroling, Operating 
along with the Ramblers, one 
Plymouth has averaged 8.9 miles 
per gallon and one Dodge has 
averaged 8.7, the chief says, 

The four cars are Rebel V-8s in 
the four-door sedan deluxe series. 

“We are also getting 20,000 miles 
to a set of tires on the Ramblers, 
too,” Wilson said. “We have never 
been able to get an average of 
over 10 miles per gallon on our 
cars in recent years until now.” 

The department purchased two 
new Ramblers last week, one a six- 
cylinder. 





Don’t miss the Auto Dealer Changes col- 
umns, They'll keep you abreast of what 
is happening in the field. 


Chrysler 


tained, but the taillights have been 
removed from the fins and placed 
in concave bezels in the lower back 
panel. Backup lights now are 
housed in the fins, and the deck 
lid is accented by five vertical ribs. 

Chrysler will stress economy in 
the Newport series with a 265- 
horsepower engine that operates on 
regular-grade gasoline. It is a 361- 
cubic-inch unit with a two-barrel 
carburetor and a compression ratio 
of 9 to 1. 

7 * ok 


I AN ECONOMY run, a New- 
port with automatic transmis- 
sion averaged 21.7 miles per gallon 
as it travelled 510 miles on a single 
tankful of fuel, The car was driven 
by Ted Harwood, a 17-year-old De- 
troiter. 

The Windsor engine displaces 383 
cubic inches and develops 305 
horsepower, and the New Yorker 
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Chrysler Newport 2-Door Hardtop— 

Chrysler is stressing economy in its lower-priced Newport series. The car has a 
361-cubic-inch engine that is designed to operate on regular-grade gasoline. Horse- 
power is 265, and compression ratio is 9 to 1. The "61 Chryslers go on sale Thurs- 


day (Oct. 6). oS 


uses a 413-cubic-inch, 350-horse- 
power unit. Each has a 10-to-1 
compression ratio. 

A three-phase alternating-cur- 
rent generator is standard on all 
models for 61. Maximum output 
is rated at 35 amperes and 12 
volts, the same as the direct-cur- 
rent generator it replaces, 
However, the alternator delivers 
up to eight amperes at idle, while 

the DC unit has no idle output. 


Chrysler said this makes the al-' tured vinyls. There are 33 interior 


ternator advantageous when the 
engine must idle for extended pe- 
riods and during winter operation 
with heavy electrical accessory 
loads. 

* a * 


vas ’61 Chrysler has an electric 
pushbutton windshield washer. 
The control is located in the center 
of the wiper switch. 

New seat fabrics include Jacq- 
uard-woven nylons and craft-tex- 


.-- at Lower Cost? 





O):-the-job performance records prove that trucks 
equipped with Eaton 2-Speed Axles make quicker trips, 


be 

trim codes and 12 solid exterior 

colors with 28 two-tone combina- 
tions available. 

A smog-reducing crankcase 

breather will be installed on all 

cars intended for sale in Califor- 


Newports and Windsorg have a 
122-inch wheelbase and are 215.6 
inches long, 79.4 inches wide and 
54.9 inches high. New Yorker 
wheelbase is 126 inches, and the 
cars are 219.8 inches long, 79.4 
inches wide and 55.6 inches high. 

* * 


His is Chrysler’s model lineup 
for 61: 

Newport—four-door sedan, four- 
door hardtop, two-door hardtop, 
convertible and four-door hardtop 
station wagon (six or nine-pas- 
senger). 

Windsor — four-door sedan, 
four-door hardtop and two-door 
hardtop. 

New Yorker—four-door sedan, 
four-door hardtop, two-door hard- 
top, convertible and four-door hard- 
top station wagon (six or nine- 
passenger). 

300-G—two-door hardtop and 
convertible. 


More work out of trucks 


EATON 2-SPEED AXLES 


WILL DO ITI 


travel more miles at lower cost per mile. By providing 


double the conventional number of gear ratios—the right 
gear ratio for every road and load—they reduce stress 
and wear on engine and power transmitting parts; per- 
mit engines to run efficiently under all operating condi- 


tions. 


Eaton's exclusive features, including forced-flow lubrica- 
tion, planetary gearing, and Inductalloy Axle Shafts, add 
thousands of miles to axle life, and eliminate costly 


maintenance expense worries. 


Tell your customers how Eaton 2-Speed Axles reduce 


hauling costs and add to profits. 


EATON 











ATON 


AXLES 





More than 2 Million Eaton 
Axles in Trucks Today 


AXLE DIVISION 
MANUFACTURING COMPANY 





CLEVELAND 10, OHIO 
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Lubrication-Free Chassis for ’6 
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On 5s 


Restyled Cadillac Is Roomier 


What's New: 

New profile with sculptured 
side panels . . . lubrication-free 
chassis . . . three inches shorter 
than ’60 models . . . interior di- 
mensions increased . . . tail fins 
lowered . . . new front suspension 
and finned brakes . . . single ex- 
haust system ... Eldorado 
Brougham 

+ * 


Eat’ captured 64.3 percent 
of the market in its price class 


Tire Prices Due 


To Hold in Canada 


TORONTO.—Auto tire prices in 
Canada are likely to hold firm— 
with no increases in sight. 

Right now, topline passenger 
tires of leading brands are tagged 
about 2% percent higher at retail 
than in early summer, while truck 
tire prices have gone up 10 percent. 
Lower-priced lines are also higher 
by about 10 percent. 


Want to make on 
EXTRA *100 


on you next 
“Truck Sale 7 











Sell It Complete 


WITH A 


WATSON 


a VY ie 
WEIGHTLIFTER 


-.. battery-powered hydraulic 
tailgates for pickups, stake 
and van trucks to 2/2 tons. 


WHY LET GOOD PROFITS GET AWAY 
when it’s so easy to sell a power gate 
the WATSON way? 

ONLY WATSON offers a complete line 
of powered gates for light trucks. The 
1000 series for pickups (with standard 
or utility bodies), the 1100 series for 
I-ton stakes, the 1200 (Hide-A-Gate) 
and 1300 series for stakes and vans 
from 1% tons up. 

Your pickup and light truck buyers get 
exactly what they need, without pay- 
ing for excess capacity and weight ! 





They're easy to install in your own 
shop. And they’re backed up by years 
of reliable, satisfactory performance 
in the trucking field. 

Write today for literature, prices 
and your liberal dealer discount — 
please address Dept. 08 


H. s. 
WATSON 
COMPANY 





1316 67th Street * EMERYVILLE, CALIFORNIA 
1606 Laskey Read * TOLEDO 12, OHIO 







during the first seven months of 
this year, and General Manager 
Harold G. Warner is confident that 
the ’61 models will do equally well. 
The cars went on sale today 
(Oct. 3). 


Cadillac’, jewel-box grille has 


the dual 
the car is accented by a visor- 
like cap formed by the fenders 


The side panels are sculptured 
and devoid of molding, and the tail 
fins are lower than last year’s. 
There are taillights in the fins and 
another set of lights in a horizontal 
housing between the deck lid and 
the rear bumper. 

The instrument panel has been 
redesigned; the steering wheel is 
an inch smaller in diameter, and 
the car has a new bin-type glove 
box. * * * 

NTERIOR dimensions have been 

increased, and the windshield 

dogleg has been eliminated. Seats 
are higher, and the height of the 
car has been increased slightly, re- 
sulting in more headroom. Rear 
doors are six inches wider, and 
they open 7% inches wider. 

The Cadillac engine is a 390- 
cubic-inch V-8 that develops 325 
horsepower, Compression ratio is 
10.5 to 1. 

Among the engineering advance- 
ments on the new models is a lu- 
brication-free chassis. “The owner 

never has to have his car greased,” 
Warner declared at Cadillac’s na- 
tional press preview. “Lubrication 


is a thing of the past for Cadillac 
buyers.” 
The front suspension is new and 


features a lower control arm and 
* aa * 


































New ‘Face’— 

The new “face” of the 1961 Cadillac 
is accented by a visor-like cap formed by 
the front fenders and the hood, emphasiz- 
ing styling ond sculptured appearance. 


Smaller Steering Wheel— 


The Cadillacs for 1961 feature a 16-inch 
steering wheel, one inch smaller than last 
year. The instrument panel and instrument 
cluster are of a new design, with further 


refinements in ease of operation and 
greater visibility. 


Cadillac Retains Tail Fins— 





+ © — 






an adjustable strut rod to control 
fore and aft deflection of the front 
wheels. 
oa * * 

ADILLAC noted that the new 

suspension made it possible to 
move the front brake drums into 
the air stream. Fins have been 
added to the extended drums, and 
a@ larger wheel cyliinder ig used. 
The larger cylinder means shorter 
stopping distances and greater 
freedom from pull and squeak, 
Cadillac said. 

Quieter and smoother operation 
results from the new suspension 
and the improved body structure. 

Cadillac said the new structure 
permits a reduction in the num- 
ber of mounts in the center of 
the body, thus eliminating points 
4 noise and vibration transmis- 
sion. 


A new windshield wiper system 
covers 15 percent more area, and a 
single exhaust system has replaced 
last year’s dual setup. An antismog 
kit will be standard on California- 
bound cars. 

* * + 

FFERED for the first time are 

a rear-window defogger and a 
limited-slip differential. 

Two models have been dropped 
and one has been added, The new- 
comer, which will reach the show- 
rgoms later this year, is a short- 
deck four-door hardtop. The car is 
seven inches shorter than other 
Cadillacs. 

The Eldorado Brougham four- 


Cadillac's Top Model— 








The top cor in the Cadillac line for 1961 is this Fleetwood Sixty Special sedan. The 
more formal and striking appearance of this model results from the distinctive upper 


structure that is not shared by any other model. 
* 


door hardtop and the Eldorado 
Seville two-door hardtop have 
been dropped. 

With the death of the Brougham, 
the 60 Special four-door hardtop 
will be merchandised as the top car 
in the line, The 60 Special has a 
Fleetwood body and a “formal” or 
limousine-type rear window. 

* - * 

ADILLACS are built on a 129.5- 
inch wheelbase and are 222 
inches long (three inches less than 
last year) and 79.8 inches wide. 
Series 75 limousines have a wheel- 
base of 149.8 inches and are 242.3 

inches long and 80.6 inches wide. 

Cadillac has 12 models for ’61. 
Here ig the lineup: 

Series 62— four-door hardtop 


PR Firm Hired to Put Out Magazine... 
Voice of Ga. Independents 


ATLANTA.—The Georgia Inde-| nance companies, insurance firms 


pendent Automobile Dealers Assn. 
has initiated two “aggressive and 
progressive” programs, according to 
Paul E. Bennett, Augusta, recently 
elected president, and Miles Elliott, 
executive vice-president. 

They are hiring a _ public- 
relations firm, H, W. Moore As- 
sociates, Atlanta, on a full-time 
basis, and publication of a 
monthly magazine to be sent free 
to 770 members and other inter- 
ested persons. 

“Although the GIADA is the 
largest such state group in the 
country,” said Elliott, “it is funda- 
mental that our services and fa- 
cilities be known to the consuming 
public. We have learned that every- 
one in the automobile business 
knows who we are and what we 
stand for, but the majority of the 
public doesn’t. 

“We want everyone to know our 
10-point code of ethics dedicated to 
fair dealing; that Georgia is the 
home of ‘safety-approved’ cars, and 
that we are the only dealers in 
America who issue an insured title 
protecting the purchaser against all 
mortgages, liens, loans, stolen cars, 
frauds, abuses and impositions. 
Furthermore, we are in favor of 
good, clean advertising.” 

The first issue of the magazine, 
prepared by Moore Associates, 
will be published by the first of 
November, said Elliott. Fifteen 
hundred copies will be mailed to 
all members of GIADA, to news- 
papers, TV stations, banks, fi- 









The rear styling and lighting arrangement immediately identify this convertible 
as a Cadillac. Cadillac's symbolic identification feature—the tail fins—are retained. 


This distinctive tail lamps are integrated again into the tail fin. 


The sculptural 


design continuity carries around into the rear styling, with the deck lid edge being 
an extension of the design line that runs the length of the car. 








and others, he added. 

Some of the featured depart- 
ments will deal with better busi- 
ness Management, constructive ad- 
vertising, title insurance, group in- 
surance (life and hospitalization) 
and important legislation, Elliott 
said. 

“The purpose of the magazine,” 
he explained, “will be to keep the 


| independent car dealers in Georgia 


abreast of the times, financing, leg- 
islation and advertising, as well as 
to promote ethics, codes and be- 
liefs.” 

Since taking office as president, 
Elliott said, Bennett has appointed 
a watchdog committee to look into 
any legislation that pertains to the 
welfare of the GIADA and of the 
public. 


Lee Anticipates 
Good Prices for 


Used Compacts 


LOS ANGELES.—Sam Lee, pres- 
ident, Sam Lee Associates, is con- 
fident used compacts will bring 
good prices “if they are in style.” 

In Fleetnews,. publication of the 
fleet and lease-consultant firm, Lee 
said: 

“We cannot go along with the 
school of thought which says that, 
because the compact represents 
only about 75 percent of the value 
that is found in a standard car 
while the cost is held at almost 90 
percent of the larger car’s price, 
compacts will not bring good prices 
in the used-car market. 

“If compacts are taking so large 
a percentage of the new-car mar- 
ket now, used compacts will, like- 
wise, be in demand on the used-car 
market in almost equal proportion 
a year or two from now,” he added. 


“If used compacts are in style, they | 


will bring good prices.” 
Since compacts cost less to buy 


and since figures show they are} 
“it is} 
difficult to see how any fleet man-| 


cheaper to operate, Lee said, 


ager can very well eliminate com- 
pact cars from consideration this 
year.” 


Ford Deal Opens 
WILTON, Ia.—Durant-Wilton 
Motors, Inc., has opened here as a 
Ford dealership. Manager is Ralph 
Close. 








+ + * 
(sloping roof or flat roof), four- 
door hardtop (short deck), two- 


door hardtop, convertible, Seddn 
deVille, four-door hardtop (sloping 
roof or flat roof), 
two-door hardtop and Eldorado 
Biarritz convertible. 


Coupe deVille 


60 Special—four-door hardtop. 
Series 75—eight-passenger sedan 


and eight-passenger limousine. 





EXTRA-HEAVY 


CNEW! CONSTRUCTION 
Axle Stands 


> KEN-TOOL 


65% 
Overload 
Design 


Non-Tilt 


A size for every job... 
rugged, low-cost...more 
safety features. Wide tripod 
base eliminates rocking, 
even on rough or sloping 
floors... prevents tipping. 
Positive-locking, self-engag- 


ing lug. 

WILL NOT RELEASE 

UNDER LOAD! 

Built like a surveyor's tripod 

to eliminate rocking. Quick 

SELF-LEVELING delivery from your local 
TRIPOD DESIGN jobber. 

MFG. CO. 


KEN-TOOL 
AKRON 5, OHIO 
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Lawsuits Affecting Dealers ... 


Court Decisions 


By Leo T. Parker 


Attorney-at-Law 


ASE to a late higher 
court decision, an artisan’s lien 
becomes a first lien on an auto 
only after a mortgagee’s first lien 
is satisfied or 
cancelled. 

In Sun Finance 
& Loan Co. v. 
Hadlock, 163 N. 
E, (2d) 131, the 
testimony showed 
these facts: A 
man named Had- 
lock purchased a 
1954 Buick from 
Doraty Auto- 
mobile Co. on 

L, T. Parker March 18, and 
gave a note, secured by a chattel 
mortgage on the auto, Six months 
later Hadlock was involved in an 





accident causing extensive damage 


to the Buick, 
He called Klein Co. to tow the 
auto to its body shop and ordered 


the door is not ‘posting in a con- 
spicuous place.’ ” 
* * * 


Must Prove Allegations 


comes higher courts consist- 
ently hold that a damage suit 
will not be decided on “allegations” 
without positive evidence that such 
“allegations” represent actual facts. 

In Young v. Willys Motors, Inc. 
271 Fed. (2d) 209, the testimony 
showed that one Young purchased 
a new station wagon. 


Soon after he took possession 


Torsion-Bar Truck Seat 


Introduced by Bostrom 

MILWAUKEE.—A truck seat us- 
ing torsion-bar suspension has been 
introduced by Bostrom Corp. 

Called the Viking, the seat also 
has a shock absorber to prevent 
bottoming and topping and is ad- 
justable to three positions for driv- 
er comfort preference. 








it to make the repairs, the cost of 
which totalled about $650. Hadlock 
was notified that the work was 
completed but failed to call for the 
auto or pay the value of the work. 

Klein Co. retained possession of 
the auto, claiming an artisan’s 
lien against it for the amount of 
the repair bill. Nevertheless, the 
finance company took possession of | 
the automobile from Klein, 

In subsequent litigation, the 
higher court held that the Klein | 
lien was secondary to the lien | 
held by Doraty and the finance 
company, which purchased the 
note from Doraty, 

However, since the finance com- 
pany waived its lien, the Klein lien 
automatically became a first lien. 
The court said: 

“The common-law lien of Klein| 
was subject only to the chattel | 
mortgage of Sun Finance & Loan| 
Co. Klein did not waive his lien by | 
surrendering possession of the au-| 
tomobile it being taken from him| 
by force of law against which he 
had no power to resist. With the 
lien of plaintiff's (finance com- 
pany’s) mortgage waived by its ex- 
ecution . . . the artisan’s lien be- 
came the first and best lien.” 

* * ok 


Don’t Put Notice Under Deer! 


HIGHER court has held that a 

notice of a suit, or other docu- 
ment required by law to be served 
on the person being sued, is not a 
valid delivery when slipped under 
a door. 

In Assignment, Don Evans, Inc. 
157 N. E, (2d) 766, a state law 
was litigated which provides that 
notice of a suit shall be posted 
in a conspicuous place at the 
home of the party being served. 

In a suit involving an auto, this 
notice was slipped under a door. 

The higher court held the notice 
invalid and of no legal effect, say- 
ing: 

“Is placing same under door suf- 
ficient? The court believes not. The 
posting of the notice in a conspicu- 
ous place is to bring the matter to 
the attention of the owner, and all 
other interested parties of claim- 
ant’s rights. Placing same under 





Chrysler Appoints 


Regional Manager 


DETROIT.—A ppointment of 
Charles A. Folker as San Francisco 
regional manager for Chrysler and 
Imperial! Division has been an- 
nounced by E, M. Braden, Chrysler 
and Imperial gen- 
eral sales man- 
ager. 

Folker takes 
over responsibili- 
ties previously 
held by George C. 
Merrell, who has 
retired after a 45- 
year career in the 
automobile indus- 
try. 

Folker first 

©. A. Folker joined Chrysler 
in 1955 as San Diego district man- 
ager. After holding many Chrysler 
sales positions in the Western 
states, he was appointed San Fran- 
cisco assistant regional manager 
in 1958, 














and delivery, a serious accident 
occurred because, as Young al- 
leged, the brakes on the wheels 
of the station wagon suddenly, 
and without any previous warn- 
ing, became locked, causing the 
wheels to cease revolving and 
thereby causing the station 
wagon to violently skid, swerve 
and gyrate first to one side of the 
road and then to the other side, 
which finally resulted in the un- 
controlled station wagon skid- 
ding into a ditch. 

Young contended that the acci- 
dent was caused by mechanical 
trouble or by a defect in the auto 
itself attributable to negligence of 
Willys Motors, the manufacturer. 

The higher court refused to hold 
the manufacturer liable in dam- 
ages to Young, and said: 

“The mere happening of the ac- 
cident in this case in the circum- 
stances shown did not make out a 
case in plaintiff’s (Young’s) favor. 
There was no evidence that prior 
to and at the time of the accident, 
the brakes on the automobile lock- 
ed or were otherwise defective, nor 
was there any evidence of any 
other mechanical defect in the au- 
tomobile.”’ 





New Wrap-around Rear Window with more than 
twice the area. Wider Rear Seat accommodates 
three persons comfortably. Huge Luggage Com- 
partment has 23% more space. 
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New Air Vents and side-opening windows in rear 
provide ideal ventilation for all-weather comfort. 
Handsome New Instrument Panel and double- 
size glove compartment in new safety-padded 
dashboard. All as standard equipment! 


And remember, Saab is still the only car com- 
bining all the advantages of Wind Tunnel 
Design, Front Wheel Safety Drive, Armored 
Fuselage Body and Convertible Seating. 


Built by Sweden’s 
Leading Producer 
of Jet Aircraft 


*Suggested price, East Coast, P.O.E. 





...and a new compact Station Wagon! 





White's Buffalo Branch Changes Hands— 


N. W. Bodnar, seated center, completes transaction with officials of White Motor Co., 
establishing Buftalo White Truck, Inc., as distributor of White and Autocar vehicles 
in the Buffalo area. Bodnar bought White's Buffalo facilities, which he had managed 
for seven years. Others in the picture are: Seated, H. O. Hoffman, left, White vice- 
President and treasurer, and G. V. Brown, White general attorney. Standing, left to 
right, A. D. Edgerton, White secretary; N. O. Gresham, White Truck Division wholesale 
operations vice-president; H. J. Nave, White Truck executive vice-president; D. V. 
MacGill, Buffalo White Truck secretary, and J. S. McGrath, Cleveland regional credit 
manager for White. 





COMPETITIVE WITH $1,600 CARS BECAUSE THE COMPLETE PRICE OF $1,895* 
INCLUDES SPECIAL EQUIPMENT AND FEATURES NOT FOUND IN OTHER CARS. 


Announcing the 





5-seater Sports Sedan 





Choice franchises still available in some markets 


For details, phone or write SAAB Motors Inc., 405 Park Ave., New York 22, N. Y. 





RE SES AES SENN: 


————S—S—S ea 


— 





Ae rs 5 ee Te 


AUTOMOTIVE NEWS, OCTOBER 3, 1960 








ELECTRONICS VAN—Development of a 
electronics van which provides maximum 
cube and positive load contro! for hauling 
specialized electronic equipment as well 
as other delicate cargoes, has been an- 
nounced by Fruehauf Trailer Co., Detroit 
32, Mich. According to Fruehauf, this van 
has a 15-inch drop and uses 15-inch fires 
thereby elminating the need for wheel 
housings so that the operator can have a 
moximum cube trailer with straight 
through floor design back of drop for easy 
loading. The 40-foot unit with a 12-foot, 
six-inch overall height has 2,773 cubic 
feet of cargo space. The van can be built 
with any combination of roadside and 
curbside doors in standard widths of 42, 
60 and 96 inches. The solid plymetal rear 
doors with double, full height cam locks, 
have as standard a full 93-inch width by 
107Y%-inch height, it, is said. 


Elberfeld’s Jiffy-Lift 

Enters Export Market 
Elberfeld Mfg. Co., Elberfeld, 

Ind., has signed a long-term con- 


tract with Wayne Exports, Inc., 
Richmond, Ind., which provides a 


TRUCK NEW 


ity, self-propelled with a Briggs & 
Stratton engine. It is packed in 
minimum cube for export and it is 
designed for fast re-assembly. 

* 





TURN SIGNALS—Because of its large 
oval shape, the Dietz Class “A"’ turn sig- 
nal is said to be visible over great dis- 
tances. It is available in three models in 
either chrome or lacquered aluminum fin- 
ish: No. 225, double face with amber and 
red lenses; No. 220, single face with 
amber or red lenses, and No. 220-2, com- 
bination stop, tail and turn signal with 
red lens. The watertight light’s snap-grip 
acrylic lens and ‘O" ring gasket elimi- 





basis for future development of 
overseas markets for Elberfeld’s 
Jiffy-Lift. 

The Jiffy-Lift is a hydraulic load- 
er with 10,000 pounds lifting capac- 


nates the use of lens screws or retainers. 
Brass bulb socket and zinc die cast body 
are noncorrosive and rust-proof, it is 


claimed. R. E. Dietz Co., 225 Wilkinson 
St., Syracuse 1, N. ve 





PERSONALIZED TRUCK BODIES—Stoughton Body Co., MPM Corp., Stoughton, Wis., 
has introduced a truck body design featuring three-dimensional display signs. The 
corporation will build Ad-Van bodies in the shape of the product being sold, making 
for complete product identification. For instance, dairy trucks would use a body 
composed of their own personalized milk cartons. Potentialities are said to be un- 
limited. Beer cartons in the form of six-packs, soft drink bottles and cartons, vendor- 
vans, and many adaptations may be applied, according to the company. One of the 
advantages of the dairy Ad-Van is that the refrigeration unit may be installed in the 
top portion of the truck body, thus affording more carrying space, it is said. 





VERTICAL PANEL VAN BODY—The 1960 Unisteel ‘‘Coachmaster” allsteel, vertical 
panel van body has been announced by Unisteel Body Co., Galion, O. It is available 
in 12 to 24-foot lengths. The edges of the 16-gauge steel panels are shaped to form 
interior body posts. Another feature of the vertical panel construction is the individual 
panels that might be damaged in an accident can be replaced, it is said. The “Coach- 
master” is jig built, which means that all parts are precision assembled in a master 
framing jig, and repair or replacement parts are interchangeable with the original 
equipment. Rear end options include: Full-width and height rear doors; narrow single 
rear door; narrow double rear doors; four-piece rear doors; combination bumper step, 
ICC drop bumper, tailgates, rear curtain, scissors gate and chain gate. Curb or street 
side doors, with fully enclosed locking mechanism are also available. 





DUMP BODY-POWER GATE—The avail- 
ability of a dual purpose combination 
dump body and power gate unit, known 
as “Load-N-Dump" has been announced 
by Daybrook Hydraulic Division, Young 
Spring & Wire Corp., Bowling Green, O. 
Outstanding features of the unit are said 
to be a tailgate that works either as a 
standard dump body gate for dumping 
or a hydraulically powered platform for 
loading and unloading, and dual mount- 
ing of both the power gate and the dump 
body on one chassis. It is stated that 
“Load-N-Dump” loads or unloads with 
the Power Gate—which opens, closes, 
raises and lowers hydraulically. It dumps 
with a standard Daybrook twin hydraulic 


hoist. 
Oe hy 





POWER STEERING VALVES—A _ power 
steering valve for use on heavy-duty ve- 
hicles has been announced by Garrison 
Mfg. Co., 4609 East Sheila Sf., Los An- 
geles 22, Calif. The Garrison G-21 series 
valves incorporate patented hydraulic re- 
action, resulting in proportionate ‘‘feel,” 
greater stability, excellent recovery and 
smooth reliable performance, it is said. 
The series is offered in 1% and 1%-inch 
ball socket sizes and flows to 25 gpm. 

ae rs 





LAMP S— “Shock-proof” head or tail 
lamps for farm, construction, or other off- 
the-highway tractors or equipment have 
been announced by John W. Hobbs Divi- 
sion, Stewart-Warner Corp., 1826 Diversey 
Pkwy., Chicago 14, Ill. The lamps are 
available with no metal-to-glass contact 
in the retention of the beam element in 
the lamp. No retaining screws or clamps 
are employed; instead, the glass beam 
element is held in place by a neoprene 
ring. In addition, changing of the element 
is made quick and simple, the beam pat- 
tern is locked in position at all times, and 
90-degree indexing, which permits using 
the beam pattern in different positions, is 
made possible by locator notches on the 
inner diameter of the ring. Models are 
| available in the conventional 41-inch 
| (PAR-36) and 5%4-inch (PAR-46) sizes in 
three basic design types, the first being 
the belli shaped or pod type, and the 
other two of the flush variety. 

wae eS 


Luber-Finer Develops 
Low-Cost Filter Pack 


The development of a low-cost 
oil filter replacement pack has been 
announced by Luber-Finer, Inc., 











PRODUCTS 


2514 S. Grand Ave., Los Angeles, 
Calif. 

Designated the Regular Diesel- 
pak, it has been designed specific- 
ally for diesel truck operators 
whose maintenance schedules call 
for frequent oil and pack changes. 
The filter is said to give 4,000 to 
7,000 miles of filtration. 

. o* * ok 





VENTSHADE—Auto Ventshade, Inc., 187 
Courtland St., N. E., Atlanta 3, Ga., has 
introduced Ventshades for Mack, White, 
Chevrolet, International, Ford, GMC, 
Dodge and Jeep trucks. Made of stainless 
steel, Ventshades are said to be rustproof 
and rattleproof. With the unit, a window 
can be left partially open for air to 
circulate no matter how hard it rains, it is 
said. 











DUMP BODY—A truck dump body with 
extra strength at less weight has been 
marketed by Pamco, Inc., Oskaloosa, la. 
The body is said to feature a rugged 
understructure, welded one-unit floor, steel 
tapered side braces completely welded to 
the floor as one unit, 5-inch cross sills, 
6-inch channel gusseted stringers and a 
tail gate control above the catwalk. String- 
ers are tied in front and rear of the body 
for positive reinforcement, it is said. 
Pamco hydraulic hoists are available for 
all types of trucks. Body sizes availgble 
are: Length: 8 to 30 feet. Height: From 
20 inches. Width: 85% and 78 inches. 
Other sizes are gvailable. 


Remote-Control Starter 


By-Passes Ignition Switch 


Handi-Start is a starter and igni- 
tion switch in one unit which is 
said to permit a mechanic, by re- 
mote control, to crank an engine 
or to start it and run and stop it 
without having to use the car’s ig- 
nition key. 

It is offered by Simpson Electric 
Co., 5200-18 W. Kinzie St., Chicago 
44, Ill. 





TRI-AXLE ALUMINUM TRAILER—A Tri-Axle dumping trailer designed to carry a 
100 percent maximum coal payload in Ohio, Michigan and Illinois has been intro- 
duced by Ravens-Metal Products, Inc., 1300 Market St., Parkersburg, W. Va. Constructed 
for transporting 50,000 pounds of coal over public highways, the Ravens Tri-Axle 
weighs 10,900 pounds, enabling it to carry 10,000 pounds more payload than conven- 
tional steel units, it is claimed. The unit was made to allow the 50,000 pound pay- 
load and be within axle weights and maximum allowable gross weights. Three factors 
are said to contribute to achieving the design objective: Tri-Axle suspension with 
12 tires, all-aluminum 34 cubic yard capacity box, and all-aluminum frame. The alumi- 
num box is 27 feet long, with 56-inch high sides. The all-aluminum frame is 31 feet 
by 18% inches deep beam. The floor is of 3/16-inch plate, the sides of 5/-32-inch 
plate. Four-inch cross channels on 15-inch spacing were used on 6-inch box 





channel stringers, Dumping is achieved by a commercial hoist, 9-inch diameter by 
22.0-inch stroke. | 


* * * * * 





HIGHWAY-RAIL-SEA CONTAINER SYSTEM—Easy transfer of containers between rail 
cars and trailer chassis is one of the features of a compatible highway-rail-sea con- 
tainer system tested by Railway Express Agency, New York, N. Y. Express street tractor 
pulls skeleton semi-trailer chassis alongside Railiner containers on rail flat cars as 
four L-shaped arms of Travelift van carrier device are brought into position under 
20-foot container, preparatory to transfer lift to the trailer chassis for drive away of 
inbound containerized shipments to local express terminal. The containers, special tie- 
down bars on the flat cars, trailer chassis and the mobile Travelift device comprise 
the key elements of the system. The 8-by-8-by-20-foot containers were supplied by 
Railner, Inc., Birmingham, Ala. 
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Sales Conditions in Various Areas .. . 





Auto Market Reports 


Spokane 

The Spokane automobile business, 
new and used, has experienced 
moderate impact this fall from the 
establishment of a new missile base 
here. 

To balance some of this, however, 
the lumbering industry and the 
mines, barometers of the economy 
of this region, are down in produc- 
tion. In addition, the Kaiser Alumi- 
num & Chemical Corp. plant here, 
the largest commercial employer in 
the Spokane vicinity, has been run- 
ning from 60 to 80 percent of capac- 
ity. This is compared to a recent 
former 125 to 135 percent—the 
higher than 100 percent represent- 
ing overtime operation. 

The forward look toward 1961 
is highly optimistic at all levels 
of the auto sales industry here, 
however. While all dealers com- 
plain of “spotty” business, some 
report at least a 10 percent gain 
over this season last year. 

“The automobile business will be 
better as soon as the ‘panic’ opera- 
tors revert to sound selling prac- 
tices, and continue to sell that way,” 
one dealer said. 

Used-car stocks are down. Deal- 
ers say they are working with fewer 
cars than ever before and that 
deals are “closer.” 

“Actually, the used-car market 
has been tremendous,” one dealer 
said, adding that he turned his en- 
tire inventory in 18 days during 
August. 


—JANET WALLACE 
+. a * 


Miami 

Miami new-car registrations in 
August totalled 3,072; compared 
with an even 3,000 a month earlier. 

Total sales for the first eight 
months were 30,810, against 32,729 
for the corresponding 1959 period. 
Most of the loss has been accounted 
for by imports, which have now 
dropped to 14 percent of the mar- 
ket. 

By makes, August registrations 
were: Chevrolet, 550; Ford, 347; 
Falcon, 346; Pontiac, 191; Ram- 
bler, 163; Valiant, 150; Corvair, 
143; Oldsmobile, 124; Cadillac, 
118; Buick, 113; Comet, 100; 
Dodge, 90; Volkswagen, 80; Eng- 
lish Ford, 70; Plymouth, 66; Sim- 
ca, 47; Mercury, 41; Studebaker, 
41, and Chrysler, 29. 

Fiat, 28; Opel, 26; Renault, 18; 
Austin, 14; Lincoln, 13; Morris, 13; 
Sunbeam, 10; Mercedes-Benz, 8; 
MG, 8; Moretti, 8; Hillman, 7; 
Porsche, 6; Volvo, 6; DeSoto, 5; 
Imperial, 5; Metropolitan, 5; Tau- 
nus, 4; Vauxhall, 3; Jaguar, 2; Peu- 
geot, 2; Triumph, 2, and miscel- 
laneous, 4. 

New-truck registrations totalled 
274 in August, compared with 282 
the previous month. By makes, they 
were: Ford, 91; Chevrolet, 73; Inter- 
national, 44; GMC, 21; Volkswagen, 
17; Willys, 7; Dodge, 5; White, 5; 
English Ford, 4; Diamond T, 2; 
Mack, 2; Renault, 1, and miscel- 


laneous, 2. 
—Trescot GoopE 
*” + * 


Denver 

Denver dealers sold 1,042 new 
passenger cars in August, compared 
with 1,307 in the same month of last 
year—a decrease of 265 automobiles. 

There were 207 new trucks sold, 
against 273 in August of last year, 
a decrease of 66. 

August new-car sales by make: 


Seagrave Plans 
To Build Compact 


NEW YORK.—Seagrave Corp., 
producer of custom-built fire en- 
gines, has announced plans to make 
a compact car by October, 1961, 

President L. E. Roberts said Sea- 
grave would build the chassis for 
the compact and buy engines from 
Continental Motors, Muskegon, 
Mich. The car will have a 94-inch 
wheelbase. 

Roberts said the car would sell 
for less than $3,000 and that the 
sale of 20,000 to 25,000 units a year 
would make him “quite happy.” 
Roberts said Seagrave had acquired 
plans and rights to two prototypes 
from a Detroit firm. 
























Chevrolet, 318; Ford, 181; Ram- 
bler, 121; Falcon, 109; Pontiac, 
91; Corvair, 81; Oldsmobile, 81; 
Dodge, 54; Buick, 52; Valiant, 44; 
Plymouth, 43; Mercury, 43; 
Comet, 37; Cadillac, 28; Volks- 
wagen, 22; ‘Studebaker, 20; Chrys- 


Md. Dealers Mark 
20th Anniversary 


BALTIMORE.—The Golden An- 
niversary Banquet of the Automo- 
bile Trade Assn. of Maryland will 
be held Nov. 16 at the Emerson 
Hotel here. 

Past presidents of the association 
will hold a position of special honor 
during the banquet. Speaker will 
be Dr. Kenneth McFarland, of Gen- 
eral Motors. 

A business meeting and election 
of officers will be held in the after- 
noon. 


ler, 12; Volvo, 9; Lincoln, 6; 
Renault, 5; Austin-Healey, 4; Im- 
perial, 4; Porsche, 4; DeSoto, 3; 
Hillman, 3; Mercedes-Benz, 3; 
MG, 3; Simea, 3; Vespa, 3; Check- 
er, 2; Edsel, 2; English Ford, 2; 
Goliath, 2; Metropolitan, 2; Mor- 
ris, 2; Opel, 2; Triumph, 2, ‘Vaux- 
hall, 2, and 

Sale of new trucks by ale 
Chevrolet, 97; Ford, 55; Interna- 
tional, 14; Kenworth, 13; Willys, 
10; Dodge, 6; Divco, 4; White, 2; 
Volkswagen, 2; Studebaker, 1, and 


miscellaneous, 3. 
—Ira ALEXANDER 
+ * * 


Vancouver, B. C. 

New-car sales for the Vancouver 
(B. C.) area totalled 1,356 in August, 
compared with 1,630 for August, 
1959. 

For the first eight months, the 
totals were 13,569 for 1960 and 16,166 
for 1959. 
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Modern turbojet planes use up 
enough fuel in one hour to drive 
an auto 1% times around the 
earth at the equator. 





about 15 percent, used cars were 
off approximately 20 percent. Prices 
and profits have also declined on 
used cars, 


eee cee 


has led in former years, Wag sec- 
ond with 1,892, 

Registrations of other leading 
makes: Vauxhall, 960 (including 468 
Envoys); Volkswagen, 850; Austin, 
822; North American. Ford, 738; 
English  F Ford, 611; Falcon, 356; 
Dodge, 353; Plymouth, 345; Meteor, 
285; Valiant, 222; Corvair, 183, and 


Cadillac, 110. 
—F, H. Fu.verton 
+ + 


Nashville 

Compact-car sales accounted for 
24 percent of total new-car regis- 
trations in August in Nashville. 

Foreign-car sales amounted to 
more than 8 percent of the total. 

Chevrolet led the field with 266 
units and Ford followed with 122. 
The two combined accounted for 39 
percent of the new car market, 
based on registration figures. 

There were 870 registrations in 
August, exactly the same as in 
July. Truck sales fell, however, with 
83 registrations in August compared 
with 207 in July. 

Among the compacts, Falcon had 
77 registrations and Corvair had 40. 

Volkswagen was the leader 


Pontiac headed the new-car | among imports with 27 followed 
sales list for the eight-month pe- | by Renault with 14. 
While new-car sales were down! riod with 1,922. Chevrolet, which 


—Ep Goins 








A registration statement relating to these securities has been filed with the 
Securities and Exchange Commission but has not yet become effective. These 
securities may not be sold nor may offers to buy be accepted prior to the time 
the registration statement becomes effective. This shall not constitute an offer 
to sell or the solicitation of an offer to buy nor shall there be any sale 

of these securities or delivery of a preliminary prospectus in any State in 
which such offer, solicitation, sale or delivery would be unlawful prior to 
registration or qualification under the securities laws of any such State. 


> 623,750 Shares 
Automatic Radio Mfg. Co., Inc. 


> Common Stock, $1 Par 


Automatic Radio Mfg. Co., Inc. proposes to offer for sale to the public 150,000 
shares of its Common Stock (7% of the shares to be outstanding) and the prin- 
cipal stockholders in the Company propose to offer 473,750 shares (24%). The 
shares being offered by the Company represent new financing. 

The principal business of Automatic Radio Mfg. Co., Inc., is the manufacture 
and distribution of radios for use in automobiles, and also portable radios, various 
types of antennae, and automobile air conditioners. 

It is expected that sale of the shares to the public will commence in October, 
1960. Interested persons may now obtain from the offices listed below of Paine, 
Webber, Jackson & Curtis, Managing Underwriters, a preliminary prospectus de- 
scribing this offering and, when the registration statement becomes effective, 


a final prospectus. 


Paine, Webber, Jackson & Curtis 


BOSTON 
24 Federal St. 


NEW YORK CHICAGO LOS ANGELES 

25 Broad St. 209 S. LaSalle St. 626 S. Spring St. 
AKRON + ASHLAND + BEVERLY HILLS - CLEVELAND - COLUMBUS - CONCORD - DES MOINES - DETROIT 
DULUTH + ERIE - GARDEN CITY - GARY + GRAND RAPIDS - HARTFORD - HOUGHTON - INDIANAPOLIS 
LONG BEACH - LYNN - MARQUETTE - MERCED - MILWAUKEE - MINNEAPOUS - MUSKEGON + NEW YORK 
PASADENA - PHILADELPHIA - PROVIDENCE - ST. PAUL - SAN DIEGO - SAN FRANCISCO - SANTA BARBARA 
SANTA MONICA + SPRINGFIELD + VENTURA - VIRGINIA + WAUSAU + WINONA + WORCESTER 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports) 
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Nov. Dee. e March April May June duly 
Prices of '60s added and '52s dropped in December, 1959. Prices of '59s added and ’5is dropped in December, 1958. 


Figures alongside bars represent dollars. (Copyright, 1960, by Automotive News) 





















































Prices marked with an asterisk 57 Bel Air (8) 4-dr., $930°, '56 Fairlane (8) 2-dr., $620*%; 4-dr., | PACKARD—’55 Clipper 4-dr., $190*, $160* 
indicate a unit equipped with an ’56 Two-ten (6) station wagon, $675*; $360°; Custom (8) 4-dr., $590*, $385, (ps); (400) 2-dr, hardtop, $110* (ps). 
2-dr., $495; Two-ten (8) station wag- $375; Country Sedan (8) 4-dr., $450*,| PLYMOUTH—’57 Savoy (8) 2-dr., $650*; 
automatic transmission or over- on, $450*; Bel Air (8) 4-dr., $600*, $420*; Main (6) 2-dr., $200. Belvedere (8) 2-dr., $500* (ps). 
drive, and (ps) indicates power 'S5 Two-ten (6) 4-dr., $430, $300, $250;| 55 Country Sedan (8) 4-dr., $550* (ps),| 56 Plaza (8) 4-dr.,' §490%; Plaza (6) 
t f station wagon, $260; Two-ten (8) 4- $500* (ps); Fairlane (8) 2-dr., $475*; 2-dr., $300; Belvedere (8) 4-dr., $470*; 
. r., $160; Bel Air (6) 4-dr., $290. 4-dr., $150*%; Main (6) 2-dr., $350; Savoy (8) 4-dr., $330*; Suburban (6) 
+ . * ae oe 2-dr. hardtop, $785* Custom (8) 2-dr., $300, 2-dr., $220. 
(ps); ndsor 4-dr., $570* (ps). ’54 Custom (8) 2-dr., $365*. ‘55 Savoy (6) 4-dr., $290; Savo: 8) 4- 
DAY TONA BEACH, FLA. ‘32 touring conv., $185, MERCURY—'57 Monterey conv., $700* dr., $200. P rae 
Florida Auto Auction, Sale every Tues-| COMET—'60 Comet station wagon, $1,- (ps). PONTIAC—'59 Bonneville 4-dr. Vista, $2,- 
day. Prices are for sale of Sept, 20. 785. ’56 Montclair 2-dr. hardtop, $500*; Cus- 030* (ps). 
BUICK—’59 LeSabre 4-dr., $2,065* (ps).| DESOTO—'55 Firedome 4-dr., $180° (ps). tom 2-dr., $400 (ps); Monterey 4-dr.,| °57 Super Chief 2-dr, Catalina, $850* 
"58 Special 2-dr., $1,000°. DODGE—'55 Coronet (6) 2-dr., $245. $360°. oe 
57 Century 4-dr "'$800° (ps); Special FORD—’58 Thunderbird (8) 2-dr. hardtop, ‘54 Monterey 2-dr, hardtop, $100*. '56 Chieftain 2-dr., $360*. 
v., $725* (ps) ; $2,350* (ps), $2,200* (ps); Custom | NASH—’57 Ambassador (8) 4-dr., $540*. 55 Chieftain 4-dr., $325*, 
56 , ine alle. $665° (ps) 300 (8) 4-dr., $900* (ps); Fairlane (8) 55 Ambassador (8) 4-dr., $310*, ‘53 Chieftain conv., $125*; 2-dr, Cata- 
’55 Super 4-dr.. $550° (ps); Special ; 2-dr., $850*. OLDSMOBILE — '57 (88) 4-dr., $1,020* lina, $100*. 
conv., $450° (ps) , 57 Country Sedan (8) 4-dr., $1,000°,| (ps); (88) Super 4-dr., $875°. RAMBLER—'57 Custom (8) 4-dr., $675*. 
OAD ic_—’58 (62) 2-dr, hardtop, §2,- $810*; Country Sedan (6) 4-dr., $780; 56 (88) 4-dr. Holiday, $550* (ps); (88) 56 Super 4-dr., $380; Custom Cross 
a ot 4-dr., $2,000° (ps) Fairlane 500 (8) conv., $980*, $940*; 3 Super 4-dr, Holiday, $235°, Country, $375°. 
BT (60) Special ‘“4-dr. hardtop, $1,865* Fairlane (8) 2-dr., $630* (ps); Cus- 55 (88) 2-dr. Holiday, $420* (ps); (98) ‘55 Custom Cross Country, $230*, 
(ps), $1,800* (ps); (62) Coupe de tom (8) 2-dr., $515, 2-dr, Holiday, $325*, STUDEBAKER—'56 Champion (6) 2-dr., 


Ville, $1,430* (ps). 
'56 (62) Coupe de Ville, $1,315* (ps). 
55 (62) Coupe de Ville, $750* (ps); 4- 
dr., $560° (ps). 

OCHEVROLET—’'60 Impala (8) sport coupe, 
$2,225* (ps), $2,060* (ps), $1,890* 
(ps); Bel Air (8) 4-dr., $1,760*, $1,- 
665; Corvair (6) 4-dr., $1,310, $1,- 


305. 

’59 Impala (8) conv., $1,600* (ps). 
‘68 Brookwood (8) 4-dr., $1,085*; 
pala sport coupe, $1,060* 
conv., $1,000* (ps). 
57 Nomad (8) 2-dr., $1,165*; Bel Air 
(6) 2-dr., $1,025; 4-dr., $800; Bel Air 
(8) sport coupe, $915* (ps); Two-ten 
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AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—Neo Registration Fee 





$390. 
"64 Bei Air 2-dr., $325°*. 
’53 Bel Air 4-dr., $325 
CHRYSLER—'52 2-dr., $185*. 
DeSOTO—’58 Firedome 2-dr. hardtop, $1,- 
070* (ps). 
DODGE—'56 Coronet (6) 2-dr., $360. 
FORD—’'60 Galaxie (8) 4-dr. Victoria, $1,- 
975* (ps). 
"59 Galaxie (8) 2-dr. Victoria, $1,725° 
(ps); Custom 300 (8) 2-dr., $1,050. 
68 Fairlane 500 (8) skyliner, $1,350°; 
Custom 300 (8) 2-dr., $700 
'S7 Fairlane 500 (8) 2-dr. Victoria, $845° 


Oldest, Largest and Very Best 
Wednesday at Noon 


AUTO AUCTION 


19241 Dix—Toledo Highway—Route 25 
Just /. mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
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Colorado Auto Auction 














(ps); conv., $800* (ps); Country Se- PHONE: DUnkirk 
~ (6) 4-dr., $780* (ps); Custom (8) 4285 So. Santa Fe, siitictee, Colorado fe: 360s EXCLUSIVELY FOR AUTO DEALERS 
166 Custom (8) 4-dr., $455*; Main (8) - ITCO INSURED PICKUP AND 
Bb Cumsm (8) Qndr., $465. SALE EVERY TUESDAY al! ss DELIVERY SERVICE 
= Imperial 4-dr., $1,715* 11:00 A.M. 
MERCURY—’60 Monterey 4-dr., $2,000*. | George A. Lamb Norman Early m MINIMUM RATES 
e issue auction checks— 





OLDSMOBILE—’59 (98) 2-dr. Scenic, $1,- Owners & Operators 





Flint Auto Auction, Inc. 
FLINT, MICHIGAN 





Guarantee titles. 






920° (ps); (88) Super 4-dr, Holiday, 
$1,890* (ps). MILL NACE, General Manager v tes 
68 (88) 4-dr, Holiday, $1,215* (ps). Dealers Only i aboeivaly Beaters Dual Lane Sale—4 Auctioneers 
‘657 (88) Super 2-dr, Holiday, $815*; ter Fane i ° oe RING" 2 lines running simultane- tochneaih 
enue smmraee Rapere v. AUCTION INSURANCE AGENCY, 


(88) 4-dr. Holiday, $800* (ps); 4-dr., 





Conveniently located in the heart of the 


automobile world. a Se 





me 

























5b (08) pear, Holiday, $535* (ps). 

PLYMOUTH" Bein waere” (8) conv. $i: CONNECTICUT ; Ton acres of completely fenced parking EVERY a 
‘Or Baroy (0) Sears asso NEW ENGLAND'S OLDEST | © Fisndiy raiotions prevail at all times, CALDWELL TOWNSHIP, N. J. 
os Some eee” AND BEST : Sena — CApitol 8-0100 for Reservations 








'53 Cranbrook 4-dr., $145. 


Dealers Auto Exchange in our I4th year 
PONTIAC—’60 Bonneville 4-dr. Vista, $2,- of conti 


nuous operation. MICHIGAN'S FINEST SALE 





















cae* Gan! Ventura 4-dr, Vista, $2,-| $ele every Wednesday - 11:00 AM. | 12:00 SALE EVERY WEDNESDAY NEW YORK 
R—'60 American (6) station SOUTHERN AUTO SALES, INC. M. D. ‘itcCotlem, Vice-President and Mana 
(Wagon, $1,325, Warehouse Point, Conn. 3711 Western Road Phone CEder 2-318) | TROY—T. Auto Auction, Inc., Box 
aes or Cae Cues, &- 460, RD 4 Insured checks & titles. 
65 Super Cross Country, $400. Every urs. 12:30. 
STUDEBAKER—'60 Lark (6) 4-dr., $1,- FLORIDA NEW JERSEY 





DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


075. 
‘69 Lark (6) 4-dr., $860. 
MISCELLAN 


EOUS—’59 Ford Ranchero, OVER 


600 






$1,050. 
’56 Ford truck, $600. 3 


Dealer Aute Auction 







54 Ford truck, $240. OO 
ALBANY “quality” auction. 12 Noon, Thurs- lait wae Crary eee ph pa 





Tim Anspach Dealer’s Auto Auction. LANES 


Bale every Monday, Prices are for sale of 
Sept. 19. Car prices were again slashed 
except on the real cream of the crop offer- 
ings and there were not a great many real 
top cars offered, Sold 192 cars from 146 
consignments. 
BUICK—'58 Special 4-dr., $1,250°. 
‘S57 Century Estate Wagon, $790°; 
cial 2-dr. Riviera, $690°, 


W. Palm Beach Fairground. All Titles and Checks Guaranteed 


MARYLAND 


_ —— Air ae sae Auction. Ti- 
ies, checks guarant 
ed. Thur., 12 noon. Eeublished 1947, 


day. W 







LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 
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aT Teta ate) a | 





Spe- 





NORTH CAROLINA 






"85 Special -d., $200 i tear. Riviere — sph hhahtahee adn belong RALEIGH M 
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CADILLAC—’60 (62) conv., $4,600*° (ps). 

'S7 (60) Special 4-dr, hardtop, $1,790* 
(ps); (62) 4-dr., $1,660*° (ps). 

CHEVROLET—'59 Parkwood (8) 4-dr., 


checks guaranteed. Mon. 10 A. M. 





19745 RALST 
(Rear of 19600 Woodward, Detroit) 
TWO SALES WEEKLY 











’ 9d ; Bel Ai 8) 4-dr., $1,- 

400"; Bal” Ait (8) 4dr. 1.400%, $1.- Tuesday and Friday at 12:30 SUaEEEEEUEE EE DEISInEEEaRIGEEEEEEEEEEEEED 
sok -dr., $1,250°; Bel Phone: TO 9-4660 . UuUCA D. the Dealers AKRON—A-1 Auto Auction, U. S. 224, 
ur ‘ep ate, $1,005" ‘ibeys Delray (6)| ©, Simpson, Pres—Sam Goodman, Mgr. Leading Auto Aucti PL 3-6643, Titles, Checks guaran- 

teed. Ea. week, Tues., Thurs., 12:30. 





2-dr., $825. 















$165°. 
aoe igang Reo school bus, 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of Sept. 20. Buy- 
ing enthusiasm still brisk, Sharp cars in 
very good demand. Prices holding. 


BUICK—'59 LeSabre 4-dr., $1,610* (ps). 
‘58 RM 4-dr,. Riviera, $1,430* (ps); Su- 
per 4-dr. Riviera, $1,360* (ps); Special 
2-dr., $1,075*; 4-dr., $980*%; Limited 
4-dr, Riviera, $1,000* (ps). 

'57 RM 2-dr. Riviera, $960*; 4-dr, Rivi- 
era, $775* (ps); Century 2-dr. Riviera, 
ol (ps); Special 4-Jr., $750* (ps), 

70. 

56 Century 2-dr, Riviera, $640* (ps); 
Special 4-dr, Riviera, $525*; 2-dr. 
Riviera, $475* (ps), $340* (ps), $230*; 
2-dr., $350. 

CADILLAC—’58 (62) 4-dr. hardtop, $2,- 
270° (ps). 

'S7 (62) 4-dr. hardtop, $1,700* (ps), 
$1,585* (ps), 

’56 (60) Special 4-dr, hardtop, $1,185* 
(ps); (62) 4-dr. hardtop, $1,080* (ps); 
Sedan de Ville, $975* (ps). 

CHEVROLET—’60 Impala (8) conv., $2,- 
200* (ps); Bel Air (8) 4-dr., $1,870* 
(ps), $1, 840° (ps), $1,825* (ps). 

’59 Corvette (8) conv., $2,375, $2, 280; 
Impala (8) conv., $1,790* (ps); Park- 
wood (8) 4-dr., $1,525* (ps); Brook- 
wood (6) 2-dr., $1,445* (ps); Bel Air 
(8) 4-dr., $1,425*, $1,385* (ps), §$1,- 
360*, $1,300*, $1,205; Bel Air (6) 4- 
dr., $1,410*, $1,400*, $1,390*, $1,375*, 
2 at $1,300, $1,280, 2 at $1,275, $1,- 
ase $1,230; Biscayne (6) 4-dr., $1,- 

*58 Brookwood (8) 4-dr., $1,230*; Brook- 
wood (6) 4-dr., $1,125, $1,120, $1,- 
100, $1,040; Impala (8) conv., $1,400* 
(ps), $1,250* (ps); Bel Air (8) 4-dr., 
$1,145* (ps), $1,130* (ps), $1,040* 
(ps); Biscayne (8) 4-dr., $1,075* (ps), 
$1,050*, $1,035*; Biscayne (6) 4-dr., 
$950°, '$945°, $930°, 

’57 Bel Air (8) sport coupe, $975; Two- 
ten (8) sport coupe, $970* (ps); Two- 


ten (6) sport sedan, $860*; One-fifty 
(8) 4-dr., $675* (ps), 
’56 Bel Air (8) 4-dr., $660*, $605*; Bel 


Air (6) 2-dr., $510, 

'55 Two-ten (6) 2-dr., $390. 

’54 Two-ten station wagon 4-dr., 
4-dr., $155; 2-dr., $160°, 

’53 Two-ten 2-dr., $140, $130. 
CHRYSLER—’58 NY 4-dr., mo 330° 
Saratoga 4-dr., $1,180* (ps). 
’57 NY 2-dr. hardtop, $1,070* (ps). 

'52 NY Deluxe conv., $120*, 
DeSOTO—’58 Firedome 4-dr., $1,060*. 
’57 Fireflite 4-dr., $830*, 
$520* (ps). 
(8). 2-dr. hardtop, 


$285; 


(ps); 


'56 Firedome 4-dr., $540*, 
DODGE—’58 Coronet 
$1,000* (ps). 

‘57 Coronet (8) 4-dr., $700* (ps); 
tom Royal (8) 4-dr., $855*. 

’56 Coronet (8) 4-dr., $520* (ps). 
’55 Coronet (8) Suburban 2-dr., $185*. 
FORD—’59 Galaxie (8) 4-dr. Victoria, $1,- 
610* (ps); Custom 300 (8) 4-dr., $1,- 
200* (ps); Custom (8) 4-dr., $1,125; 

Ranch Wagon (8) 4-dr., $1, 105*, 

58 Fairlane 500 (8) 2-dr, Victoria, $1,- 
045* (ps); Ranch Wagon (8) 4-dr., 
$820. 

’57 Custom (8) 2-dr., $550* (ps); Cus- 
tom (6) 4-dr., $485*; Custom 300 (6) 
2-dr., $550*. 

56 Country Sedan (8) 4-dr., $425, $405*, 


Cus- 


$260 
55 Custom (8) 4-dr., $175*. 


’54 Custom (8) 4-dr., $200*%; Main (6) 
4-dr., $130. 
IMPERIAL—’57 Imperial 2-dr, hardtop, 
$1,200* (ps). 
’56 Imperial 4-dr., $780* (ps). 
LINCOLN—’57 Premiere conv., $1,170* 
(ps). 
'56 Premiere conv., $850* (ps); 4-dr., 
$415° (ps). 
MERCURY—’59 Montclair 4-dr., $1,600* 
(ps). 
’58 Monterey 4-dr., $980*; Montclair 2- 
dr, hardtop, $910*. 
'57 Commuter 4-dr., $790* (ps). 
’56 Montclair conv., $430* (ps). 
’55 Montclair 2-dr., $325* (ps); Mon- 
terey 4-dr., $275, 
"54 Monterey’ 4-dr., $170*. 
ee mae — '59 (88) 4-dr., $1,660* 
ps). 
+58 P88) Super 4-dr., $1,390* (ps). 
’57 (88) Super 2-dr. Holiday, $1,060* 
(ps); (88) 4-dr., $830° (ps). 
’55 (88) Super 4-dr., $500*. 
PLYMOUTH—'59 Fury (8) 4-dr., $1,290*° 
(ps); Savoy (8) 4-dr., $1,125* (ps), 
$1,000, $900*; Belvedere (8) 4-dr., $1,- 
100°. 
'58 Belvedere (8) 4-dr., $710*; Plaza (8) 
2-dr., $640*. 
57 Belvedere (8) 4-dr., $680; Savoy (8) 
4-dr., $520°; 2-dr., 5°. 


"55 Savoy (8) ‘4-dr., $245. 
‘54 Belvedere (8) Suburban 4-dr., 
PONTIAC—'59 Star Chief 4-dr., 
(ps). 
"58 Chieftain 2-dr., $930*. 
'57 Chieftain 2-dr., $650* (ps). 
’56 Chieftain 2-dr, Catalina, gez0° (ps), 
$450°; Star Chief conv., $495 
"55 Chieftain 2-dr, Catalina, $300°. 
'54 Chieftain 4-dr., $100. 
'53 Chieftain (8) 2-dr, Catalina, $120*. 
RAMBLER—'59 American (6) 2-dr., $1,- 
050° (ps). 
58 Custom (6) Country 4-dr., 
$1,090° 
(6) 
(6) 


’57 Custom 

$41 
MISCELLANEOUS—’'58 Chevrolet %-ton 

panel, $875; Carryall, $820, 

'57 Chevrolet pickup, $655. 

’56 Chevrolet sedan delivery, $225. 

'55 Ford 1-ton, $410. 

’53 Chevrolet pickup, $210; 2-ton, $210. 


FLINT 


Flint Auto Auction, Sale every Wednes- 
day, Prices are for sale of Sept, 21. Sold 
216 cars from 351 consignments, 
BUICK—'60 Invicta 4-dr. hardtop, $2,700* 


$245. 
$1,840° 


Cross 
Cross Country 4-dr., 


Cross Country 4-dr., 


(ps); LeBabre conv., $2,600* (ps), 
$2,580* (ps); 4-dr,. hardtop, $2,550° 
(ps), $2,465* (ps); 4-dr., $2,220°; 2- 


r., $2,515* (ps). 

‘59 LeSabre 2-dr. hardtop, $1,965* (ps), 
$1,825* (ps); 4-dr., $1,720* 

‘58 Super 2-dr. Riviera, $1, 425° (ps); 
2-dr., $920°; Estate Wagon 4-dr., $1,- 
400* (ps); 4-dr, Riviera, $1,145*, 

’S7 Super b-ar. Riviera, $1,100* (ps), 
$830°, $650° (ps); 2-dr., $530* (ps); 
RM 4-dr., $1,025* (ps); Century 
conv., $1,020* Age: Special 2-dr, Riv- 

. 


fera, $950°, $925°. 
‘66 Special 2-dr. Riviera, $600*, $425°; 


(Continued on Page 36, Col. 3) 
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New Body Has Sculptured Sides... 





761 Olds Is Shorter, Narrower 


imparting a sleek, rocket-like ap- 
pearance. 


What's New: 


New body and frame .. . wind- ie 8 
shield dogleg eliminated . , . more [HE windshield dogleg has been 
- headroom in hardtops . . . length eliminated, and the roofline is 


and width of all models reduced 
. . . transmission tunnel lowered 
- + « improved suspension . 
lighter Hydra-Matic transmission 

. larger engine in Dynamic 88 
models. 


new, Eight roof designs are used 
on the various models. 

The 98 series has a slightly dif- 
ferent roofline, grille, side molding 
and rear-end treatment to identify 
it as the top of the line. 

Dynamic 88 and Super 88 mod- 
els are 5% inches shorter than 
last year, and 98s are three inches 
shorter. All are 3% inches nar- 
rower than their ’60 counterparts. 

Wheelbase of the two 88 series 
is 123 inches, and the cars are 212 
inches long, 77.2 inches wide, and 
55.8 inches high. Series 98 dimen- 
sions are: Wheelbase, 126 inches; 
length, 218 inches; width, 77.2 
inches, and height, 56.6 inches. 

Displacement of the Dynamic 88 
engine has been increased from 
871 to 394 cubic inches. Compres- 
sion ratio is 8.75 to 1, and horse- 


* * * 


HE ’61 Oldsmobile, which goes 
on sale Thursday (Oct. 6), in- 
corporates the greatest styling and 
design changes to be introduced by 
the division in several years, ac- 
cording to General Manager Jack 
F. Wolfram. 
The car has a new body and 
frame, improved suspension and a 


By Martin L. Whitmyer 
Staff Writer 

National and regional automotive 
television advertising, net time and 
talent, will top $75 million in 1960, 
up more than 25 percent over a year 
ago, the Television Bureau of Ad- 
vertising forecasts. 

In the first six months of 1960, 
network gross time billings for 
automobiles alone totalled $22,- 
228,114 against $19,196,000 in the 
like period a year ago. Spot tele- 
vision gross time billings for the 
first six months of 1960 were 
$9,552,000, against $4,830,000 in the 
January-June 1959 period, accord- 
ing to TvB-Rorabaugh. 

Total national television gross 
time billings in 1960, first six 
months, were $31,780,114 compared 
with $24,026,000 in 1959, an increase 
of 32.2 percent. Of the total gross 
time billings, more than four of 
every 10 dollars spent went to com- 
pact car advertising, TvB noted. 

The year 1960, TvB said, marks 
a great change in automotive ad- 
vertising on television. On network 
television, automotive advertisers 
are represented on at least 20 reg- 
ular programs this season, nearly 
double the total last year. 

Network and national spot gross 
time billings in the first six months 
of 1960 for automotive advertising 
including parent company and 
dealers, totalled $10.5-million for 
General Motors Corp.; $8.4-million 
for Ford Motor Co.; $6.5-million for 
Chrysler Corp. and $2.0-million for 
American Motors, the bureau said. 
* + * 


Moment of Truth Needed 


Playing loose with the truth may 
be an easy way out for business 
clients, their agencies and media, 
but it also can ultimately represent 
the way out of business for all 
three who must share the responsi- 
bility for false or misleading adver- 


Olds Accel-A-Rotor— 


Oldsmobile’s lightweight Hydra-Matic 
transmission features an Accel-A-Rotor, or 
fluid torque multiplier (left). At right is 
the driven coupling of the transmission. 
The company says the Accel-A-Rotor gives 
the transmission smooth and lively per- 


formance. 
7 + + 


lighter Hydra-Matic transmission. 
The new models are shorter and 
narrower than the ’60s, but interior 
space has not been trimmed. 

Joining the Dynamic 88, Super 
88 and 98 in the showrooms 
Thursday will be the compact 
F-85, giving Oldsmobile dealers 
an entry in the low-priced field 
as well as the medium 

The ’61 Oldsmobile has a recessed 
grille flanked by dual headlights. 
Sculptured sides are the chief styl- 
ing feature of the new body. The 
sculpturing extends the length of 
the car and is tapered at the rear, 


Chevrolet Names 
6 New Managers 


DETROIT.—Six field promotions 
to follow the retirement of A. J. 
Sawyer as assistant manager of the 
Southeast Region Oct. 1 have been 
announced by K. E. Staley, general 
sales manager of Chevrolet. 

Executives involved are as fol- 
lows: S. R. Browder, Jacksonville, 
Fla., zone manager, to succeed 
Sawyer; C. E, Olsen, Charlotte zone 
manager, to succeed Browder; P. 
C. Loehr, Richmond zone manager, 
to succeed Olsen; J. H. Kirkpatrick, 
Buffalo city manager, to succeed 
Loehr, and T, T. Brown, assistant 
manager of the truck department, 
to succeed Kirkpatrick at Buffalo. 


"61 Olds Features Sculptured Sides— 

Side-panel sculpturing of the ‘61 Oldsmobile extends the length of the car. The 
sculpturing is tapered at the rear, imparting sleek, rocket-like appearance. The ‘61! 
models are 3% inches narrower and three to 5 inches shorter than last year's. 


TV Budgets Up 25 Pct. ... 


Auto Advertising 









power is 250. Regular-grade gas- 
oline is specified. 
7 * * 

HE other models utilize a “Sky- 

rocket” engine with a new cam- 

shaft design. Compression ratio of 
this premium-fuel unit is 10 to 1; 
horsepower is 325, and displace- 
ment is 394 cubic inches. The Sky- 
rocket engine is optional at extra 
cost on Dynamic 88s. 

A new lightweight Hydra-Matic 
transmission is standard on 98s and 
optional on other models. It has 
“Accel-A-Rotor” action, 
torque multiplier that operates as 
first gear. 

Wolfram said Accel-A-Rotor 
gives smooth and lively getaway 
performance and blends into nor- 
mal Hydra-Matic operations as 
the car gains momentum. 

The new automatic transmission 
is 70 pounds lighter than last years. 

This made possible a reduction in 
the size of the floor tunnel. Wolf- 
ram said the tunnel is 25 percent 
smaller than the ’60 version and 



































tising, according to W. D. Moore, 
director of advertising and sales 
promotion for Dodge. 

Speaking before the Los An- 
geles Advertising Club, Moore 
said, “Every moment in our busi- 
ness is—or should be—a moment 
of truth.” 

Moore said that playing light with 
facts, engaging in nonsensical 
superlatives, phoney comparisons, 
half truths, misdirection, emotional 
double-talk, and outright lies in ad 
copy is, in the end, expensive. 

Conversely, Moore said, “truth is 
pure advertising power, far more 
effective than anything else I know, 
and the most economical and effec- 
tive way to get the job done.” He 
also said that “all the creativity in 
the world won't sell a bad product 
twice!” 

Moore criticized the ad trade for 
failing in the area of “believability,” 
advising that readers, viewers and 
listefiers must believe, must be con- 
vinced that products are everything 
claimed and will do everything 
stated. 

Noting that this was a time for 
self-appraisal, not self-praise, 
Moore said: “It’s time to write 
brighter, shorter, tighter copy. Hon- 
est, sincere stuff. Facts, not fancy.” 

* * * 


Fafnir Picks Publicist 


Fafnir Bearing Co., New Britain, 
Conn., manufacturer of precision 
ball bearings, has appointed Bozell 
& Jacobs, Inc., to handle product 
publicity. 






































Acomb Gets Carrier Account 


Robert Acomb, Inc., Cincinnati, 
has been named advertising agency 
for Interstate Dispatch, Inc., Chi- 
cago motor carrier purchased re- 
cently by Wilson Freight Forward- 
ing Co., Cincinnati. 

o * © 
Dodge Magazine ae. 

Dodge News magazine, 
lished by Dodge and siettibeced 
coast to coast by the company’s 

dealers, is observing its silver 
anniversary. The magazine, pub- 
lished continuously since its 
founding in 1935, is the oldest 
sponsored automobile owner mag- 
azine in point of continuous serv- 
ice. 

First issues of the magazine 
were distributed by some 1,200 
Dodge dealers to their service 
customers and car-buying friends. 
Initial circulation was near 250,- 
000 copies. Today, Dodge News is 
distributed by nearly 2,000 deal- 
ers and reaches 750,000 homes 
every month. 


* * * 


Pontiac on TV Oct. 6 


Victor Borge will star in an ABC- 
TV hour-long comedy-w it h-music 
special for Pontiac from 9:30 to 
10:30 p.m. (E.8.T.) Thursday, Oct. 6. 















Oldsmobile offers 18 models for 


Burke Switches 
To Dodg 
With Olds 9 Years 


Oldsmobile’s Guard-Beam Frame— 


The '61 Oldsmobile has a new Guard-Beam frame with box-section beams for great- 
er rigidity. Lubrication points have been reduced from 12 to four in the redesigned 


front suspension, and the rear suspension is a new four-link stabilized coil design. 


* * * * * * 


61, compared with 17 last year. The 
newcomer is a Series 98 four-door 
hardtop with a sloping roof. The 
flat-roof hardtop also is offered. 
Here is Oldsmobile’s model lineup: 


Dynamic 88— four-door sedan, 
two-door sedan, four-door hardtop, 
two-door hardtop, convertible, four- 
door two-seat station wagon and 
four-door three-seat station wagon. 


Super 88—four-door sedan, 
two-door hard- 


four-door hardtop, 
top, convertible, four-door two- 
seat station wagon and four-door 
three-seat station wagon. 
98—four-door sedan, four-door 
hardtop (sloping roof), four-door 
hardtop (flat roof), two-door hard- 
top and convertible. 


U. C. Building 
Resembles 
A Mushroom 


BUFFALO, — Unusual architec- 
ture features a building erected on 
the used-car lot of Al Ives Ford. 

The working area for this used- 
car operation igs circular and is set 
atop a “stem” about eight feet off 
the ground, similar to a mushroom 
cap sitting on its stem. 

The working area was elevated 
to leave as much area as possible 
for the display of used cars. Five 
additional cars can be displayed. 

The “stem,” which is 16 feet in 
diameter, accommodates a circular 
stairway leading to a working 
area. The upper area has a diam- 
eter of 32 feet and a circumference 
of 100 feet. It is arranged in the 
manner of a wheel, with a lavatory 
at the “hub,” and seven offices and 
two customer lounges around the 
perimeter. 

Offices are six feet wide at the 
inside wall and 12 feet at the out- 
side wall, Each is 7% feet deep. 
Each hag its own set of small win- 
dows, modern light fixtures, two- 
way speaker system hooked up to 
the used-car manager’s office, and 
independent electrical heating unit. 

Another unusual feature of the 
lot setup is the lighting arrange- 
ment. There are 15 light standards 
around the perimeter of the lot. 
Each has one long arm 
up and out, and a shorter one 
sweeping back and up. On each 


50 percent smaller than the ’'59 
hump. 

More rubber cushioning is used 
in the suspension system, and Wolf- 
ram said that a new “Twin-Tri- 
angle” stabilized coil suspension in 
the rear improves stability and 
handling. 


WO rubber-mounted links on 

each side connect the axle and 
differential to the frame siderails. 
The outer links transmit driving 
and braking forces, and the inner 
links eliminate side sway. The coi) 
springs are mounted directly over 


cation have been reduced from 
12 to four. 

The ’61 models have a vertically 
mounted 20-gallon fuel tank. Wolf- 
ram said the deeper tank improves 
fuel-gauge accuracy and permits 
a deeper trunk compartment. 







einN. Y.; 


NEW YORK.—Dodge has an- 
nounced opening of a new dealer- 


called Burke Dodge, 
showroom facilities at 1710 Broad- 
way and service, storage and 
makeready shops on W. 57th St. 


Jack Seeh, Dodge New York re- 
gional manager and Bill Burke, 
president of Burke Dodge, an- 
nounced signing of the new fran- 
chise. 

Burke will handle Dodge cars 
and trucks at the 200,000 square 
feet of service and showroom fa- 
cilities. Burke announced that his 
sales manager will be Phil Rosen- 
haus, formerly with another Dodge 
dealer in the area, and his service 
manager will be Pat Russo. 

Burke has been at his present 
location for nine years, with Olds- 
mobile, and before that was a deal- 
er in Brooklyn, 

Seeh noted that Burke is the 10th 
new Dodge dealer signed in the 
New York region since January, 
and the franchise brings to 145 the 
number of Dodge dealers in the re- 
gion. 


arm are four powerful spotlights 
mounted on swivels, 


8 Shes ae te iY 
Pe 


Oldsmobile Has 4 Wagons for ‘61 

Four station wagons are included in Oldsmobile’s lineup of 18 models for ‘61. 
Four-door wagons with either two or three seats are available in the Dynamic 88 
and Super 88 series. There's also a pair of wagons in the new F-85 line. The F-85 
and standard Olds go on display Thursday (Oct. 6). 








SS 




















AUTOMOTIVE NEWS, OCTOBER 3, 1960 





| Cc TFT . 
eis |  — ban. > 
ee ee eee ee 


TeV 1 cL OM) 264 AVN E 


IMOT!I 


i 


TAILORED-TO-FIT Enoch set contains all components for 
, complete replacement of mat panels 


COLOR-KEYED Available in colors and patterns 
to compliment interior trim. 















Made from 


Vinyl Automat 


ECONOMICAL 
Low in cost. Pre-cut to save 
costly labor charges. Quickly 
installed by anyone. 


INDIVIDUALLY BOXED 
Complete with Clearly labeled for easy 
Adhesive & Applicator identification. 


THE 


for CAR RECONDITIONING 


lat 


THE WHELAND COMPANY 
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EDBRO Lightweight, Heavy-Duty Hydraulic Hoists 
Increase Your Payload 10 to 20%! 


The Lightest, Heavy-Duty Hoists— 
COMPACT, POWERFUL 


The Lift Is Where The Leverage Is— 

-FRONT END 

The Weight Is Where You Want It— 

UP FRONT 

Fewest Number of Working Parts— 

REDUCED MAINTENANCE 
Single or twin ram hoists available in complete 
range of capacities for trucks, trailers, pickups. 
Write for full details. Dealer Inquiries Welcome. 


EDBRO PATENTED HOISTS 


ONTARIO EQUIPMENT, INC. 
ROUTE 66 AND GRAND AVENUE, McCOOK, ILLINOIS 
PHONE: Hickory 7-3113 CHICAGO LINE: Bishop 2-2676 


















Used-Car Auction Prices 





(Continued from Page 34) 


2-dr., $475*; Century 4-dr., $500* 
(ps); RM 4-dr., $345* (ps). 

"55 Super 2-dr., $530* (ps); Century 2- 
dr., $350%; Special 2-dr. Riviera, 
$305*; 4-dr., $295*. 

'54 Special conv., $245* (ps); RM 4-dr., 
1 ° 


$100°. 

‘53 Special 4-dr., $130*. 
CADILLAC—’55 (62) 4-dr., $575* (ps). 
CHEVROLET—’60 Impala (8) sport coupe, 

$2,285*, $2,130°; 2-dr. hardtop, $2,- 
245*, $2,240* (ps); Impala (6) sport 
sedan, $2,200* (ps); Biscayne (8) 2- 
dr., $1,405*; Corvair (6) 4-dr., $1,- 
330*. 

"59 Kingswood (8) 4-dr., $1,975* (ps), 
$1,790* (ps), $1,765* (ps); Impala (8) 
4-dr. hardtop, $1,850* (ps), $1,635* 
(ps); sport coupe, $1,770*, $1,745", 
$1,610*; Bel Air (8) 4-dr. hardtop, 
$1,675*, $1,670° (ps), $1,650* (ps); 
4-dr., $1,630* (ps), $1,415*, $1,270; 
Bel Air (6) 2-dr., 
150; Parkwood (6) 
Brookwood (6) 4-dr., 
Biscayne (6) 2-dr., 
$1,265, $1,240, $1,185. 

58 Impala (8) 2-dr, hardtop, $1,450*; 
Bel Air (8) 4-dr., $1,175* (ps), $1,- 
100* (ps); 4-dr. hardtop, $1,150* (ps); 
2-dr., $980*; Biscayne (8) 4-dr., $1,- 
165*, $1,075* (ps), $1,060* (ps), $1,- 
025*; 2-dr., $1,075*; Biscayne (6) 2- 
dr., $1,050*, $1,020; Brookwood (6) 
4-dr., $1,010. 

’57 Bel Air (8) sport coupe, $1,150*, 
$995* (ps); Two-ten (8) station wag- 
on 4-dr., $930*, $800*, $720; 2-dr., 
$800*, $720*, $675°. 


4-dr., 
$1,575", 


$1,400*, $1,270, 


56 Bel Air (8) 2-dr. hardtop, $550* 
(ps); Two-ten (8) station wagon 4- 
dr., $520°; 4-dr., $420; 2-dr., $250; 


Two-ten (6) 4-dr., $480, $300; station 
wagon 4-dr., $455*; 2-dr., $355; One- 
fifty (6) 2-dr., $500; 4-dr., $350. 

55 Two-ten (6) 4-dr., $400; Bel Air (8) 


4-dr., $390°. 
DeSOTO — ‘58 Firesweep 4-dr., $1,100* 
(ps). 


’57 Firedome 4-dr. hardtop, $1,070* (ps). 
'55 Fireflite 4-dr. hardtop, $420* (ps). 
’54 Firedome 4-dr., $105*. 

DODGE—’59 Coronet (8) 2-dr., $1,330. 

’58 Coronet (8) 4-dr. hardtop, $780*; 4- 
dr., $780*. 

’57 Coronet (6) 4-dr., $400. 

’55 Coronet (8) 2-dr., $420*; 4-dr., $180. 

EDSEL—’58 Pacer (8) 4-dr. hardtop, 
$830* (ps). 

FORD—’60 Country Sedan (8) 4-dr., $2,- 
255° (ps); Galaxie (8) 4-dr., $2,025* 
(ps); starliner, $2,005* (ps); Ranch 
Wagon (8) 4-dr., $1,690; Ranch Wag- 
on (6) 2-dr., $1,660; Fairlane (8) 2- 


dr., $1,665; Falcon (6) 4-dr., $1,545, 
$1,370. 

"59 Galaxie (8) 2-dr, Victoria, $1,655* 
(ps), $1,550* (ps); conv., $1,595*, 
$1,525* (ps); 4-dr., $1,490*; Fairlane 
(8) 4-dr., $1,550*%; Custom 300 (8) 
2-dr., $1,300, $1,290*, $1,215, $1,100; 


Custom 300 (6) 2-dr., $1,050. 

6S Fairlane 500 (8) conv., $1,105*, 
$825* (ps); 4-dr., $1,010*, $930*; 
Fairlane (6) 2-dr., $880; Custom 300 
(8) 2-dr., $900, $800; Custom 300 (6) 
2-dr., $705; Country Sedan (8) 4-dr., 
$700* (ps). 

’57 Fairlane 500 (8) 2-dr., $920*; Coun- 
try Sedan (8) 4-dr., $800*, $650* (ps); 
Custom (6) 2-dr., $680, $650; 4-dr., 


$480. 
*56 Country Sedan (8) 4-dr., $650* (ps); 
Fairlane (8) 2-dr, Victoria, $615*; 4- 


dr., $530*, $410*; Custom (8) 2-dr., 
$380. 
55 Country Sedan (8) 4-dr., $380; 


Fairlane (8) 4-dr., $265*; Ranch Wag- 
on (8) 2-dr., $205*; Main (8) 4-dr., 
$200; Custom (8) 2-dr., $145, 
54 Ranch Wagon (8) 2-dr., $175. 
MERCURY—’'58 Monterey 2-dr., $1,110*, 


$900*, $705, $700*; Park Lane 4-dr., 
$1,075* (ps). 

’57 Monterey 2-dr., $590*, $575*, $550*, 
$500* (ps) 


’56 Monterey 2-dr. hardtop, $275*, 
’55 Montclair 2-dr. hardtop, $325, 
OLDSMOBILE—’58 (88) 2-dr., $900. 

’57 (88) Fiesta 4-dr., $1,090* (ps); 4- 
dr., $940* (ps); (88) Super 4-dr., $1,- 
020* (ps); 4-dr, Holiday, $850", 

"56 (88) conv., $570°*. 

"5S (88) 4-dr. Holiday, $270*; 
$245* (ps), $180*. 

PLYMOUTH—’'59 Savoy (8) 2-dr., $930. 

’68 Belvedere (8) 4-dr., $840, 

’S7 Plaza (6) 4-dr., $400. 

56 Belvédere (8) 2-dr. hardtop, 
4-dr, hardtop, $335°. 

6S Savoy (6) 4-dr., $100. 

PONTIAC—’59 Bonneville 4-dr, Vista, $2,- 
350° (ps); conv., $2,125* (ps); Cata- 
lina conv., $2,200* (ps); Safari 4-dr., 
$2,000*, 2 at $1,900°. 

’58 Chieftain 4-dr., $1,180°, 

’57 Super Chief Safari 4-dr., $1,065* 
(ps); 4-dr., $850*; Star Chief 4-dr. 
Catalina, $880* (ps). 

56 Chieftain 2-dr. Catalina, $325*; 4- 
dr., $290°. 

’55 Chieftain Safari 4-dr., $350°; Star 
Chief 2-dr, Catalina, $295. 

*54 Chieftain 4-dr., $150°. 
RAMBLER—’59 Super (6) Cross Country 
4-dr., $1,575, $1,235. 

*58 Super (6) 4-dr., $820. 

57 Custom (8) Cross 


$630°. 
STUDEBAKER—’'60 Lark (6) 2-dr., $1,- 
350 


4-dr., 


$455°*; 


Country 4-dr., 


MISCELLANEOUS — '58 Chevrolet %-ton 
pickup, $1,000. 
55 Chevrolet %-ton pickup, $475; %- 
ton panel, $190. 
'47 Ford stake, $105. 


COLUMBUS, 0O. 


Capital Auto Auction, Inc, Sale every 
Thursday, Prices are for sale of Sept, 22. 
Sold 175 cars from 331 consignments. 
BUICK—’59 Invicta 4-dr. hardtop, $1,990° 


(ps), $1,825* (ps); LeSabre 2-dr., 
$1,625*. 
‘68 Super 4-dr. Riviera, $1,325° (ps). 
'57 Special 4-dr, Riviera, $810*, $620°; 
4-dr., $680*; conv., $780%; Century 
4-dr, Riviera, $675* (ps). 


56 Century 4-dr. Riviera, $680* (ps), 
$590* (ps); Special 4-dr., $580*; 4-dr. 
Riviera, $525*. 

‘55 Special 4-dr., $435*, $370*; 4-dr. Rivi- 
era, $335*, $300°. 

CADILLAC—’58 (60) 
top, $2,575* (ps); 


Special 4-dr. hard- 
(62) 4-dr, hardtop, 

























$2,040* (ps). 
CHEVROLET—’'60 Impala (8) conv., $2,- 
290* (ps); Impala (6) 4-dr, hardtop, 


$1,975. 
‘59 Impala (8) 4-dr. hardtop, $1,775*, 
$1,750", $1,610*; conv., $1,640*; 


Brookwood (6) 4-dr., $1,600*, $1,450*; 
Bel Air (8) 4-dr., $1,550*; 2-dr., $1,- 
375; Biscayne (6) 2-dr., $1,260. 

‘58 Impala (8) 2-dr, hardtop, $1,200* 
(ps); Bel Air (6) 4-dr. hardtop, $1,- 
000*; Bel Air (8) 4-dr. hardtop, $910; 
Biscayne (6) 4-dr., $955; 2-dr., $945; 
Delray (6) 2-dr., $850. 

'57 Two-ten (8) station wagon 4-dr., 
$1,000, $1,000*; 4-dr., $835*, $805*; 2- 
dr., $770*, $720; Bel Air (8) 4-dr. 
hardtop, $865*, $810*; 4-dr., $865*, 


$760°*. 

"56 Bel Air (8) conv., $900*; station 
wagon 2-dr., $785*; 4-dr. hardtop, 
690*; 2-dr., $640*; Bel Air (6) 4-dr., 
$600; Two-ten (6) station wagon 4-dr., 
$635*; 4-dr., $445*. 

55 Bel Air (8) 4-dr., $520*; conv., 
$465*; Bel Air (6) 2-dr., $470, $390; 
4-dr., $460*; Two-ten (8) Delray, 
$390; Two-ten (6) 2-dr., 65. 

CHRYSLER—’59 NY 4-dr. hardtop, §$2,- 
025* (ps). 
‘56 Windsor 4-dr., $805* (ps). 
DeSOTO—’56 Firedome 4-dr., $640*. 

’55 Fireflite 4-dr., $265*. 

DODGE—’60 Matador (8) 4-dr., $1,850*. 
he Coronet (8) 4-dr. hardtop, $890* 
ps). 

’57 Coronet (8) conv., $700*; Royal (8) 
4-dr., $670* (ps). 

’56 Coronet (8) 2-dr., $350*. 

FORD —’60 Galaxie (8) conv., $2,125* 
(ps). 

"59 Galaxie (8) 4-dr., $1,720* (ps); Fair- 
lane 500 (8) 4-dr., $1,615*, $1,510*; 
Country Sedan (8) 4-dr., $1,460*; 
Ranch Wagon (8) 2-dr., $1,310*; Cus- 
tom 300 (8) 4-dr., $1,260*; Custom 300 
(6) 4-dr., $1,125. 

’58 Thunderbird (8) 2-dr, hardtop, §2,- 
200* (ps), $1,975* (ps); Fairlane 500 
(8) conv., $1,195*; Skyliner, $1,190*; 
4-dr, Victoria, $1,130*, $950*; 4-dr., 
$1,100* (ps); Country Sedan (8) 4- 
dr., $1,050*. 

’57 Country Sedan (8) 4-dr. (9 pass.), 
$1,010* (ps); Fairlane 500 (8) conv., 
$950* (ps), $900* (ps); 4-dr. Victoria, 
$895* (ps), $885*, $750* (ps), $700*, 
$865*; 2-dr., $685*, $590* (ps); Fair- 
lane (8) 4-dr., $665* (ps); Ranch 
Wagon (8) 2-dr., $665; Custom 300 
(8) 4-dr., $650*. 

’56 Parklane (8) 2-dr., $525* (ps); Fair- 
lane (8) 2-dr, Victoria, $510*; 4-dr., 
$505*, $500*; Custom (8) 4-dr., $390*; 
Ranch Wagon (8) 2-dr., $375. 


‘55 Fairlane (8) 2-dr., $550; Ranch 
Wagon (8) 2-dr., $450; Custom (8) 
4-dr., $400*%, $350*; 2-dr., $320. 

IMPERIAL—’58 Imperial 4-dr. hardtop, 
$1,800* (ps). 

MERCURY—’'60 Monterey 4-dr. hardtop, 
$2,120* (ps). 

59 Voyager 4-dr., $1,750* (ps). 

’57 Monterey 4-dr., $735*, $725*; 2-dr., 
$645*. 

’56 Custom 4-dr. hardtop, $525*; Mon- 
terey 4-dr. hardtop, $670*; 4-dr., 
$325*; station wagon 4-dr. (9 pass.), 
$625°*. 

’55 Montclair 2-dr, hardtop, $410*. 


OLDSMOBILE—’58 (88) Super 4-dr, Holi- 
day, $1,700* (ps). 

’57 (88) 4-dr. Holiday, $1,025* (ps), 
$800* (ps). 

’56 (88) Super 4-dr. Holiday, $595* (ps). 

’55 (88) Super 4-dr. Holiday, $500* (ps); 
(88) 2-dr. Holiday, $310*. 

So Belvedere (8) 4-dr., $1,- 
25°. 

58S Savoy (8) 2-dr., $740*. 

’57 Belvedere (8) 4-dr, hardtop, 
(ps), $535*; Plaza (6) 4-dr., $595; 
Savoy (8) 4-dr., $575*, $525*, $315; 
Savoy (6) 2-dr., $445*. 

'56 Fury (8) 2-dr. hardtop, $500*; Bel- 
vedere (6) 2-dr., $375. 

’55 Savoy (6) 2-dr., $430*; Belvedere 
(8) 2-dr. hardtop, $385*. ; 

PONTIAC—’60 Star Chief 4-dr., $2,380* 


$800* 


(ps). 

659 Catalina 4-dr, Vista, $2,075* (ps); 
4-dr., $1,575*; Safari 4-dr., $1,975* 
(ps); Star Chief 4-dr., $1,785* (ps). 

’5S Bonneville conv., $1,440* (ps); Chief- 
tain 4-dr., $1,425* (ps); conv., $1,- 
290* (ps); Super Chief 4-dr, Catalina, 
$1,400* (ps). 

’57 Chieftain 4-dr. Catalina, $760*. 

56 Star Chief 4-dr. Catalina, $825* 

$585*; Chieftain 2-dr, Catalina, 
$400* 


’55 Chieftain 2-dr., $315*, $275*, $240. 
RAMBLER—’59 Super (6) Cross Country 
4-dr., $1,080. 
'57 Custom (6) 

$920*. 
'56 Custom (6) 
STUDEBAKER—’59 Lark 
tion wagon 2-dr., $1,080*; Deluxe 2- 
dr., $1,035. 
VALIANT—'60 Valiant (6) $1,- 


440. 
MISCELLANEOUS—'56 Ford %-ton pick- 
up, $560. 
'55 Ford %-ton pickup, $455. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of Sept. 21. 
BUICK—’60 LeSabre 2-dr., $2,400* (ps). 

'59 LeSabre 4-dr, hardtop, $1,770* (ps); 

2-dr, hardtop, $1,645*, 

'58 Special 2-dr. hardtop, $1,095* (ps). 

'57 RM 4-dr., $1,050* (ps); Special Es- 

tate Wagon 4-dr., $1,000*; 4-dr, Rivi- 
era, $850*, $710*, 


Cross Country 4-dr., 


4-dr., $660. 
(6) Regal sta- 


4-dr., 


’56 Special Estate Wagon 4-dr., $600* 
(ps); 2-dr, Riviera, $455*, 

‘55 Special 4-dr, Riviera, $445°; Cen- 
tury 2-dr. Riviera, $425* 


CADILLAC—’56 (62) Sedan de Ville, $1,- 
250* (ps). 

CHEVROLET—’60 Impala (8) sport coupe, 

Corvair (500) (8) 4-dr., $1,- 


(ps); 2-dr. hardtop, $1,685*; Park- 
wood (8) 4-dr., $1,620*; Bel Air (8) 
4-dr., $1,570*; 2-dr., $1,400. 

'58 Brookwood (8) 4-dr., $1,145*; Bel 
Air (8) 2-dr., $1,080* (ps); Biscayne 
(8) 2-dr., $1,035*, $990*, $900; Bis- 
ecayne (6) 2-dr., $1,015, $900*. 

'57 Bel Air (6) 2-dr., $925*; 
$825*; Two-ten (8) 4-dr., §900*, 

'55 Two-ten (8) 2-dr., $365. 


4-dr., 
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CHRYSLER—’57 Windsor 2-dr. 
$925°. 

COMET—’'60 Comet 2-dr., $1,790. 

DeSOTO — '56 Firedome 2-dr, hardtop, 
$435*, - 


$385*, 

DODGE—’59 Coronet (8) 2-dr., $1,620*. 
"57 Coronet (8) conv., $675*; Royal (8) 
2-dr, hardtop, $595*; 4-dr., $560*, 
FORD—’60 Galaxie (8) starliner, $2,000* 

(ps), $1,775*. 

’59 Country Sedan (8) 4-dr., $1,675* 
(ps); Galaxie (8) 2-dr_ Victoria, $1,- 
670* (ps), $1,615* (ps); 2-dr., $1,- 
550*; Fairlane (8) conv., $1,535* (ps); 
2-dr. Victoria, $1,450*; Custom 300 
(8) 4-dr., $1,250°, 

"58 Custom 300 (8) 4-dr., $1,125*, $1,- 
075*; 2-dr., $800, 


hardtop, 


’57 Country Sedan (8) 4-dr., $1,060* 
(ps); Fairlane 500 (8) conv., $865*; 
4-dr., $775*, $560*, 

"56 Country Sedan (8) 4-dr., $550, 


$550*; Fairlane (8) 4-dr., $350*; Cus- 
tom (8) 2-dr., $340. 
a Premiere 4-dr., $1,225* 
ps). 
MERCURY—’60 Monterey 2-dr. hardtop, 
$2,305* (ps). 
*59 Monterey conv., $1,600* (ps), 


"58 Monterey 2-dr., $830*, $800*. 
"57 Monterey 2-dr, hardtop, $775*; 2-dr., 


’56 Medalist 2-dr. hardtop, $400*. 
"54 Monterey 2-dr. hardtop, $165*. 


OLDSMOBILE—’60 (88) 2-dr., $2,485"; 
4-dr. Holiday, $2,480* (ps). 
"58 (88) Super 2-dr. Holiday, $1,345* 


(ps); (88) 2-dr. Holiday, $1,255* (ps). 

*57 (98) 4-dr., $1,075* (ps); 4-dr. Holt: 
day, $1,050* (ps); (88) 2-dr. Holiday, 
$940* (ps), $820*. 

"55 (98) 4-dr., $505* (ps). 

PLYMOUTH—’60 Fury (8) 4-dr. hardtop, 
$2,000* (ps). 

"58 Savoy (8) 2-dr., $720*, 

"57 Belvedere (8) 2-dr, hardtop, $590*; 
Suburban (8) 4-dr., $430*. 

’56 Suburban (8) 4-dr., $460*, 
Belvedere (8) 4-dr., $335*; 
$325*. 

"55 Belvedere (8) conv., $245*, 

PONTIAC—’56 Star Chief 4-dr. Catalina, 
$450* (ps) 


$415°; 
2-dr., 


RAMBLER—’57 Super (6) 4-dr., $605. 
MISCELLANEOUS—'58 Ford (8) 


F-100 
pickup, $880, $780. 
*55 Chevrolet (8) 1%-ton, $410. 


CHICAGO 


Greater Chicago Auto Auction. Sale every 


Thursday. Prices are for sale of Sept. 22. 
Market strong. Cars still ‘n short supply, 
Sold 302 cars from 588 consignments. 

BUICK—'59 Electra 4-dr. hardtop, $2,000* 


(ps); 1,965* 
$1,600". yoo teons 

*58 Century Estate Wagon, $1,690* (ps). 

‘57 Century Estate Wagon, $1,230; Spe- 
cial 2-dr. Riviera, $980*; 4-dr, Rivi- 
era, $650*; RM 4-dr. Riviera, $935* 
(ps), $790* (ps). 

"56 Special 4-dr., $680*, $465*; 2-dr. 
Riviera, $620*; Estate Wagon, $570*; 
4-dr, Riviera, $465* (ps); Century 2- 
dr, Riviera, $500*. 

"55 Century 2-dr. Riviera, $290* (ps); 
RM 2-dr. Riviera, $250* (ps); Special 
2-dr. Riviera, $225*; 4-dr., $210*. 


LeSabre 4-dr., 


CADILLAO — '60 Eldorado conv., $4,825* 


(ps); (62) conv., $4,325* (ps); 2-dr. 
hardtop, $4,250* (ps), $3,875* (ps). 
"59 (62) 4-dr., $3,500* (ps); conv., $3,- 
250* (ps); 2-dr, hardtop, $2,950* (ps). 
"58 (62) 2-dr. hardtop, $2,205* (ps), $2,- 

020* (ps). 

‘57 (62) Sedan de Ville, $1,815* (ps), 
$1,505* (ps); 2-dr, hardtop, $1,600* 
(ps); 4-dr., $1,450* (ps), $1,300* (ps). 

’56 (62) 2-dr. hardtop, $1,455* (ps). 

*54 (60) Special 4-dr., $500* (ps); (62) 
2-dr. hardtop, $350* (ps). 


CHEVROLET—'60 Impala (8) conv., $2,- 


225* (ps); sport sedan, $2,030; Park- 
wood (8) 4-dr., $2,190; Bel Air (6) 
sport sedan, $1,830* (ps); Bel Air 
(8) sport coupe, $1,700*. 

’59 Corvette (8) conv., $2,500; Impala 
(8) sport sedan, $1,930", $1,575* (ps), 
$1,500; conv., $1,700*, $1,625*; Nomad 
(8) 4-dr., $1,700*; Bel Air (6) sport 
sedan, $1,525"; sport coupe, $1,250; 
Parkwood (6) 4-dr., $1,475; Biscayne 
(6) 4-dr., $1,300. 

'58 Brookwood (8) 4-dr., $1,475* (ps); 
Bel Air (6) sport coupe, $1,195, $1,- 
075*, $900; sport sedan, $1,030*, $855; 
Bel Air (8) sport coupe, $1,105*, $1,- 
100*, $875*; sport sedan, $985*. 

’57 Bel Air (6) sport coupe, $1,130*; Bel 
Air (8) sport sedan, $1,055*; Two-ten 


(Continued on Page 37, Col. 2) 





STATEMENT REQUIRED BY THE ACT OF 


AUGUST 24, 1912, AS AMENDED BY THE 
ACTS OF MARCH 3, 1933, JULY 2, 1946 
AND JUNE 11, 1960 (74 STAT. 208) SHOW- 
ING THE OWNERSHIP, MANAGEMENT, 
AND CIRCULATION OF 
Published weekly at Detroit, 
1. The names and addresses of the publisher, 
managing editor, and business managers 
Publisher: Slocum Publishing Company, Inc., 
Michigan. 
Jefferson Ave., 


965 E, 


Editor: B. J. Wembhoff, 965 E. 
Michigan. 
Robert M. 


Managing Editor: Finlay, 


Jefferson Ave., Detroit 7, Michigan. 


Business Manager: Richard L. Webber, 965 E, 


Jefferson Ave., Detroit 7, Michigan. 


2. The owner is: (If owned by a corporation, its 


name and address must be stated and also imme- 
diately 
stockholders owning or holding 1 percent or more 
of total amount of stock. If not owned by a cor- 
poration, the names and addresses of the individ- 
ual owners must be given. If owned by a partner- 
ship or other unincorporated firm, its name and 
address, as well as that of each individual mem- 
ber, must be given.) 


thereunder the names and addresses of 


Slocum Publishing Company, Inc., 965 E. Jeffer- 


Slocum, 965 E. Jefferson Ave., Detroit 


7, Michigan. 


8. The known bondholders, mortgagees, and other 


security holders owning or holding 1 percent or 


more of 
other securities are: (If there are none, so state.) 


total amount of bonds, mortgages, or 


None. 


4. Paragraphs 2 and 3 include, in cases where 


the stockholder or security holder appears upon the 
books of the company as trustee or in any other 
fiduciary relation, the name of the person or cor- 
poration for whom such trustee is acting; also the 
statements in the two paragraphs show the affiant’s 
full knowledge and belief as to the circumstances 
and conditions under which stockholders and securi- 
ty holders who do not appear upon the books of 
the company as trustees, hold stock and securities 
in a capacity other 
owner. 


than that of a bona fide 


5. The average number of copies of each issue 


of this publication sold or distributed, through the 
mails or otherwise, to paid subscribers during the 
12 months preceding the date shown above was: 
(This information is required by the act of June 
11, 1960 to be included in all statements regardless 
of frequency of issue.) 43,157. 


RICHARD L. WEBBER, 
Business manager. 


Sworn to and subscribed before me this 22nd 


day of September, 1960. 


ELEANOR L. WHALEN, 
(My commission expires May 5, 1964.) 
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Used-Car Auction Prices 





2 at $130. 
"BO Crest (8) conv., $300. 
IMPERIAL—'58 Imperial 4-dr. hardtop, 
$2,260* (ps). 
’657 Imperial 4-dr. hardtop, $1,410* (ps). "63 
LINCOLN—’58 Continental Mark III 4-dr. 


hardtop, $2,635* (ps); Premiere 4-dr. 
hardtop, $2,370* (ps). 
’56 Premiere 2-dr, hardtop, $785* (ps); 
cony., $770* (ps). 
tan 2-dr., $200°. 
(Continued on Page 38, Col, 2) 








you can 
sell more 


Customer Control intro- 
duces the complete pro- 
gram to help you increase 
New Car Sales. 


¢ Secure new car 
leads automatically 


¢ Retain owner good-will 


¢ Re-win lost owners 


¢ Keep your owners 
coming back! 


IRC A) 





PROTECTION TO TEN BELOW 


ag" 


WINDSHIELD WASHER 
ANTI-FREEZE 
(a and Solvent 





Keeps spray jets, hoses, 
jar or bag free-flowing to 
10° below. Non-foaming. 
Removes ice and snow 








(Continued from Page 36) 


(6) sport sedan, $1,040; sport coupe, 

$800*, $750, $650; Two-ten (8) sport 

coupe, $915*, $785*, $685*; One-fifty 
(8) 2-dr., $625; One-fifty (6) 2-dr., 
05 


$505. 

*56 Bel Air (8) conv., $775*; sport se- 
dan, $585*; sport coupe, $575; Two-ten 
(8) sport sedan, $720*. 

6S Two-ten (8) sport sedan, $565*; sta- 
tion wagon, $400*; Two-ten (6) sport 
sedan, $330. 

'54 Two-ten 2-dr. hardtop, $310*. 

"53 Bel Air 4-dr., $370*. 

CHRYSLER—’59 Saratoga 4-dr. hardtop, 
$1,650* (ps). 

’58 Windsor 2-dr, hardtop, $1,335* (ps). 

‘57 Saratoga 2-dr, hardtop, $1,010* (ps). 

*656 Windsor 2-dr. hardtop, $600* (ps). 

"55 NY 4-dr., $485* (ps); Windsor 2-dr. 
hardtop, $320* (ps). 

— ’'59 Firesweep 4-dr., $1,345* 
(ps). 
’5S8 Firedome 4-dr., $945* (ps), $835* 


(ps). 

’57 Fireflite 2-dr. hardtop, $775* (ps); 
Firesweep 4-dr., $330*. 

DODGE—’60 Dart (6) Seneca 2-dr., $1,- 
425. 

59 Coronet (8) 4-dr., $1,450* (ps). 

"568 Custom Royal (8) 4-dr, hardtop, 
$885* (ps); Coronet (6) 4-dr., $720*. 

’57 Coronet (8) 2-dr., $600*; Royal (8) 
4-dr., $495*; 4-dr. hardtop, $420* (ps). 

56 Custom Royal (8) 2-dr, hardtop, 
$625* (ps). 

’55 Royal (8) 2-dr. hardtop, $430* (ps). 

FORD—’60 Thunderbird (8) conv., $2,600; 
Galaxie (8) conv., $2,130* (ps), $2,- 
000*; 4-dr,. Victoria, $2,000*; Falcon 
(6) 2-dr., $1,450, $1,425; Fairlane 500 
(8) 4-dr., $1,425°*. 

*59 Thunderbird (8) 2-dr, hardtop, $2,- 
695*; Galaxie (8) 2-dr. Victoria, $1,- 
600; Country Sedan (8) 4-dr., $1,490* 
(ps); Ranch Wagon (8) 2-dr., $1,365*; 
Custom 300 (6) 4-dr., $1,275; 2-dr., 
$1,095; Fairlane (8) 4-dr., $1,200*. 

’58 Thunderbird (8) 2-dr, hardtop, $2,- 
250*, $1,065* (ps); Fairlane 500 (8) 
Skyliner, $1,430* (ps); conv., $1,145*; 
2-dr, Victoria, $1,100* (ps); 2-dr., 
$905* (ps); 4-dr. Victoria, $900"; Fair- 


lane (6) 4-dr., $855*; Fairlane (6) 4- 


dr., $710*; Fairlane (8) 4-dr., $675*; 
Custom 300 (6) 4-dr., $695; 2-dr., 
$660. 

’57 Fairlane 500 (8) conv., $975*, $695* 
(ps); 2-dr, Victoria, $825* (ps); 2-dr., 
$645*; Ranch Wagon (8) 4-dr., $735* 
(ps); Fairlane (8) 4-dr. Victoria, 
$725*; Custom 300 (8) 4-dr., $675*, 
$625*, $540*; Country Sedan (8) 4-dr., 
$600*; Custom (8) 2-dr., $485; Custom 
(6) 2-dr., $470. 

’56 Thunderbird (8) conv., $1,340*; Fair- 
lane (8) 2-dr. Victoria, $675* (ps); 
4-dr, Victoria, $605* (ps); 4-dr., 
$465*, $325; 2-dr., $375; Custom (6) 
4-dr., $440, $335; 2-dr., $315; Cus- 
tom (8) 2-dr., $380, $370; Country Se- 
dan (8) 4-dr., $350*. 

55 Country Sedan (8) 4-dr., $385*; 
Country Squire (8) 4-dr., $375; Ranch 
Wagon (8) 2-dr., $350*; Fairlane (8) 
conv., $290*; Crown Victoria, $280* 
(ps); 2-dr. Victoria, $245*. 

IMPERIAL—’59 LeBaron 4-dr., $2,765* 
(ps). 


2-dr. Riviera, $575* (ps); 4-dr., $475* 
(ps); Special 4-dr. Riviera, $585*; 
Century 4-dr. Riviera, $535*. 

’55 Special 2-dr. Riviera, $590*, $510*, 
$495* (ps), $485*; 4-dr. Riviera, 
$590* (ps), $480°; 2-dr., $385*, $325*; 
Super conv., $560* (ps); 2-dr. Riviera, 
$550* (ps), $365* (ps); Century 4-dr. 
Riviera, $500* (ps), $385*; 2-dr. Rivi- 
era, $410* (ps). 

’54 Super 2-dr. Riviera, $310*, $280*. 

’53 RM conv., $240* (ps); Special 4-dr., 
pase’ Super 2-dr. Riviera, $185*, 

115*. 


CADILLAC—’59 (60) Special 4-dr. hard- 


top, $4,150° (ps), $4,050* (ps); de 
Ville 4-dr. hardtop, $4,025* (ps); 2-dr. 
hardtop, $3,785* (ps); (62) 4-dr., $3,- 
690* (ps), $3,680" (ps), $3,290* (ps). 

"58 (62) Coupe de Ville, $2,500* (ps), 
$2,485* (ps). 

"57 (62) Coupe de Ville, $2,220* (ps), 
$2,055* (ps); conv., $2,000* (ps); 4- 
dr., $1,850* (ps); 2-dr. hardtop, §$1,- 
815* (ps). 

"56 (62) 2-dr. hardtop, $1,100* (ps); 
conv., $1,085* (ps). 

*55 (62) Coupe de Ville, $1,135* (ps); 
2-dr. hardtop, $1,035* (ps); 4-dr., 
$960* (ps), $850° (ps); (60) Special 
4-dr., $985* (ps). 

"54 (60) Special 4-dr., $750* (ps), $660* 
(ps). 

*53 (62) conv., $550* (ps). 

"52 (62) 4-dr., $300*; 2-dr., $215*. 

51 (62) 2-dr., $210*. 

49 (62) 4-dr., $140*. 


CHEVROLET—’60 Impala (8) sport coupe, 


$2,450* (ps), $2,335; conv., $2,445* 
(ps); Corvair (6) 4-dr., $1,655. 

59 Impala (8) sport sedan, $2,035* 
(ps), $1,875" (ps), $1,825; 
coupe, $2,005*, $2,000, $1,900* (ps); 
Parkwood (8) 4-dr., $1,835*; Kings- 
wood (6) 4-dr., $1,750* (ps); Bel Air 
(8) sport sedan, 2 at $1,700* (ps), $1,- 
675* (ps); 4-dr., 2 at $1,625* (ps), 
$1,585* (ps); Biscayne (6) 2-dr., $1,- 
275. 

’58 Corvette (8) conv., $1,985, $1,950; 
Impala (8) sport coupe, $1,745* (ps), 
$1,555*, $1,510*, $1,445* (ps); conv., 
$1,575*; Nomad (8) 4-dr., $1,485* 
(ps); Bel Air (8) 4-dr., $1,285* (ps); 
Biscayne (8) 4-dr., $1,175*; Biscayne 
(6) 2-dr., $965. 

’57 Corvette (8) conv., $1,600; Bel Air 
(8) sport sedan, $1,265* (ps); sport 
coupe, $1,235*, $1,190* (ps), $1,130*, 
$1,050*; station wagon, $1,165*; 4-dr., 
$1,000*; Two-ten (8) Delray, $1,045*; 
Two-ten (6) 2-dr., $900; 4-dr., $845; 
One-fifty (6) station wagon, $865; 
One-fifty (8) utility sedan, $590*, 

’56 Bel Air (8) station wagon, $985*; 
sport coupe, $860*; Two-ten (8) sta- 
tion wagon, $900* (ps), $780; 2-dr., 
$675*; 4-dr., $590; One-fifty (6) sta- 
tion wagon, $545; 4-dr., $530. 

’*55 Bel Air (8) sport coupe, $800*; 
conv., $610*; 4-dr., $590; Bel Air (6) 
4-dr., $490; Two-ten (6) Delray, $550; 
4-dr., $505. 

54 Bel Air 2-dr., $340*, $290* (ps); 
Two-ten 2-dr., $200. 

’53 Two-ten 2-dr., $305; Bel Air 2-dr., 
$300*. 

50 Deluxe station wagon, $210*; 2-dr., 





Most pleasant place in 
CHICAGO...nicest, too 





the perfect setting for 
your next convention 


Everything is arranged for your convenience in the color- 
ful quiet of The Drake. The charming decor, the thoughtful 
service ... and of course, complete air conditioning and 
your own TV set. No hotel in the midwest can match 
The Drake for unsurpassed convenience, location and 
facilities. “Luxury at the Lake,” some of our friends call 
it. And your organization will be pleased to discover it 
costs no more than ordinary hotel service. Try it for 
your next meeting, large or small. The Drake takes good 
care of you. 

Facilities? 4 major meeting rooms accommodating up 
to 800 ¢ 16 committee rooms for functions of 12 to 300 
¢ 700 guest rooms ¢ 100% air conditioned * Superb restau- 
rants and banquet facilities. May we tell you more? 
Phone or write for brochure. 


THE DRAKE at the Lake 


$1,525* (ps); $155; 4-dr., $135. 
















LINCOLN—’58 Capri 4-dr., 





from windshield. Non-in- 2-dr., $1,415" (ps); Premiere 4-dr.,| '40 Deluxe 4-dr., $115. 
jurious to car finish, metal $1,475* (ps). OHRYSLER—’57 Saratoga 4-dr. hardtop, LAKE SHORE DRIVE AND UPPER MICHIGAN AVENUE 

or rubber. No sticky after- i Seles ae, Rapeey, SOHC" CO) tT Tae aan, wel” tee, & SUperior 7-2200 Teletype No. C@1586 
- ® 4-dr., (ps). 

film. 16-0z. can. If jobber 56 Premiere ) wr A $780* (ps); 2-dr.| DeSOTO—'57 Firesweep 4-dr. hardtop, $1,- G. E.R. FLYNN, Vice President-Sales . H. B. RICHARDSON, Convention Manager 
can’t supply, order direct. hardtop, $600* (ps). 000* (ps). 


DODGE—’59 Coronet (8) 2-dr. hardtop, 
$1,800* (ps). 

’55 Royal (8) 2-dr. hardtop, $480* (ps); 
4-dr., $350 

53 Coronet (8) station wagon, $270. 

EDSEL—’58 Citation 4-dr. hardtop, §$1,- 
075* (ps); Pacer 2-dr. hardtop, $885* 
(ps). 

FORD—’60 Thunderbird (8), $3,500* (ps), 
$3,250* (ps), $3,225* (ps); Galaxie 
(8) starliner, $2,100* (ps); conv., $2,- 
100* (ps), $2,050*; Fairlane 500 (8) 
2-dr., $1,850* (ps); Falcon (6) 2-dr., 
$1,735*, $1,615; Fairlane (6) 4-dr., 
$1,605*. 

"59 Galaxie (8) 2-dr. Victoria, $1,850*, 
$1,825* (ps); 4-dr. Victoria, $1,740* 
(ps); Fairlane (8) 4-dr., $1,500*; 
Custom 300 (8) 2-dr., $1,370. 

’58 Thunderbird (8), $2,500* (ps), $2,- 
485* (ps), $2,300* (ps); Fairlane 500 
(8) 2-dr. Victoria, $1,210* (ps); 4-dr. 
Victoria, $1,195* (ps), $1,115* (ps); 
4-dr., $1,155* (ps), $1,110* (ps), $1,- 
025* (ps); Country Sedan (8) 4-dr., 
$1,190*; Fairlane (8) 4-dr. Victoria, 
$1,075* (ps), $985* (ps), $915*; Cus- 
tom 300 (8) 2-dr., $790* (ps). 

’57 Fairlane 500 (8) 2-dr. Victoria, $1,- 
085* (ps), $990* (ps); conv., $1,025* 
(ps); 2-dr., $740*; Fairlane (8) 4-dr. 
Victoria, $975* (ps); Custom (8) 4- 
r., $585*. 

’56 Fairlane (8) 4-dr. Victoria, $625*; 
4-dr., $605*; 2-dr. Victoria, $540*; 
conv., $400* (ps); Custom (8) 2-dr., 
$585*, $395*; 4-dr., $435*, $300*; 
Ranch Wagon (8) 2-dr., $530*. 

’5S5 Fairlane (8) 2-dr, Victoria, $560* 
(ps); 2-dr., $535*, $375*; 4-dr., $345; 
Custom (8) 4-dr., $435*, $370°, $210*; 
Country Sedan (8) 4-dr., $430*. 

’54 Crest (8) 2-dr. Victoria, $400*, 
$250*; Custom (8) 4-dr., $150. 

’53 Main (8) 2-dr., $290*, $245, $205; 
Country Sedan (8) 4-dr., $260*, 

‘52 Crest (8) 2-dr. Victoria, $250*; 
conv., $120; Ranch Wagon (8) 2-dr., 


MERCURY — ’59 Monterey 2-dr. hardtop, 

S Goreag dr., $1,335* (ps) 

’58 Colony ark 4-dr., y Ps); 

UT SSD) a oe Monterey 4-dr., $925 (ps); 2+dr., 
HAMILTON, OHIO $530*. 

’57 Montclair 2-dr, hardtop, $910*; 4-dr., 

$700* (ps); Monterey 2-dr, hardtop, 


How To Beef Up Profits 
On Sales of 1961 Cars 


"56 Montclair 4-dr., $450*; Custom 4-dr. 
hardtop, $315*. 

’55 Monterey 4-dr., $335. 

’54 Monterey 2-dr. hardtop, $305* (ps). 

OLDSMOBILE — ’59 (98) 4-dr, Holiday, 
$2,350* (ps); 4-dr., $2,000* (ps). 

*5S (88) 2-dr., $1,150. 

’57 (88) Super Fiesta 4-dr., $1,405* 
(ps); (98) 4-dr., $1,280* (ps); (88) 
4-dr, Holiday, $965*, $730*; 2-dr, Hol- 
iday, $850*. 

’56 (88) 4-dr. Holiday, $860* (ps), $825* 
(ps); 4-dr., $725* (ps), $420* (ps), 
$365* (ps); 2-dr. Holiday, $350* (ps). 

’55 (88) 2-dr, Holiday, $480*. 

PLYMOUTH—’59 Fury (8) 2-dr. hardtop, 
$1,430* (ps); Savoy (8) 4-dr., §$1,- 
055*. 

"58 Suburban (8) 4-dr., $1,240* (ps), 
$1,070*; Belvedere (8) 4-dr., $855*. 
‘5ST Belvedere (8) 4-dr., $675*, $650*; 
Suburban (8) 4-dr., $670*; Savoy (6) 





Inflates with vacuum cleaner or gas. Sur- 
prise fun for family; visible for miles as 
i adv. for new and used-car dealers, gas 
j stations and new Save eoentees. Genuine 
neoprene, extra durability. ew; orig. 
value $20. While they last $2, plus 50¢ 4-dr., $365*. 


itt ie SB St et sn nah a 


AS AN 
ACCESSORY 


f 


post. and hndig. for $10. No C.O.D. ’55 Belvedere (8) 2-dr. hardtop, $560*. 
PONTIAC—’60 Ventura sport coupe, $2,- 


PRESTON’ Ss, 102 ie St Srocepert, N.Y. 550* (ps); Catalina sport coupe, $2,- 
330* (ps). 


’59 Bonneville 4-dr. Vista, $2,125* (ps); 
Catalina 4-dr., $1,625*. 

"58 Chieftain 4-dr. Catalina, $1,250* 
(ps); Super Chief 4-dr., $1,025*, 

’57 Star Chief Safari 4-dr., $1,220*; 
4-dr, Catalina, $525* (ps); Chieftain 
4-dr, Catalina, $650*. 

"56 Chieftain 4-dr., $480*; 2-dr., $335*. 

55 Star Chief 4-dr., $225*. 

RAMBLER—’60 Super (8) 4-dr., $1,885*; 
American (6) 4-dr., $1,200. 

’59 Ambassador (8) Cross Country, $1,- 
640*, $1,510*; 4-dr., $1,385", $1,260. 

’58 Custom (8) Cross Country, $1,100*; 

* Super (8) Cross Country, $1,055, $1,- 
005. 

’56 Super Cross Country, $550*. 

’565 Super Cross Country, $310*. 

STUDEBAKER—’59 Lark (6) station wag- 
on, $1,115* (ps). 
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Custom-Styled Skirts for Most ’61 
Cars, Including Compacts, Ready Now 


SUPER-PENETRANT 
ead desist mst) tos 


aaa 24 frozen Py ae 





INSTALL IN MINUTES WITHOUT i 
TOOLS! No holes to drill; just snap i 
them on easily, quickly. You get a i 
snug, rattle-free fit every time. Avail- 


EXTRA, EASY SALE! Cash in on the 
accessory that offers you full profit. . . 
Foxcraft Fender Skirts. Flush-mounted 
skirts fit and look like original equip- 


“The mechanic's friend 
+++ Works in seconds” 


YOUR JOBBER HAS IT! 







Model Breakdown 
Of Auction Averages 





RADIATOR SPECIALTY CO. 55 Commander (8) 4-dr., $205. Sept., Aug., July, ment, accent the smart streamlined —_ able prime-coated, ready for painting, i 
CHARLOTTE, W. C. MISCELLANEOUS—'60 Chevrolet (8) %-| Model 1960 1960 1960 look of every Car. or with gleaming stainless steel finish. i 
he, $1,235. i 
‘69 Chevrolet 3 ) aa Camino, $1,500. yi ae ves Foxcroft manufactures fender skirts for '35 thru '61 cars, both { 
’ . flush-mounted and universal, a complete line of top carriers, 
1,171 1,242 1,256 ’ 
LOS ANGELES 822 ror em stainless steel Corvair front grilles, ‘'Lido"’ spare wheel carriers. \ 
‘sues tae den Galen. Sele ae 544 567 577 See Your Distributor for Full Information, or Write for Name of One Nearest You 1 
for sale of Sept. 20. 403 412 422 
MOTOR Sint See ae eon $800 (0 23 2 | f/f FOXCRAFT PRODUCTS CORP. 
‘57 RM 4-dr. Riviera, $1,035* (ps) 203 198 200 World's largest manufacturer of fender skirts | 











PIAS] ER (ps); 2-dr. Riviera, $700°; Special 4- 


$825* (ps); Super 4-dr. Riviera, $940* 
dr. Riviera, $880* (ps). 
DEFIANCE OHIO ® 566 Century 4-dr. Riviera, $600* (ps); 


P. O. Box 128 « Huntingdon Valley, Pa. 


Average $ 917 $ 954 § 





















Mexico to Impose 
Import Price Lid 
MEXICO CITY. — The Mexican 


auto industry has received prelim- 
inary notice that government’s 





(Continued from Page 37) 


import quota for the first half of| wercury—'ss Colony Park 4-dr., $1,- 








1961 will include a retail ceiling 
price of $4,400 per unit. 

The move is designed to bring 
more small, low-priced cars into 
Mexico. It will affect General Mo- 
tors, Ford Motor and Chrysler 
Corp., each of whom has an assem- 


570°; 
muter 4-dr., 


$575° ; 
55 Custom station 










bly plant in Mexico City. | $430". : 
According to the three manufac-| "4, Montersy coms gto” 


turers, the ceiling price—which in- 
cludes Mexico’s high duties on un- 
assembled parts—will rule out all 
except basic models. 


$190; conv., $175*; 
$185. 


315°; 


Monterey 2-dr., $1,110*; 


Com- 


$950°. 
’57 Monterey ‘a-dr. hardtop, $775* (ps); 
2-dr., $625°. 


"56 Montclair’ 2-dr. hardtop, 
Monterey 2-dr. hardtop, $595*; 
Custom 2-dr, hardtop, $475*. 


$625°, 


$600; 2-dr., 


wagon, 
$395°; Montclair 2-dr. hardtop, $545°, 
$250°; 


*53 Monterey 2-dr. hardtop, $215; 4-dr., 
Custom 2-dr., 


2-dr. 


OLDSMOBILE—’59 (88) Fiesta 4-dr., $2,- $335°. 
(88) Super 4-dr, Holiday, $2,-| pLYMOUTH—’59 Suburban (8) Custom 4- 











LUCAS original 
equipment parts 
for imported cars 


FASTER 





THARI 
EVER! 





from your local Lucas factory branch 


Wherever you are... whatever you need... your local 
Lucas factory branch ships you the genuine Lucas original 


equipment you want... FAST! Lucas’ expanding 


network of factory branches is right on the job to help 


you fill America’s huge demand for Britain’s world-famous 


electrical equipment and accessories 
for imported cars. 





NEW YORK 501-509 West 42nd Street LOngacre 3-3464 


LOS ANGELES 5025-5029 W. Jefferson Blvd. REpublic 1-7211 
CHICAGO 5001 West Belmont Avenue AVenve 2-316! 
HOUSTON 6055-6057 Armour Drive WaAinut 8-5255 
JACKSONVILLE 400 South Edgewood Avenue EVergreen 8-7607 
SOUTH SAN FRANCISCO 171 Beacon Street JUno 9-4292 
BOSTON §S.W. Park, Route 1 at Route 128, Westwood, Mass. 
SEATTLE 5516 First Avenue South PArkway 3-8414 
DENVER 6001 East 38th Avenue DUdiey 8-424! 








DAvis 9-0960 


LUCAS ELECTRICAL SERVICES, INC. 


501-509 West 42nd Street, New York 36, N. Y. 


GENERATORS «+ STARTERS + DISTRIBUTORS + COILS + BATTERIES » LAMPS + WINDSHIELD 
WIPERS + REGULATORS + HORNS + GIRLING BRAKES + GIRLING SHOCK ABSORBERS 








ADVERTISEMENT 


BRILLIANT NIGHT DISPLAYS like this at S. Liccardi Motors, Elizabeth, 


N. J]., are easy and inexpensive wit 


b Childers Carports. Childers Carports 


are specially designed for easy-to-install lighting. Cut fighting costs too, 


because they channel lights directly onto your cars. See bow 
have a carnival-gay night showcase with Childers Carports a 


you can 


was 15. 





185* (ps). 
"58 (88) 


"ST 
(ps); 


(88) 


dr. Holiday, 


Super 4-dr. 
(ps); (98) 4-dr. Holiday, $1,435* (ps). 

Super 4-dr. 
(88) 2-dr. Holiday, $450*. 
’56 (88) 2-dr. Holiday, $1,135* (ps); 4- 
(ps); 
(88) Super 4-dr. Holiday, $895* (ps); 
(98) 4-dr. Holiday, $630° (ps), $585* 


$750° 


Holiday, 
Holiday, 


(ps), 






$650° 


(ps); 2-dr. Holiday, $585* (ps). 


"55 (88) 4-dr. Holiday, $505* (ps); 4-dr., 
$430° (ps), 
$385", 
(98) 2-dr. Holiday, $270* (ps). 


$400°; 
'54 (88) 

(ps) ; 
"51 (88) 4-dr., 


2-dr. 


PAOKARD—’55 Clipper 


dr., 


(ps); 
"57 


(98) conv., 


Holiday, 


$110°, 


2-dr. 


$1,690* (ps), $1,630* (ps). 
"58 Belvedere (8) 2-dr. hardtop, $1,145* 
Savoy (8) 2-dr. Victoria, $950*. 
Suburban (8) Custom, 2 at §750*; 
Plaza 


Savoy (8) 4-dr. hardtop, $670*; 
(8) 2-dr., $630*. 


’56 Suburban 


(6) 


Custom 4-dr., 


AUTOMOTIVE NEWS, OCTOBER 3, 1960 


Used-Car Auction Prices 


$1,685* 
$1,200° 


$350* 


hardtop, 


$475; 


Plaza (6) 4-dr., $315; Savoy (8) 2-dr., 


$305°*. 


'S5 Belvedere (8) 2-dr, hardtop, $485*; 


Belvedere 
Piaza (8) 2- 
dr., $235, 
PONTIAC— 
400* (ps); 
240° 
4-dr, 
(ps) 


Vista, 


(6) 


dr., 


(ps); sport coupe, 


2-dr. 
$385* ; 


‘59 Bonneville sport coupe, $2,- 
Catalina Safari 4-dr., $2,- 
$2,200* (ps); 
$1,850*° 


$2,015"; 4- 


hardtop, 


dr., 


$370°; 
Savoy (8) 4- 


58 Chieftain 2-dr, Catalina, $1,205*. 


’56 Chieftain 4-dr. Catalina, $650*; 


Chief 2-dr. Catalina, $435* 
"55 Star Chief 2-dr. 


$360° ; 


Catalina, 


$510*, 


Chieftain 2-dr, Catalina, $420*, 


Used Imported 
Cars 


ALBANY, N, Y. 


Citroen——'60 4-dr., 


$1,250. 


Renault—’57 Dauphine 4-dr., $270. 
Volkswagen—’'59 2-dr., $ 


Fiat—'58 4-dr., 


Ford (English)—’'56 Consul 2-dr., 
Renault—’'59 4-dr., 
Taunus—'58 2-dr., 


1,200. 
ARMONK, N. Y. 
$435. 
$230. 
$705°. 
$405°. 
$920; 2- 


a eee Karmann-Ghia, 
BORDENTOWN, N. J. 


dr., 


Fiat—’'58 500 2-dr., $310. 
MG—’'59 MGA conv., $1,300. 


’58 conv., 
Simea—'60 4-dr., 


Volkswagen——'58 4-dr., $1,150. 
$650. 
ALD 


"56 2-dr., 


$575. 


Triumph—’'57 roadster, 
CHICA 


$1,035. 


$910. 


N. 
(English)—’58 Escort station wagon, 


$940. 
GO 


J. 


-—'58 station wagon, $705. 


Ford 


Mercedes-Benz—'59 190S8L, 
Moretti—’60 conv. 
$765. 


Opel—’59 2-dr., 


, $830. 


(English)—'57 Anglia, $205, 
$2, 


740. 


Triumph—’60 TR3 conv., $1,700. 


Volkswagen—'60 


2-dr., 


$1,385. 


COLUMBUS, O. 
$1,470, $1,450. 


DAYTONA BEACH, FLA. 


Skoda—’59 2-dr., 
Volks wagen— 60 
’59 2-dr., 


Fiat—'59 1200 4-dr., 
(English)—'59 2-dr. 


Ford 
Me itan—'58 
MG—’'60 roadster, 


‘59 Sunroof 2-dr., 


roe 4-dr., $465. 


$195. 
2-dr., 


$1,260. 


2-dr., 


$795. 


$1,540. 
a 60 2-dr., $1, 160. 


Triumph—’ 60 conv., $1,675. 
$1,400. 


Volks "60 
Volvo—'59 2-dr., 


2-dr., 
$1,105. 


DETROIT 


Renault—'59 Dauphine 4-dr., 
Simea—’'60 Chatelane 2-dr., 


DY 


Skoda—'58, $295. 
Volkswagen—’'59, 


$1,140. 


$1,000. 


$875. 
00. 


LOS ANGELES 
Borgward—'56 Isabella 2-dr., $470. 


Fiat—’60 600 Jolly Sedan, 
MG—'58 MGA roadster, $1,325, 


Renaalt—'59 Dauphine 4-dr., 
‘57 Dauphine 4-dr., $460. 
Sunbeam—’'53 Talbot 4-dr., $185. 


Volkswagen—'56 


conv., 


$565. 


$625. 


MANHEIM, PA, 
AN-10 | Citroen—'58 DS19P8, $820. 
Fiat—’ 60 1200 4-dr., $1,150. 


"59 500 conv., 
Ford 


'58 4-dr., $360. 


$300. 
(English) —’59 2-dr., 


Goliath—’59 1100 2-dr., $650. 


Jaguar—’'59 XK100, 


MG—'59 MGA roadster, 


"58 MGA 2-dr., 


Mercedes-Benz—'59 4-dr., 
Morris—'58 Minor 1000 conv., 


Metropolitan—'60 


Renault—'60 2-dr., 


$1,050; 4-dr., 


$1,000. 


conv., 


$710. 


$1,790. 


$690. 


$1,225. 


$870. 


$1,945. 
$570. 


$1,600; Dauphine 4-dr., 


’59 Dauphine 4-dr., $735, $570. 


Saab—'59, $650. 


Sunbeam—'59 2-dr. hardtop, 
Taunus—'60 station wagon, $1,050, 


'59 4-dr., $300. 
Triumph—'60 III, $1,700. 
'59 roadster, $1, 500; 


Vauxhall—'59 
Vespa—’'60, $475. 


conv., 
station wagon 4-dr., 


$910. 


Anglia, $750. 


$1,270. 


$1,500, 


$400. 


Volkswagen—'60 Karmann-Ghia 2-dr. hard- 


top, 


$1,940; 2-dr., 


$1,535, $1,525, 


$1,- 


455, $1,450, 3 at $1,425, $1,230. 


‘59 station wagon 2-dr., 


'58 conv., $880 
"ST 2-dr., 


$925, 


$800 ; 


conv., 


$1,300. 
$800. 


MASON OCOITY, IA. 
Renauilt—'59 eee 


Volks wagen—'58, 


$790. 


NASHVILLE, TENN. 
Renault—'59 Dauphine 4-dr., 
NEWINGTON, OONN. 
Renaalt—'60 Dauphine 4-dr., $700. 
WAREHOUSE POINT, CONN. 


Renault—-'58 4-dr., 


$350. 


$450. 





Star 












(6) station wagon 2-dr., $435; 2-dr., 
$305; Two-ten (6) 2-dr., $440. 

OCHRYSLER—’57 Saratoga 4-dr. hardtop, 
$1,050* (ps); Windsor 2-dr, hardtop, 
$1,025* (ps), $675* (ps), $495* (ps). 





$390°; 2-dr., $350. 
RAMBLER—’58 Super (6) 4-dr., $1,085. 
"55 Custom Cross Country, $535*, 


STUDEBAKER—’'58 Silver Hawk (8) 2- 
dr., $1,125*, 















"57 Champion (6) 2-dr., $360. DeSOTO — ‘57 Firesweep 2-dr. hardtop, 
’56 Sky Hawk (8) 2-dr, hardtop, $635; $520* (ps). 
Champion (6) 4-dr., $510. DODGE—’'60 Dodge Dart (6) station wag- 
’55 Commander (8) station wagon, on 4-dr., $1,950. 
$440°; Champion (6) 4-dr., $220. ’59 Coronet (8) 2-dr. hardtop, $1,480. 
‘58 Custom Royal (8) 2-dr, hardtop, 







VALIANT—’60 Valiant 4-dr., $1,800. 

MISCELLANEOUS—’60 Chevrolet (8) El 
Camino, $2,020; (6) %-ton fleetside 
pickup, $1,460 






$1,195* (ps). 

’57 Royal (8) 2-dr. hardtop, $935* (ps); 
Coronet (8) 4-dr. hardtop, $975; 2-dr. 
hardtop, $910* (ps). 



























"59 Chevrolet (8) El Camino, $1,790, - ; 

700; (6) Hl Camino, $1,980" (6) fect. | EDSEL—'58 Pacer conv., $735*; Ranger 
side %-ton pickup, $1,270, $1,185. 4-dr, hardtop, $600° (ps). 

’58 Ford (8) %-ton pickup camper, $1,-| FORD—’60 Thunderbird (8) 4-dr., $3,160* 
285; (8) F-100 %-ton LWB pickup, (ps); Galaxie (8) 4-dr, Victoria, $2,- 
$1,035, $925*; (6) %-ton pickup, $1,- 175* (ps). 

000. 59 Galaxie (8) conv., $1,755* (ps); 2- 

’57 Chevrolet (8) Cameo Carr, $1,010*; dr., $1,640*; Custom 300 (8), $1,240. 
Ford (6) F-100 pickup, $670; (8) *58 Country Sedan (8) 4-dr., $1,160", 
F-100 pickup, $600; Dodge (8) %-ton $1,125*, $1,110*; Fairlane 500 (8) 4- 
pickup, $625*. dr. Victoria, $1,140*; Ranch Wagon 

3 2-dr., $830; Custom (8) 4-dr., 
0; Custom (6) 2-dr., $540; Custom 
DETROIT 300 (6) 2-dr., $625°, 





’57 Fairlane 500 (8) 4-dr., $990*; conv., 


State Fair Auto Auction, Sale every 












































































Tuesday, Prices are for sale of Sept, 20. $775* (ps), $600; Country Sedan (8) 
Still strong demand for clean cars, Sold 4-dr., $840° (ps); Custom 300 (8) 
101 cars from 186 consignments, eo ar., $695*; Fairlane (6) 2-dr., $575*. 
BUICK—’58 Limited 2-dr, Riviera, $1,- 00 Fenians, ” a. dr. Victoria, oa 
510* (ps). ——— 
‘ot Bown 2s, Rivaa,$610° go0r:| gd handertins (8) oie B.390* (p) 
4 ' ’ : Country Sedan (8) 4-dr., $500*, $300*; 
(ps). , om 5 
"WS Super 4-és. Riviers, §006° (ps); Spe- oe 1 oe. Pistorta,’’ gs00" ‘ sbe0°; 
o> oo 4-dr., $460*; conv., $315*. | : 
55 Special 4-dr. Riviera, $400*; 2-dr. _4 : oe . 
Riviera, $390*; 2-dr., $110* (ps). LINCOLN— 57 Capri 4-dr. hardtop, $960* 
ae ae. (62) 2-dr, hardtop, $1,-| +5 °Gapri 2-dr. hardtop, $740* (ps). 
"56 (62) conv., $800* (ps). ae, be ey <. pareeee 
CHEVROLET—'60 Impala (8) 2-dr., $1,- eb Gusta te. Sean’: ‘Maonterey 2-22. 
'59 Impala (8) conv., $1,605* (ps); Bis- gg ee ge tt Bangi Tag a 
e% 7 ° ’55 Monterey station wagon 4-dr., $485*; 
rT eet ee ee 2-dr, hardtop, $220°; 4-dr., $135; 
'S8 Yeoman (6) 4-dr., $990; Delray (6) Sony, aaer 
2-dr., $650. OLDSMOBILE—’58 (88) Super 4-dr., $1,- 
* rte (8) station wagon 4-dr., wr eeese aes ee edey thee’ toe (ps). 
850; 2-dr., $780*. : ) 4-dr, oliday, ps). 
‘56 Two-ten (8) station wagon 4-dr., "56 (88) 2-dr. Holiday, $400*. 
$650°; Two-ten (6) 2-dr., $600, $415*, "55 (88) 2-dr., $440* (ps). 
$365; Bel Air (8) conv., $580; 2-dr.| PACKARD — ‘55 Clipper 2-dr. hardtop, 
— $550*; One-fifty (6) 2-dr., $205* (ps). 
90. 
, . PLYMOUTH—'58 Belvedere (8) 2-dr. hard- 
55 Two-ten (6) 2-dr., $470, $395; “Fwo- : 
ten (8) 2-dr., $200; Bel Air (8) 4-dr., (pe) $840°; Savoy (8) 2-dr., $680° 
$400, $330°; Bel Air (6) 2-dr., $295*. 57 Savoy (6) 2-dr, hardtop, $590*. 
CHRYSLER—’58 NY 4-dr., $1,175* (ps). ‘56 Plaza (6) 4-dr., $355; Savoy (6) 2- 
DeSOTO — '55 Firedome 2-dr, hardtop, dr., $285*; Belvedere (8) 4-dr., $245*. 
$165*. ‘55 Belvedere (6) 4-dr., $450; 2-dr., 
DODGE—’57 Coronet (8) 4-dr., $690*; 2- $370; Plaza (6) Suburban 2-dr., $370, 
dr. hardtop, $645* (ps). $175. 
"55 Royal (8) 4-dr., $305*; conv., $190*| PONTIAC—’60 Bonneville conv., $2,450* 
(ps); Coronet (8) 2-dr. hardtop, $110*. (ps). 


FORD—’59 Galaxie (8) 4-dr. Victoria, $1,- ‘58 Chieftain 2-dr., $925*. 





725* (ps), $1,585*; Fairlane 500 (8) ’S7 Star Chief 2-dr. Catalina, $915* (ps). 
2-dr., $1,310*%; Custom 300 (6) 4-dr., '56 Chieftain 2-dr., $530* (ps); 2-dr. 
$1,075; Custom 300 (8) 2-dr., $1,04u0*. Catalina, $520*, $500*. 

‘58 Ranch Wagon (8) 2-dr., $850*; Cus- ’55 Chieftain 4-dr., $400* (ps); 2-dr. 
tom 300 (8) 4-dr., $850*. Catalina, $260*; Star Chief 2-dr. Cata- 

’S7 Fairlane 500 (8) 2-dr. Victoria, $815* lina, $410*. 
(ps); 2-dr., $725* (ps), $665* (ps);| RAMBLER—'60 Ambassador (8) 4-dr., $1,- 
Fairlane (8) 4-dr., $675*; Country Se- 585; Cross Country 2-dr., $1,400. 
dan (8) 4-dr., $745; Custom 200 (8) ’59 Super (8) 4-dr., $1,370*. 
2-dr., $585; Custom 300 (6) 2-dr., "56 Custom (6) Cross Country 4-dr., 
$555". $695*. 

"566 Custom (8) 2-dr., $400°%; Ranch ‘55 Custom (6) Cross Country 4-dr., 
Wagon (8) 2-dr., §$300*. $500*. 

’55 Fairlane (8) 2-dr. Victoria, $395*; ’59 Lark (6) 4-dr., $965*. 
Fairlane (6) 2-dr., $235; Custom (8) | MISCELLANEOUS—’60 Studebaker \%-ton, 
4-dr., $150*. $1,500. 


‘56 Ford panel, $210, 2 at $120. 


$725* (ps). 
55 GMC %-ton, $260. 


LINCOLN—’56 Capri 2-dr., 
$735* 


MERCURY — '57 Monterey 4-dr., 
(ps); 2-dr., $695*. 


'55 Montclair 2-dr., $325°. Auctions in Brief — 


OLDSMOBILE—’'57 (98) 4-dr., $980* (ps), 
$880* (ps); (88) 2-dr. Holiday, $780*. ARMONK, N. Y. 
ue (88) 4-dr., $550° (ps). Banksville Auto Auction, Inc, Sale every 
55 (98) conv., $450 (Ps) ; 2-dr, Holi-| ~hursday (Sept. 20). The buyers were out 
saxée $335; (88) $335* (ps); 4-dr.,| in force this week, with many cars finding 
. » new owners. Prices were definitely on the 
Teas ane 58 Savoy (8) 2-dr., $850*| upswing. Only the off cars found the going 
‘ST Suburban (6) 2-dr., $600; Savoy (6) | "US CHICAGO 
i +: bs 
‘o- =. ‘on eas. oa. Ce. Arena Auto Auction. Sale every Tuesday 
r Cc—’ r ‘ - «| (Sept. 20). Short of cars, All sharp cars 
or 2 oe ae +e, Poe sold, Our demand is great for older mod- 


els, Sold 321 cars from 531 consignments. 


FONTANA, WIS. 

Fontana Auto Auction. Sale every Thurs- 
day (Sept. 22). All units through 57’s in 
good demand, with later models still slow. 
Sold 132 cars from 204 consignments. 

PA. 


(ps). 
’56 Chieftain 2-dr. Catalina, $390*. 
’55 Star Chief 2-dr., $375*; 2-dr. Holi- 
day, $320*. 
RAMBLER— 59 Custom (6) 4-dr., $1,490*. 


BORDENTOWN, N. J. 


National Auto Dealer’s Exchange. Sale 


Manheim Auto Auction, Sale every Fri- 


every Wednesday, Prices are for sale Of| day (Sept. 23), Weather: Clear, Sold 71 
a . Soe sight —_ — paying | percent of 747 consignments. 
strong prices for r and ready cars as 

& Pp y CITY, IA. 


average cars took a slight drop, Sold 79 

percent of 429 consignments. 

BUICK—’59 LeSabre conv., $1,975* (ps); 
4-dr, hardtop, $1,840*. 


Central States Auto Auction. Sale every 
Wednesday (Sept. 21), Clean units still in 
strong demand but all others dropping fast. 
Still big demand for sharp ‘‘heavies.’’ Sold 


6 — » $1,078"; 2-4r, Riviere, 74 percent of 163 consignments. 
'S7 Special 4-dr Riviera, $930*, $720°; NEWINGTON, CONN. 
4-dr., $700*; RM 4-dr, Riviera, $850*; Newington Auto Auction. Sale every 


Thursday (Sept. 22) Action picked up 


Century 2-ar. Riviera, $730*. 


'56 Special 4-dr, Riviera, $640* (ps);} quite well. Could have sold many more 
2-dr, Riviera, $535, $400*; convy.,| clean units. Sold 56 cars from 79 consign- 
$520*; 4-dr., $520*; Century conv., | ments. 


$575* (ps), $550*° (ps); RM 4-dr. Rivi- 


era, $450° (ps). 

'55 Special 4-dr. Riviera, $525*; Century 
2-dr. Riviera, $475*; RM 4-dr., $220* 
(ps). 

CADILLAC—'58 (62) conv., 
’57 (62) 4-dr,. hardtop, $1,690* 
‘56 (60) Special 4-dr., $1,100* 
’5S (62) 4-dr., $750* (ps). 

CHEVROLET—’60 Impala (8) sport coupe, 

$2,175* (ps); Biscayne (6) 4-dr., $1,- 
630*; Corvair 500 (6) 2-dr., $1,450, 
$1,410; 4-dr., $1,420. 

'59 Brookwood (8) 4-dr., $1,855* (ps); 
Impala (8) sport coupe, $1,855* (ps), 
$1,805* (ps), $1,750*; sport sedan, 
$1,760* (ps); Parkwood (8) 4-dr., =: - 
780°; Parkwood (6) 4-dr., $1,450; 

Air (6) 4-dr., $1,450*; 2-dr., 31850, 
Biscayne (8) 2-dr., $1,125°*. 

‘58 Bel Air (8) 2-dr., $1,625* (ps); 
conv., $1,300*, $1,300* (ps); sport 
coupe, 2 at $1,285*, $1,150*; Bel Air 
(6) conv., $1,225* (ps); Biscayne (6) 
4-dr., $1,040; Delray (8) 4-dr., $900; 
Deira¥ (6) 2-dr., $950, $900; Yeoman 
(6) 2-dr., $810. 

‘57 Bel Air (8) sport coupe, $1,225*; 
sport sedan, $950* (ps); conv., $650* 
(ps); Bel Air (6) sport sedan, $1,045*; 
Nomad (6) 2-dr., $1,100 (ps); Two- 
ten (6) station wagon 4-dr., $850; 
Two-ten (8) 4-dr., $820*° (ps). 

’56 Two-ten (6) 4-dr., $700, $480", $400, 
$350*; 2-dr., $580, $500°, $440; Two- 
ten (8) 4-dr., $515; 2-dr., $475°*; 
sport sedan, $650*; Bel Air (6) 2«ir., 
$535*, $515; One-fifty (6) 4-dr., $600; 
2-dr., $480; Nomad (8) 2-dr., $500*. 

‘55 Bel Air (6) 4-dr., $435; ‘One- fifty 


$2,275* (ps). 
(ps). 
(ps). 





By tan) 


12 VOLTS FAST & § 


CAR STARTERS 


Portable and Automatic 


BATTERY WHEELERS 
BATTERY CHARGING JUMPERS 
BATTERY CARRIERS 
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2 Dealerships 
Fold in St. Louis 


Auto News in Brief 


‘Aircraft-Quality’ Battery 
Is Announced by Autolite 


TOLEDO—A new light utility 
battery, the Autolite LU-17, with 
aircraft-quality components, has 
been announced by Electric Auto- 
lite Co. It is designed for use with 
miniature cars, motor scooters, rid- 
ing-type lawnmowers, garden trac- 
tors, small stationary engines and 
similar applications. 

Autolite said aircraft-quality fea- 
tures include one-piece cover for 
longer battery life, corrosion-pro- 
tected intercell connectors, special 
separators for greater starting effi- 


Consumer Debt 
Seen Doubling as 
Car Buying Rises 


ANN ARBOR, Mich. — Consumer 
debt for cars and other durable 
goods may double in the ’60s, ac- 
cording to Professor James C. T. 
Mao, of the University of Michigan 
School of Business Administration. 

Mao told a meeting of the Mich- 
igan Credit Union League man- 
agers here that total consumer in- 
stallment credit may pass $80 bil- 
lion by 1970. The total at the end 
of 1959 was just under $40 billion. 

About one-fourth of the increase 
will be used to finance car pur- 
chases, Mao predicted, assuming 
that four out of five households will 
own cars by 1970. Today, three out 
of four own Cars. 

One household in five will have 
at least two cars in 1970, he added, 
compared with one in seven now. 

Mao said that four factors will 
generate the increase in install- 
ment debt: Rising personal in- 
comes, growth in consumer durable 
goods expenditures, somewhat eas- 
ier credit terms and wider accept- 
ance of the idea of borrowing. 


ANOTHER 


ciency, hard-rubber case and air- 
craft positive and negative plates. 
oa + * 


Auto Vacations Increase, 


Renault Survey Finds 
NEW YORK.—More Americans 
are taking vacation trips by car 
this year than in 1959, according 
to a survey conducted by Re- 
nault, Inc. Eighty percent of 
those queried said they are tak- 
ing vacation trips this year, com- 
pared with 73 percent last year. 
Nearly 88 percent of the vaca- 
tioners are going by car this 
year, They will travel an average 
of 1,725 miles and spend an aver- 
age of $462, the survey found. 
Last year, 82 percent went by 
car. They travelled an average of 
1,680 miles and spent an average 
of $416. 


+ «x +* 
Award for Lenox 
CINCINNATI. — Lenox Motors 


(Plymouth-Valiant) hag received 
the Chrysler Corp. Quality Dealer 
Award. Jack Itkoff is president. 

+* * + 


‘Mushrooms’ in the Street 


TAMPA, Fla.—“Mushroom” traf- 
fic-lane markers, made of color- 
impregnated synthetic rubber by 
Goodyear, have been installed here. 


* * * 
Record-Seeking Racer 


Boosts H.P. to 3,000 


AKRON.—<An additional 1,000 
horsepower will be under the hood 
of the automobile Mickey Thomp- 
son claims will carry him to a new 
world land speed record at the 
Bonneville (Utah) Salt Flats next 
month. 

Thompson said that use of super- 
chargers on his Challenger I car 
boosts the total horsepower of the 
four Pontiac engines above the 
3,000 mark. Thompson last year set 
an American land speed record of 
363.4 miles per hour when his four 


OND EX excwsive 


A TRANSISTORIZED COMPACT 
MANUAL AND PUSHBUTTON CAR RADIO 
EM mnie 20a 


THE SOUNDEX 


FOR ALL 
IMPORT 
CAR MODELS 


Only the Silver Sportster gives you .. . 


(—) REVERSE POLARITY (-+-) 


(1) Simple — in or 


under — dash installation (2) Built-in Hi-Fi Speaker (3) 
Manual or Pushbutton tuning (4) Tone Control (5) Fringe 
Area Reception (6) Transistorized for Low battery drain 


Custom Radios available for 
all domestic and imported 
cars 


Export division: 15 Moore St., New York 4, N.Y. 
address: Churchin 


Se 


RADIO COMPANY 


INC. 


DISTRIBUTORSHIPS AVAILABLE 















































engines were capable of 2,000 
horsepower. Tires for hig car, de- 
veloped by Goodyear Tire & Rub- 
ber Co. especially for Thompson’s 
use, have been machine-tested by 
Goodyear at speeds in excess of 500 
MPH. 
. + * 

First-Half Car Registrations 
Rise 2 Percent in Vermont 

MONTPELIER, Vt.—Car regis- 
trations in the first six months of 
1960 showed an increase of more 
than 2 percent over the like pe- 
riod last year, said a spokesman 
for the State Motor Vehicle De- 
partment. 

He reported 125,834 cars were 
registered, compared with 122,783 
@ year ago. Truck owners regis- 
tered 12,574 vehicles in the first 
half, compared with 12,628 last 
year, he added. 


+ * * 
Thompson Products Sets Up 


New Sales District in South 

CLEVELAND. — The Thompson 
Products Replacement Sales Divi- 
sion, Thompson Ramo Wooldridge, 
Inc., hag announced the formation 
of a new Sales territory with head- 
quarters in Birmingham, Ala. It 
will cover the New Orleans, Atlanta 
and Memphis area. 

N. O. Nichols, who had been with 
one of TP’s largest distributors in 
the Southeast, has been named 
manager of the new district, 

* * * 


3M Expands Plant 


ST. PAUL.—Minnesota Mining & 
Mfg. Co. has announced plans to 
build a 109,000-square-foot addition 
to its reflective products plant in 
Guin, Ala. The addition is sched- 
uled to ‘be completed early in 1962. 

~ 


Gamble-Skogmo Sells 


Interest in Western Auto 


MINNEAPOLIS. — Gamble- 
Skogmo, Inc., has sold its interest 
in Western Auto Supply Co, to 
Beneficial Finance Co., in a deal 
involving $51 million, according to 
Bertin C. Gamble, G-S chairman. 
Gamble-Skogmo will use $45 million 
to expand its operations in both the 
United States and Canada, Gamble 
said, Plans already have started 
for the Canadian expansion, he 
added. 

Acquisition of control of Western 
Auto Supply two years ago 
Gamble-Skogmo was challenged 
this year by the U. 8S, Justice De- 
partment on grounds that this own- 
ership lessened competition and 
tended to create a monopoly. 

© a + 


U. S. Axle Acquires 


Republic Gear Unit 


POTTSTOWN, Pa.—U. S. Axle 
Co., Inc., has acquired the Axle 
Division of Republic Gear Co., ac- 
cording to Elizabeth Lees Watson, 
U. S. Axle president. 

For the last three years, U. S. 
Axle has been manufacturing axle 
shafts for Republic Gear. The ac- 
quisition involves the transfer of 
Republic’s axle-shaft inventories, 
storage and distribution facilities in 
Dallas, Denver, Kansas City, Mil- 
waukee and Seattle. 


Dunlop to Expand 


Tire-Making Facilities 
BUFFALO.—Dunlop Tire & Rub- 
ber Corp. is preparing to expand 
its tire-making facilities in its 
Town of Tonawanda (N. Y.) plant. 


The expansion will involve the in- 
stallation of more large-scale, tire- 
making machines, and is another 
phase of Dunlop’s five-year $5,500,- 
000 expansion program. 

* + + 


Ford Contributes $62,000 


To Schools Under AID Plan 


DEARBORN.—F ord Motor Co. 
has contributed $62,000 to colleges, 
universities and secondary schools 
in the first six weeks of its new 
Ford Educational] AID (Assistance 
and Incentive Donation) Program, 
it has been announced, 

Under the program, employe con- 
tributions to colleges, universities 
and secondary schools are matched 
dollar-for-dollar by the company 
and, in some cases, two dollars for 
one, said Allen W.. Merrell, director 
of the company’s civic and gov- 
ernmental affairs office and chair- 
man of the contributions commit- 
tee. 


Inc. (Ply mouth-Valiant-DeSoto- 
Simca), in business 35 years has 
closed because of “not enough traf- 
fic and too much overhead.” 


year-old subsidiary, Missouri Sales 


MORE SALES, LESS SERVICE 
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and Service (Isetta-Fiat), Brad 
Salus, general manager of Byer 
Motors, which also own the two 
defunct firms, declared that “for- 
eign cars went to pot when the new 
compact cars came out.” 

Salus reported that Byer in 
South St. Louis had its “best month 
of the year” in August after the 
company resumed newspaper clas- 
sified ads. 


ST. LOUIS.—St. Louis Motors, 


Also calling it quits was a five- 
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DISTRIBUTION 
TULSA. DEPENDABILITY 


LONGER LIFE 
WINCHES POWER APLENTY 


There’s a Tulsa Winch for all applications 
and they are always available through our in- 
ternational sales-service distributorships. Tulsa 
Winches are known around the globe for their 
extra quality, economy, and operating effi- 
ciency. Next time, buy Tulsa Winches — the 
best winch buy. 


TULSA PRODUCTS DIVISION 


VICKERS INCORPORATED 
Division of Sperry Corporation 
731 E. First Street 
TULSA 20, OKLAHOMA 
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| for 4-wheel drives 






WARN is the‘word” for 
“SELECTIVE DRIVE” 


There are so many more Warn Hubs sold 
and in use than all other makes combined 
there is no basis for comparison. That's 
popularity! One reason is that 99.99815% 
of all Warn Hubs sold stay in use for the 
life of the vehicle — or longer. That’s 
dependability! Finally, when it comes to 
national advertising, Warn is the hay- 
stack, not’ the needle. That's real selling 
for you! When you sell Warn Hubs, 
everybody is happier! Write today for 
dealer catalog. 


WARN MFG. CO. 
**Willys dealers only. ‘Riverton Box 6064-AN Seattle 88, Wash. 








*Lock-o-matic only. 
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1960 MODELS 
BUICK — LeSabre — 4-dr. sed., 
2-dr. sed., $2,756; 4-dr. hardtop, aoe 
2-dr. hardtop, me conv., $3,145; 4-dr. 

2-seat stat. , $3,386; 4-dr, 3-seat stat 
, $3,357; 


wag., $3,493. sed. 
4-dr. hardtop, $3,515; 2-dr. hardtop, $3,- 
; 4-dr, 2-seat 


standard on Electra and Electra 


~Two—4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5, Sedan 
de Ville 4-dr. hardtop (flat roof or sloping 
oe a02: $5,498; come Ville 2-dr, hardtop, 


CHECKER—Superba 
542.42. (Price does not include dealer prep- 
aration charge.) 

CHEVROLET— (Prices are for six-cylin- 





hardtop, $2,489. Im- 
Sear oar” ped. $2,600; sot; conv. $2,047. 

. r. ’ ’ ; conv., 
Station 2-dr, 2 


$2,586; 4-dr. 
4-dr, 2-seat Pari 


2-seat Brookwood, $2, 
Parkwood, $2,747; 4-dr. 3-seat 
4-dr, 2-seat Nomad, 


oC . sed, $3,- 
194; 4-dr. hardtop, $3,343; 2-dr, hardtop, 
+279; conv., $3,623; 4-dr, 2-seat stat. 


653; | $2,334. 


. | conv., 
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wag., $3,733; 4-dr, 3-seat stat. wag. 
$3,814. . sed., $3,929; 4-dr. 
hardtop, $4,067; 2-dr, hardtop, $3,989. 
New Y a sed., $4,409; 4-dr. 
hardtop, $4,518; 2-dr. hardtop, $4,461; 
conv., $4,874.50; 4-dr, 2-seat stat, wag., 


$5,022; 4-dr. 3-seat stat, wag., $5,130.50. 
300-F——2-dr. hardtop, $5,411; conv., $5,- 
841. (TorqueFlite, power steering, Power 
brakes standard on Saratoga, New Yorker 
and 300-F.) 

COMET—4-dr. sed., $2,053; 2-dr. sed., 


;| $1,998; 2-dr. 2-seat stat. ane $2,310; 4- 


dr, 2-seat stat. wag., $2,365. 
CORVAIR—500 Serles——4-dr. sed., $2,- 
038; coupe, $1,984. 700 Series—4-dr. sed., 


Soe: coupe, $2,049. Monza 900—coupe, 


DeSOTO—Firefiite —4-dr. sed., $3,017; 
4-dr, hardtop, $3,167; 2-dr. hardtop, | $3,- 
102, Adventurer—4-dr. $3,579; 4-dr. 


hardtop, $3,727; 2-dr. Tee $3,663 
(TorqueFlite standard on Adventurer.) 
DODGE—Dart—(Dart prices are for six- 
cylinder models, For V-8s, add $119). Dart 
Fleet Special—4-dr. sed., $2,296; 2-dr. sed., 
$2,245. Dart Seneca—4-dr. sed., eee 330; 
2-dr, sed., $2,278; 4-dr. 2-seat sta’ wag., 
$2,695. Dart Pioneer—4-dr, ae yt 


2-dr, sed., weds a hardtop, $2,488; 

4-dr, 2-seat stat. oon a 4-dr, 3-seat 

stat. wag., $2,892." Phoenix—4-dr. 

sed., $2,595; 4-dr, ented $2,677; 2-dr. 
* | hardtop, $2,818; conv., $2,868 

Matador — 4- sed., $2,930; 4-dr. 

hardtop, 33.075; 2-dr. hardtop, $2,996; 


4-dr, 2-seat stat, wag., $3,239; 4-dr. 3-seat 
stat. wag., $3,354. Dodge Polara V-8—4-dr. 
sed., $3,141; 4-dr, hardtop, $3,275; 2-dr. 
hardtop, $3,196; conv., $3,416; 4-dr. 2-seat 
ee wag., $3,506; 4-dr, 3-seat stat, wag., 

FALCON—4-dr. sed., $1,974; 2-dr. sed., 
$1,912; 2-dr. 2-seat stat. =” $2,225; 4- 
dr. 2-seat stat. wag., $2,287 

FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $113.) Custom 300 
(Fleet)—4-dr. sed., $2,284; 2-dr. sed., 
$2,230 -dr, sed., $2,311; 2-dr. 
sed., $2,257; business 2dr, $2,170. 
lane 500—4-dr. coe $2,388; 2-dr. 


liner—2-dr. 
$2,800. Station Wagons—2-dr. 
seat Ranch Wagon, $2,586; 4-dr. 2-seat 
Ranch Wagon, $2,656; 4-dr. 2-seat Country 
Sedan, $2,752; 4-dr. 3-seat Country Sedan, 
$2,837; 4-dr. 3-seat Country Squire, $2,967. 


urnings eeeee By Joe Callahan 


(Continued from Page 14) 





these cars. Part of my operation is 
to contact taxis and other fleets in 
regard to the fuel economy and 
driver comments on these engines. 

“We didn’t expect the aluminum 
block to affect fuel economy and 
it doesn’t. For some reason these 
engines run quieter, but nobody 
knows why.” Pee 


Emphasis on Tapes 


ODGER said that one of the 

most important trends in prov- 
ing-ground operations is that 
greater emphasis is being put on 
“tape instrumentation,” whereby 
the various reactions of a car are 
mechanically recorded on tape and 
then translated quickly into useful 
data by a computer or some other 
electronic machine. 

The most ee pee de- 
velopment of na a 
Car Performance Instrumenta- 
tion Unit which very quickly, 
precisely and easily measures a 
car’s acceleration and decelera- 


tion. 

A fifth ‘wheel on the back of a 
test car feeds data into a tape 
recorder in the 
car, constantly 
recording the 
speed of the car 
at any given in- 
stant. This tape 
ig then fed into a 
small comput- 
ing machine that 
tells the exact 
time it took the 
car to reach any 

given speed. 
W. R, Rodger An outstanding 
feature of the new system is that 
it only requires one run in each di- 
rection — to neutralize any wind 
factor — for an accurate reading. 
Formerly, as many as eight high- 
speed runs were required, with the 
average acceleration speed taken 
as the official figure. 

* + * 

Mt pransare gy seine the car spent so 

much time at wide open throt- 
tle, that we often damaged tires 
or any number of other things, and 
spoiled. the test,” Rodger said. 

“This instrument has been im- 

mensely valuable to us because 
of the large amount of accelera- 
tion testing we do, And, we al- 
ways are looking for accuracy, 
as well as ways to out down on 
time and manpower. 

About 10 percent of Chrysler 








Corp.’s endurance running on the 
current models was done at the 
Arizona test station. This station 
was particularly busy during the 
past summer because of the testing 
of the “hang-on” air conditioner 
that will be offered on the ’61s. 

An important part of Rodger’s 
job also is the testing of some 25 
cars of other American makers to 
see how they compare with Chrys- 
ler Corp. cars. 

Also tested during the past year 
by Chrysler engineers have been 
the different drive-line configura- 
tions, including cars with front- 
wheel-drive, rear engine and front 
engine with rear transmission. 


$2,845; 


, | Thunderbird—(V-8 standard)—2-dr, 
. | top, $3,755; 
IMPE 
4-dr. hardtop, 


922.50. Crown — 4-dr. 
2-dr, hardtop, 
LeBaron—4-dr 


$6,318. 


318; 4-dr. 


power 
all models.) 
LINCOLN. 


hardtop, $5,945; 
Continental—4-dr. 
$6,845.30; 


hardtop, 
limousine, 


conv., $4,222 
us’ 
$5,029; 


hardtop, 


(Al 


2-dr, 
sed., 


'—Lineoin—4-dr. 
4-dr. hardtop, $5,441; 2-dr, 
Premiere—4-dr. sed. 


2-dr. 


2-dr. hardtop, 

sed., $6,845.30; 
hardtop, $6,- 
598.30; conv., $7,056.20; town car, $9,208; 
$10,230. utomatic transmis- 
sion, power steering, power brakes, radio, 


$5,945; 


tom—4-dr. sed., $5,029; 
hardtop, $4,- 
$5,647; 4-dr. 
$5,403 ; 
(TorqueF lite, 
steering, power brakes standard on 


sed., $5,441; 
hardto| 


heater standard on all models.) 
MERCURY—Monterey—4-dr. 


730; 2-dr. 


077. Mon 
hardtop, 
Park 


hardtop, 


Wagons—4-dr. 


Park. Dual 
Lane.) 


rel 


2-dr. hardtop, 


$3,394; 
Lane — 4-dr. hardtop, $3,858 
$3,794; conv., le 
2-seat Commuter, 
4-dr. 2-seat Colony Park, $3,837. (Mi 
Matic standard on Montclair and Colony 
erc-O-Matic 


sed., $2,631; 


-dr. 
2-dr. 


range M 


$2,781, 
sed. 


$4,018 


sed., 


conv., 


hard- 


4-dr. 
$5,698. 
4-dr. 


4-dr. 
hardtop, $8,881. 
-dr. 
Station 
$3,127: | 4- 
erc-O- 


» power 
steering, power brakes standard on Park 


$5,- 


4-dr, hardtop, 


$3,- | 2- 


$2,900; 


3-seat stat. 
sed., $3,176; 4-dr. hardtop, 
hardtop, $3,325; conv., $3,592; 4-dr, 2-seat 
stat. wag., $3,665; 4-dr, 3-seat stat, wag., 
$3,773. Series 98—4 
hardtop, 
conv., $4,362. power 
brakes standard on Series 98.) 
six-cylinder models, 

Special 


Fleet 

sed., $2,227. 
$2,310; 2-dr. sed., 
$2,439; 
$2,461. 
4-dr. hard- 


ing, power 

PLYMOUTH — (On 
add $119 for a V-8 engine.) 
Six—4-dr. sed., $2, 
+ $6,-| Savoy Six—4-dr. sed., 
$2,260. Belvedere 
2-dr. sed., $2,389; 2-dr. hardtop, 
Fury Six—4-dr. sed., 
top, $2,656; 2-dr. hardtop, $2,599. Station 
Wagon Six—2-dr. 2-seat Deluxe Suburban, 
$2,602; 4-dr. 2-seat Deluxe Suburban, §$2,- 
668; 4-dr. 2-seat Custom Suburban, $2,761. 
Plymouth V-8 (On the following models, a 
V-8 engine is standard and a six-cylinder 
cseer is not available.—Fury V-8—conv., 
2,967. 
Custom Suburban, $2,990; 
Sport Suburban, $3,024; 4-dr. 
Suburban, $3,134 


2-dr, hardtop, $2,766; conv., $3,078;» 
2-seat stat. wag., $3,099; 4-dr, 3-seat stat. 
wag., $3,207. Ventura—4-dr. hardtop, $3,- 
047; 2-dr. hardtop, hief— 


OLDSM 


wag., $3,471. 


$4,159; 


277; 2-dr. 
Six—4-dr. sed., 
$2,575; 


Station Wagon V-8—4-dr. 
4-dr, 


PONTIA 


dr. sed., $2,631; 4-dr, hardtop, $2, 


$2,971. Star © 


ar. sed., $3,003; 2-dr. sed., 


2-dr. hardtop, $3,255; conv., 


— American Deluxe ni 4-dr. 
sed., $1,844; 2-dr. sed., $1,795; 2-dr. 2-seat 


OBILE—Series 88 .—4-dr. sed.. 
2-dr. sed., $2,835; 4-dr, hardtop, 
$3,034; 2-dr, hardtop, $2,956; conv., $3,- 
284; 4-dr. 2-seat stat, wag., $3,363; 4-dr. 
Super 88—4-dr. 
$3,402; 2-dr. 


3-seat 
2-seat 
3-seat Sport 


O—Catalina—4-dr. sed., $2,702; 
842; 
4-dr. 


$2,932; 4-dr. 

hardtop, $3,136. Bonneville—4-dr. hardtop, 

$3,331; 

476; 4-dr, 2-seat stat, wag., $3,530 
RAMBLER 


—4-dr. sed., $2,059; 2 


; | 383; 
teer- | stat, wag., $2,677; 4-dr, 3-seat stat, wag., 
$2,802. Rebel Super V-8—4-dr. sed., $2,- 
387; 4-dr, 2-seat stat. wag., $2,681; 4-dr. 

Rebel Custom 


4-dr, 
$2,577; 4-dr. 2-seat stat, 
4-dr. 3-seat stat. wag., $2,921 
dor Super V-8—4-dr. 
2-seat stat. wag., $2,881; 4-dr. 3-seat stat. 
wag., Ambassador 

4-dr, 


$2,441. 
181; 2-dr. sed., $2,111; 2-dr, 
wag., $2,501; 4-dr, 2-seat stat, wag., $2.- 

Lark Regal Six—4-dr. sed., 
2-dr, hardtop, $2,296; conv., $2,621; 4-dr. 
2-seat stat. wag., $2,591. Lark Regal V-8 
sed., $2,331; 2-dr, hardtop, $2,431; 
2-seat stat. 
ase Hawk V-8—5-passenger sport cpe., 
VALIANT — V-100 — 4-dr. sed., 
$3,-| 4-dr. 2-seat stat. wag., $2,365; 4-dr. 3-seat 


576. 


—4-dr, 
conv., 


$2,235 


- Wag., 


427. Super Six—4-dr. 
2-seat stat. 


4-dr. hardtop, 


$3,006 
sed., 


waz., 
STUDEB. 


$2,756;  4-dr. 





$1,880; 


dr. 
2-dr. 
tom 


—-4-dr. 


sed., $2,098; 4-dr, 2-seat stat, ite $2,- 


sed., $2,268; 4-dr. 


sed., 


wag., 


wag., $2,562; 4-dr. 3-seat stat. 
wag., $2,687. stan ae. sed., $2,- 


4-dr, 2-seat 


hardtop, 
$2,796; 
Ambassa- 


$2,587; 4-dr. 


Custom V 8— 


$2, 732; 4-dr. hardtop, 
4-dr. 2-seat stat. wag., $3,026; 4-dr. 2-seat 
hardtop stat. 
stat. wag., $3,151. 


$3,116; 


$2,822; 


4-dr, 3-seat 


Deluxe Six—4-dr. 


sed., $2,046; 2-dr. sed., $1,976; 2-dr, 2-seat 
stat. wag., $2,366; 4-dr. 2-seat stat, wag., 
Lark Deluxe V-8—4-dr. sed., $2,- 


2-seat stat. 
$2, 196; 


$2,053; 


stat. wag., $2,488. V-200—4-dr. sed., $2,- 


New Commercial-Car Registrations, 


21 States for August, 1960-1959 


Truck oo by states are 


eased weekly, 
by R. b, Poth veprecentetives te 
state capitals. 









































130; 4-dr. 2-seat stat. wag., $2,443; 4-dr. 
3-seat stat. wag., $2,566. 














Six States Previously Reported ‘60 2) 1208 | "| 247 1260 386 553 57 32 al 155 242! 4200 
For August ‘59 zo 313 1415 274 553 40 22 181 267 4418 
= a 
Colorad ———3g 74 379 144 iil 4 il 7 94 24 1390 
dee 9 | a ‘| | 403} 100)_—s 4 8 15} 140 30} 1418 
Idah 47 177 107 80 2) 10 9 31 28 685 
aa oI | Hf a | ha 8i 102 10| ‘| 3| 43 22 674 
Ilinois 195} 256 478 25 29) 78 81) 165; 3180 
S| | "Ss = 248) 625 23| —-47|_~—75| 63,3371 
Maryland = 4) 324 i a 105) 21) 2| 32 4 43 1121 
5| 335 | % 235 54| 134 16} 19 35 32 955 
Nebraska | 29 323) 142 80 3| "I 20 23; 1060 
39 39 39 319) 62 143 12 4 18 15 971 
New Jerse ‘60 422 + 464 260 él 8 85 68 160; 1883 
, Oe Na a Ss Dee A lca 443| 18 ‘oe = ~ _ 5s 82|_ | | 78| 140; ‘1828 
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Ford Prices—'6I vs. '60 


(Including federal tax and suggested dealer-preparation charges.) 


The following prices are for six-cylinder models. For V-8s, add $116 to Held or Trimmed; 
"61 prices; add $113 to ’60 prices. sani $ 9 007 for Lancer 
9 


"61 "60 
Fairlane 
re NE isco $2,315 $2,311 +$ 4 
BE MMII peice tutes bcd 2,261 2,257 + 4 Tempest Is $2,167, 
Fairlane 500 Corvair Down $37; 
a 2,430 2,388 + 42 Valiant Dips to $1,953 
III Wilicudiiin eeacisicten shan sath 2,376 2,334 + 42 P $1, 
Galaxie (Continued from Page 1) 
SS AE < cdsieans consi bie tds eivversiestevtceettavecibnds 2,590 2,603 — 18 |The seat remains standard on the 
ae nag cated 2,536 2,549 — 13 |Monza sports coupe. 
SO AI schscpesvotovidcasisvensishevsiectsistaias 2,662 2,675 — 13 Corvair prices now start at $1,920. 
RN Mi catalina nes Sake 2,597* —13 |The new yy ro 4am 
os are $2,266 ( es 500) an iy 
oe (Starliner) 200.0... ae pe : 2 (Getlek 08),. Tacx. aw’, Goes 
OREO AOE ER Ese ween eee eesee see eeeteseseceeees 860 sports wagon (van-type body) is 
Station Wagons $2,651. 
2-dr. 2-seat Ranch Wagon .................. 2,586 Ee So so Sane 6. Falcon and Comet have been 
4-dr. 2-seat Ranch Wagon .................. 2,656 G. Wee te OT ea, on sale since Sept. 15, but the 
4-dr. 2-seat Country Sedan ................ 2,152 sll! Hart ee factory has been silent on prices. 
4-dr. 3-seat Country Sedan ................ 2,856 2,837 + 19 Dealers have been selling them at 
4-dr. 2-seat Country Squire ............... 2,941* "60 figures and have been prom- 
4-dr, 3-seat Country Squire 3,011 2,992.30 + 18,79| ised “price protection” on sold 


cars if there is an increase. 


7. Oldsmobile, Pontiac, Cadillac, 
Dart and Plymouth held the line 
for ’61. 

8. Buick also kept its '60 prices 
in effect. LeSabres rose $237 be- 
cause automatic transmission 
($220.38) and deluxe steering wheel 
($16.13) became standard equip- 
ment. 

9. Dodge Polara slashed station 
wagons $212 and cut hardtops, se- 
dans and convertibles $164 to $175. 
Polara prices now start at $2,966. 

Cre eseccccvesocencntecosc cen sovcceccoseoce * a * 

7. The Imperial Custom four- 
Tree EITC Tier rit rt itr Teri t ttt tte door hardtop rose $80 to $5,109 
and the LeBaron jumped $108 to 
$6,426. Other models stayed the 
same. 

11. Chevrolet held the line across 


*—New model; not offered in ’60, 
**’60 price adjusted for equipment changes. 












Chrysler Corp. Prices—'6l vs. '60 


(Including federal tax and suggested dealer-preparation charges.) 







Lancer 170 


(Dart prices are unchanged from 1960. The following prices are for 
six-cylinder models. For V-8s, add $119.) the board on its full-sized models. 
Seneca 61 and 60 Each is priced the same as last 
IG IID Saas chaericeccascctuacscatissoimascconed year. 

12. Ford Fairlane six-cylinder 
sedans rose $4 and now are $1 
less than Chevrolet Biscaynes. 
Galaxies dropped $13 and now 
are the same price as Chevrolet 
Impalas. 

Ford threw away its price edge 
in the middle series. Fairlane 500 
six-cylinder sedans jumped $42 and 
now are $8 below Chevrolet Bel 
Airs, The ’60 Fairlane 500 was $50 
less. 

A Ford V-8 is $116 more than a 
comparable six-cylinder unit, The 
differential was $113 last year. Dart 
and Plymouth V-8s again are $119 
and $120 more on various models. 
piscssantnpouie edict y talk ceinenAs ee ae 


Witt prices of $2,384 (standard) 
and $2,519 (deluxe), Buick Spe- 
cial and Oldsmobile F-85 are aimed 
directly at the middle series of 
Ford, Chevrolet, Plymouth and 
Dart. 

For example, a Plymouth Bel- 
vedere Six four-door sedan is 
$2,439 and a V-8 is $2,559. All 
Special and F-85 models have an 








4-dr, 2-seat Wagon .............6cccccce 
Pioneer 
4-dr. 








2-dr. Hardtop 






a 252 
4-dr. 2-seat Wagon ..................:000008 3,294 
4-dr. 3-seat Wagon ....................06000. 








Custom 













es, awe dabocaghderises Sccseettiadciotetinnee 5408 5403 Shecdéhens aluminum V-8 en gine. 
Convertiiiie Pp oe er errr 5,773.50 5,773.50 Se eeeeeees Pontiac’s Tempest will do battle 
SRE Stee ee ee ee ae ore with the deluxe models of some 






compacts, Four-door sedan prices: 
Tempest, $2,167; Lancer, $2,154, and 
Valiant, $2,110. 

But none of the new General Mo- 
tors compacts will be able to com- 
pete in the two-door field. Addition 
of a two-door sedan and hardtop 
has strengthened Valiant for ’61. 
Lancer also has these models. 

Valiant’s V-100.two-door sedan is 
$1,953 and the V-200 two-door hard- 
top is $2,137. Lancer figures are: 170 
two-door sedan; $2,007; 770 two- 
door hardtop, $2,181. ‘ 

of 


A™ of the new compacts offer 
four-door two-seat station wag- 
ons. Prices of standard models are: 
Lancer, $2,382; Tempest, $2,438; 
F-85 and Special, $2,654. 

Valiant’s four-door wagon 
(V-100) has been reduced $38 to 
$2,327. 

Special and F-85 posted the fol- 
lowing equipment prices: Automat- 
ic transmission, $189; Power steer- 
ing, $86.08; pushbutton radio, $65.64; 
heater, $74.24, and white sidewall 
tires, $29.75. 

Among the full-sized cars, Ford 
dealers applauded the return of 
the Galaxie two-door hardtop. 
The price is $2,597, the same as 
Ford’s Starliner fastback hard- 
top. 7 

Another new Model is Oldsmo- 
bile’s Series 98 four-door sloping- 
roof hardtop. It ig priced at $4,021, 
(Continued on Page 43, Col. 3) 





Hardtop 
(Automatic transmission, power steering and power brakes are standard on all 





*—New model; not offered in ’60. 











PLYMOUTH 
(Plymouth prices are unchanged from 1960. Unless otherwise in- 
dicated, the following prices are for six-cylinder models, For V-8s, 





OOo eeeeneeeeesenerereeerseeeeegeeeseesoesese 


61 Car Prices |Berry Purchases 
Chevrolet Deal 


LAKEWOOD, O.— James Berry, 
a Buick dealer in Cleveland for 10 
years, has purchased Guthery- 
Schreiber Chevrolet here. 

Berry sold his Metropolitan 
Buick in downtown Cleveland in 
1955 and has operated a dealership 


consulting firm since, His new deal- 
ership is James Berry Chevrolet, 
Inc., 16303 Detroit Ave. 

Bernard Guthery and Charles 
Schreiber, who have been Chevro- 
let dealers since 1933, are retiring 
from business. 


Don’t miss the Auto Dealer Changes col- 
umns, They'll keep you abreast of what 
is happening in the field. 


GM Prices—'6! vs. ‘60 


(Including federal tax and suggested dealer-preparation charges.) 


+++4+4+44 


3,824.82* 
3,931.82* 
3,818 


4,404.27* 
4,192 


—’60 price adjusted to indicate year-to-year equipment changes. 
(Automatic transmission standard on LeSabre, Invicta, Electra and Electra 225. 
Power steering and power brakes also standard on Electra and Electra 225.) 


CADILLAC 
(Cadillac prices are unchanged from 1960.) 


Series 62 
4-dr. Hardtop (short deck) 


4-dr. Hardtop (flat roof or sloping roof).... 


2-dr. Hardtop 
Convertible .. 


Maa OC 


(flat roof or sloping roof) 
Coupe de Ville 2-dr. Hardtop 


9,533 
9,748 


The ’61 Eldorado Biarritz convertible is $6,477. It is not directly com- 
parable with the ’60 model because of equipment changes.) 


*—New model; not offered in ’60. 


(Automatic transmission, power steering and power brakes standard on all models.) 


F-85 
4-dr. Sedan (Standard) 
4-dr. Wagon (Standard) .. 
4-dr. Sedan (Deluxe) 
4-dr. Wagon (Deluxe) 





(Prices of other Oldsmobiles are unchanged from 1960.) 
61 and ’60 


Convertible 
4-dr. 2-seat Wagon 
4-dr. 3-seat Wagon 


Convertible 
4-dr. 2-seat Wagon .. 


4-dr. Hardtop (sloping roof) 
4-dr. Hardtop (flat roof) 
2-dr. Hardtop 

Convertible 


*—New model; not offered in ’60. 


(Automatic transmission, power steering and power brakes standard on Series 98 


models. ) 


PONTIAC 


Convertible 
4-dr. 2-seat Wagon 


"61 
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Three Dealerships Sued fas tn) cehaniods Nomad ti the Can’t Sell Cars, Find Unexpected Payments a Burden... 
By GMAC in Vermont suit were Bernard J. Murphy, St. 


BURLINGTON, Vt. — General| Johnsbury; Raymond S. Murphy, 


Motors Acceptance Corp., South| °ing business as Murphy Ford 
; _| Sales, Inc., Lyndonville; Murphy 
Burlington, hae filed a $20,000 con Chevrolet, Inc., St. Johnsbury, and 


tract suit in Chittenden County| x hy Motor Sales. I St 
Court here against two individuals ahd do as eee ey 
and three corporations engaged in 


Referral Victims Are Sad Lot 


for hard-working, skilled salesmen, 
It is not a sideline, for which the 
customer can earn a car after mak- 
ing only 12 sales. 


better products, It’s a good deal.” 
(Sold no cars in two months.) 


15. “I don’t know (if my friends 


(Continued from Page 3) 


eight to 10 cars a month through 
referral selling. 










the sale of automobiles. 
It is claimed that the defendants | Fr 


‘orum each week on Page 3. 


To make a truly outstanding quality oil, 
Wo r’s Heap starts with the best—100% 
Pure Pennsylvania, nature’s richest crude. 
Then Wotr’s Heap is Tri-Ex refined three 
important extra steps for truly superior per- 
formance. These are: 


THOROUGH DEWAXING 


-.. to remove wax impurities but 
preserve all of the essential lubricat- 
ing properties often eliminated by 
excessive or improper dewaxing. 


DOUBLE DISTILLING 


. .. by close fractionation in special 
reducing stills that expertly remove 
all unstable, inferior and non-lubri- 
cating fractions that cause high oil 
consumption, sludge and varnish 
deposits, excessive wear, corrosion 
and other harmful conditions. 


TRIPLE FILTERING 


. . . through a special and costly 
“filtering medium’’ under the most 
rigidly controlled conditions to re- 
move undesirable carbon, resins 
and heavy residual materials .. . 
without removing the natural oxida- 
tion and corrosion inhibitors that are 
removed with less costly methods. 








There is no finer motor oil. Give your customers 
the best ... Wotr’s Heap, Tri-Ex refined, 100% 
Pure Pennsylvania, scientifically fortified. 


Gs 


WOLF’S HEAD OIL REFINING CO., INC. 


OIL CITY, PA. 





ADVERTISEMENT 


new cars outdoors at a minimum of capital expense. After 30 days of use, 
we are convinced that we could not have spent our money more wisely,” is 
, Lil., rates bis Childers Carports. 


how H. P. Buck of Buck Buick, Rock Isl. 
Read all about Childers Carports on Page 15. 





For light on dealer thinking, read Dealer 
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The other Art Frost operation in 
Glendale had a monthly sales rate 
of 43 units. After the “no-phones” 
were eliminated, it was found that 
20 percent of Frost-Glendale cus- 
tomers were referral “advertising 
representatives.” 

Based on Automotive News in- 
terviews, an average of 19 per- 
cent of business by dealers using 
the M & M Advertising plan is 
based on referrals. 

Averaging monthly sales for five 
dealers (Frost-Glendale, Frost-Cul- 
ver City, Baldwin Chevrolet, Howell 
Chevrolet and De Von Plymouth), 
M & M is responsible for some 70 
units a month. 

These figures are in contrast to 
M & M President Jim Merriam’s 
statement to Automotive News that 
some 50 percent of each dealer’s 
business comes from referral sell- 
ing. 

Joe Martin, M & M vice-presi- 
dent, said “50 to 60 percent of 
Frost-Glendale business comes 
from our program.” (Of Frost- 
Glendale customers interviewed by 
Automotive News, only 20 percent 
were referral purchasers.) 

There can be little question but 
that statements made by dealers 
and M & M officers to the effect 
that referral selling would double, 
or is responsible for half the busi- 
ness, are so much hot air. At least 
such statements are not supported 
by analysis of registration figures 
which show an average of 19 per- 
cent referral business, 

For Automotive News’ tele- 
Phone interviews with referral 
customers, a special form of four 
questions was prepared. The first 
question was: 

“Hello. This is Miss Garden. We 
are making a survey of recent auto 
purchasers. We have nothing to sell 
or give away, But we would like 
to know if you are buying a car 
with the help of M & M Raye ad- 
vertising programs?” 

Nineteen percent of all people 
called said “yes.” 

This group then was asked a 
two-part question; “Would your 
friends by happy buying a car in 
the same advertising program?” 
“Why do you feel this way?” Final- 
ly each person was asked how 
many cars they had sold. Here are 
the replies: 

1. “I don’t know (if my friends 
would be happy). I'm not happy 
with it.” (Sold no cars in three 
months.) 

2. “I don’t know if my friends 
would like it, but we enjoy it very 
much.” (Sold two cars in six 
months.) 

3. “It’s good for anyone who 
really wants to hustle, because 
they can get a car for practically 
nothing.” (Sold no cars in two 
months.) 

4. “I don’t think my friends 
would like it. We haven’t been at 
all successful.” (Sold no cars in 
three months.) 

5. “No (our friends would not be 
happy). Maybe it’s because we 
haven’t found it worked for us.” 
(Sold no cars in two months.) 

6. “Darn'd if I know. I gave up 
after one car, which I sold right 
after buying mine.” (Sold one car 
in three months.) 

7. “There’s something funny 


ple interested. Their minds are set 
on the brand they want to buy, 
and you (I) can’t influence them.” 
(Sold no cars in three months.) 

8. “I’ve no idea what my friends 
would like. A television program 
sold me on the idea, but I’ve not 
been able to sell a single car.” 

9. (Said he wags buying a car on 
the referral plan, then hung up.) 

10. “It’s a good program for us, 
though we haven't sold any yet.” 
(Sold no cars in six months.) 

11, “I wouldn’t be interested.” 

12. “We already bought one, 
and... Oh no, our friends 
wouldn’t be interested.” (Sold no 
cars in three months.) 

13. “Not so far (would our friends 
be interested?). We haven’t check- 
ed, but we've referred friends and 
nothing happened.” (Sold no cars 
in two or three months.) 

14. “You people are aware of the 


about this. It’s difficult to get peo-|_ 


would be interested). We haven’t 
had much success with the deal 
yet.” (Sold no cars in two months.) 


16. “This is a subject I find un- 
usual to discuss on the telephone. 
It’s none of your business (as to 
how many cars have been sold).” 


17. “I’ve already been stuck by 
one of those outfits, Let’s not go 
into it.” (Sold no cars but would 
not indicate number of months.) 

18. “As of right now, several are 
interested in buying cars, but none 
have signed on the dotted line.” 
(Sold no cars in two months.) 

19. “It isn’t costing us any- 
thing but the downpayment, and 
that we see we will eventually 
get back.” (Sold one car in three 
months.) 

20. “Our friends wouldn’t happy 
with it, because we’re not happy. 
We find it hard to locate people 
who were willing to try it (buy cars 
on the referral plan).” (Sold no 
cars in four months.) 

21. “Well, I had thought my 
friends might be interested, But I 
had trouble with the dealer, so I 
hesitate to send my friends there 
now. As I saw the picture, it 
was a deal whereby the dealer 
would make a bit of money and so 
would I.” (Sold no cars in four 
months.) 

22. “They called me up and made 
it plain I could earn a car by send- 
ing in 12 people. I've sent many 
people, but it seems they were not 
qualified. Ordinarily, I couldn’t af- 
ford a car like that (Plymouth). 
I’m financially strapped and haven’t 
been able to make the first pay- 
ment. My friends are now telling 
me it’s (referral selling) a racket.” 
(Sold no cars in two months.) 

We find that three of these 
people were happy with referral 
selling. One man had no opinion. 
Eighteen were not happy, and 
three became so angry discussing 
referral selling, they either 
slammed the telephone down or 
became hostile to simple ques- 
tions. 

As to selling cars, the average 
customer has little chance, There 
is a total of 68 months, or nearly 
six years, of auto ownership-sales 
effort represented by our 22 buyer 
interviews. Yet only four cars have 
been sold. 

Yet, initial telephone solicitation 
ued by M & M Advertising uses 
this phrase: “This program will 
give you the ‘opportunity’ of earn- 
ing the car of your choice by ad- 
vertising it for us.” 

If Automotive News interviews 
are representative of everyone buy- 
ing a car on the referral plan, such 
a statement is bald-faced misrepre- 
sentation, Selling cars is a business 









































































Dealer Bond Required 


In St. Paul Suburb 


SOUTH ST. PAUL, Minn.—Au- 
tomobile dealers here will have 
to post a $5,000 bond, according 
to an ordinance amendment 
adopted by the South St. Paul 
City Council. 

Councilmen feel that the bond 
requirement will keep irrespon- 
sible persons out of the new and 
used-car business, 





In the first place, it would be a 
rare purchaser who could promote 
12 new referral customers, Second- 
ly, it would be simple to make sure 
he never reaches the 12th customer 
(and “free” car) by failing to qual- 
ify every prospect after the 11th. 
Then, too, in this day of horse- 
trading, it is unlikely many pros- 
pects will buy at full list to main- 
tain the referral chain. 

M & M’s Martin said “68 per- 
cent of the people buying through 
our referral program earn 
money.” Merriam, M & M pres- 
ident, said in a separate inter- 
view that “about 50 percent of 
our customers purchase part of 
the car with their referrals.” 
Dick Pagoda, who closes referral 
deals for Baldwin Chevrolet, said 
“I'd say the average guy knocks 
off about 12 months of payments.” 
There is not a single bit of proof 
or evidence available to AUTOMOTIVE 
News which validates any of the 
three statements, which disagree 
among themselves, On the con- 
trary, it appears that few referral 
purchasers manage to sell a single 
car, let alone 12. 

From the beginning, referral sell- 
ing appears designed to take ad- 
vantage of the credulous and ig- 
norant. The initial telephone solici- 
tation, which creates an impression 
of offering a car for little or no 
effort, automatically qualifies the 
prospect. 

If a person is so naive as to 
believe new cars are given away 
on such a basis, they are apt to 
believe they can sell 12 cars 
merely by showing Detroit’s pride 
and joy to their friends. 

Closing any deal on the basis 
that a car can be easily earned is 
something less than fair to the 
public. Certainly, selling autos 
seems to be a pleasant means of 
making a living. But behind suc- 
cessful salesmanship is hard work, 
long hours and continual frustra- 
tion. Each of which is enough to 
discourage car purchasers from 
more than token selling to friends. 


Almost every car dealer will be 
quick to agree that goodwill is his 
most important asset. Yet the 
buyer hooked on a referral pur- 
chase is not only unhappy with the 
deal, but with the dealer as well. 
He’s lost face with his friends, who 
comment on his falling into such 
a trap. And he not only ‘must eat 
crow, but he has to drive the car 
for 36 months. 

Perhaps the biggest problem fac- 


ing any dealer using referral sell-. 


ing is the large number of people 
who do not buy cars from him 
through the program. They didn’t 
bite. But they will remember the 
dealer’s name and be quick to brag 
of their intelligence at escaping the 
dealer’s clutches. 

Bad publicity of this type gathers 
momentum. In small areas it is not 
unlikely that everyone would soon 
know that this particular dealer is 
using questionable selling methods, 

The best opinion on referral sell- 
ing came when we asked a local 
association manager to comment. 
He exploded: “It’s miserable. 
Everyone loses in the long run!” 

Even the customer, the one per- 
son the entire automotive industry 
is trying to keep happy. 





Manufacturer of the 
world’s largest most 
complete line 


Why take second best when 


“Selective Drive” wuss "° <or,2°% Ducimetics and 


Dealers cost $37.50 to $42.50 
per set in lots of 3 


30 day free trial 
to customer 


Also manufacturers of special 
front spindle nut sockets. 
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P.O. BOX 419 









SSS se ll 








AUTOMOTIVE NEWS, OCTOBER 3, 1960 43 








Chevrolet Prices—'6! vs. ‘60 


(Including federal tax and suggested dealer-preparation charges.) 
CORVAIR 





"61 "60 Difference 
$1,974 $2,011* —$37 
1,920 1,957* — 37 
ET. 2th athens Ske. > paar 
2,039 2,076* — 37 
1,985 2,022* — 37 
TS tates Lah tel a aneeaen 
2,201 2,238 — 37 
ee. Ps ieee aS sppedialae 


—’60 price adjusted because of equipment changes. 


**—-New model; not offered in ’60. 


CHEVROLET 
(Chevrolet prices are unchanged from 1960. The following prices are 
for six-cylinder models. For V-8s, add $107.) 


ae. 3-seat Brookwood 
4-dr. 
4-dr. 
4-dr. 
4-dr, 3-seat Nomad 


*—New model; not offered in 60. 
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"61 and ’60 





Cole Calls Big Inventories 
‘Most Perplexing Problem’ 


By William Carroll 
West Coast Editor 

LOS ANGELES.—“Our most per- 
plexing problem is the large inven- 
tory of cars and trucks a dealer 
must carry to deliver the unit a 
customer wants,” Edward N. Cole, 
general manager of Chevrolet, told 
West Coast newsmen. 

“Right now we’re using IBM 
equipment to keep track of every 
unsold unit in a zone. When a 
dealer needs a car or truck in a 
hurry, we can usually tell him 
where to begin trading.” 

When asked his opinion of the 
1961 low-priced market, with every- 
one but Cadillac in the field, Cole 
sputtered, “If you think we're going 
to back down... it’s our firm be- 
lief there’ll be some expansion of 
market this coming year. Which 
will be an interesting year to see 
if (we) the champion can hold our 
number one position.” 

(When asked to clarify his com- 
ment on market “expansion” Cole 
began to discuss 10-million-car 
years expected by 1965.) 

Cole indicated that Chevrolet does 
not consider a Corvair convertible 
economically feasible at the present 
time. Later during the “question 
and answer” period he said, “I think 
(our) full-size, low-price car offers 
greater value than the usual com- 
pact.” 

Cole was quoted as saying 





Divco Earnings, 


Sales Decline 


Divco-Wayne Corp. registered net 
sales of $25,089,900 and profits of 
$1,119,677 for the nine months ended 
July 31, Newton Glekel, president, 
announced. A year earlier, the com- 
pany made $1,311,592 on sales of 
$25,519,027. 

He said that sales in the Auto- 
motive Division alone had increas- 
ed to $24,885,554, from $22,621,859 
in the comparable nine months a 
year ago. 

However, Glekel added, a com- 
parison of the two periods shows 
a drop in overall sales and earnings 
this year due partly to Divco- 


Wayne's disposal of its Electronics| th 


Division. 


Chevrolet expects to sell 1,750,000 
big Chevrolets in 1961 plus at 
least 375,000 Corvairs. 

He estimated 1960 sales of Chev- 
rolet cars and trucks at 2,085,000, 
which would represent “the highest 
total ever sold by any company in 
the history of the industry.” 


Compacts Blamed 
For Dip in Profit 


CINCINNATI.—Eagle-Picher Co., 
producer of automotive parts from 
lead and zinc, blamed the intro- 
duction of compact cars for a de- 
cline in profits in the third quarter. 

The company made 30 cents per 
share of common stock in the third 
quarter of this year, compared to 
46 cents in the like period of last 
year. Third-quarter sales were $27.5 
million this year and $29.5 million 
a year earlier. 





Sales Tax Ruling Cheers Ohioans 


DAYTON, O.—Auto dealers 
throughout Ohio took heart last 
week following an appeals court 
decision that the present method 
of collecting the state sales tax on 
car sales is unconstitutional. 

At issue is a 2 percent tax dis- 
count that the dealers used to re- 
ceive but don’t now. 

Until last year a purchaser re- 
ceived receipts — tax stamps—on 
everything he bought in the state 
that was liable for the Ohio tax. 

In 1959 the Legislature approved 
an amendment to the sales tax law 
that eliminated the stamps in auto 
sales. Eliminated with the stamps 
was a 2 percent discount all ven- 
dors are allowed for the trouble of 
handling the stamps. 

As a consequence of the amend- 
ment, dealers still have the trou- 
ble but not the discount, auto men 
contend. They still must collect the 
tax from their car-buying custom- 
ers. 

A Columbus auto dealer and one 
of his customers filed lawsuits chal- 
lenging the procedure. A Franklin 
County common pleas judge ruled 
the law was not discrimina- 
tory, but the 10th District Court of 


Lancer $2,007, Tem 





compared with $4,159 for the flat- 
roof model. 

A Cadillac newcomer is a Series 
62 short-deck four-door hardtop. 
The car is 215 inches long, compar- 
ed with 222 for other models, The 
price is $5,080 the same ag other 
four-door pillarless units in the 62 
line. 

Cadillac’s Eldorado Biarritz con- 
vertible wears a $6,477 sticker this 
year, compared with $7,401 in 1960, 
but the models are not directly 


Makers Report 
New Gains in 


September Sales 


DETROIT.—Certain auto makers 
last week reported increased sales 
in the second 10-day period of Sep- 
tember. 

At press time Thursday, an- 
nouncement day for Plymouth-Val- 
iant and a host of new cars, a Plym- 
outh spokesman reported the high- 
est first-day sales in five years. 

“Reports from 45 major markets 
indicated announcement-day sales 
at least 25 percent above expecta- 
tions,” he said. Floor traffic was 
far above the comparable day a 
year ago and many rural dealers 
were sold out of opening inven- 
tories, he added. Cincinnati Plym- 
outh dealers decided to stay open 
until midnight Thursday to handle 
late shoppers. 

Dodge sales in the Sept. 11-20 pe- 
riod amounted to 7,561 cars, 


of 1959—an increase of 152 percent, 
according to M. C. Patterson, gen- 
eral manager. 

Roy Abernethy, automotive dis- 
tribution and marketing vice-pres- 
ident of American Motors, said 
Rambler sales in the second 10 
days of September were 26 percent 
above the figure for the like 1959 
period. 

Sales in the period totalled 8,990, 
compared with 7,120 last year. 

Studebaker passenger-car retail 
deliveries during the 10-day period 
increased 68.5 percent, over triple 
the industrywide increase of 20.7 
percent, S. A. Skillman, general 
sales manager, announced. 

The comparisons were made with 
the corresponding period one year 
ago. The sales gave Studebaker a 
market penetration of 2.41 percent 
for the period, Skillman said. 

Studebaker’s retail deliveries for 
the period totalled 3,223 units, com- 


pared with 1,913 units during the| equipment a spokesman for the 


identical 10 days in 1959, he said. 


Appeals has just reversed the rul- 
ing. 

Ralph Caverlee, executive sec- 
retary of the Dayton Area Auto 
Dealers Assn., said his group 
stands four-square against the 
amendment and is ready to “do 
battle” on the issue. 

Caverlee termed the Columbus 
suit a test case. He said a similar 
suit was considered here but that 
the idea wags discarded when word 
of the Columbus action was re- 
ceived. 

Under the present system, Caver- 
lee noted, the dealer must compute 
the tax, itemize it for the customer 
and file a report for the state 
through the clerk of courts when 
the car’s title is filed. 

“We believe the use of the pre- 
paid tax stamps was about as fair 
a way to collect the tax as we 
know of and would like to see it 
returned,” said Caverlee, who added 
that he expects the attorney-gen- 
eral to carry the Columbus test 
case on to the state supreme court. 

The customer’s part of the Co- 
lumbus suit contends that the 
buyer is deprived of tax stamps 
—in this case $86.71. 

Purchasers may donate the 
stamps to charitable organizations 


t $2,167... 


Makers Hold or Cut 
Prices of ’61 Cars 


(Continued from Page 41) 
























com-| - 
pared with 3,000 in the like period] 


Want a Flora Ford? 
Dealers Can Get ’Em 



































motional purposes, according to 
Ford Division officials. 

a’ requesting a Flora car 
comparable. More than $900 worth| Will billed at invoice minus 
of equipment has been removed| SPecial equipment costs, and the 
from the standard list and made| f#ctory will handle the prepara- 
optional for ’61. tion work normally done by the 

Vehicles not requisitioned 


* * 


Dodge Holds Price Line 
On ’61 Truck Models 


DETROIT.—Dodge will generally 
hold the line on prices of its 61 
trucks, according to M. C. Patter- 
son, general manager. 

Patterson also announced price 
reductions as high as $345 on cer- 
tain diesel truck models. Other 
price reductions and increases re- 
flect changes in equipment. 

The new factory retail prices 
range from $1,471 for the D-100 
flat face cowl to $16,654 for Dodge’s 


purchase the 
vehicles they have driven, it was 
explained. 





Rigid Time Curb 
Urged in Maine 


GAC Aide Terms 
Red Ink a ‘Sin’ 


ai. — the = tandem, 
nch wheelbase, NCT-1000 cab 
forward diesel model. Prices of the oS oy eee 


new Dart models are unchanged 
at $1,812 for the Utiline and $1,826 
for the Sweptline. 


ROCKLAND, Me.—Some 150 
members of the Maine Automobile 
Dealers Assn, gathered here for 
their 16th annual convention. 

Hayward Wills, of General Ac- 
ceptance Corp., representing the 
American Finance Conference, in 
addressing the convention, stressed 
the fact that dealers must exercise 
time sales control. 

“The ’60s will see many unlimited 
opportunities,” said Wills, “with 
the gross national product increas- 
ing to over $800 billion.” 

But, he warned, compact cars 
and lower gross profit on such 
vehicles may make 1961 a “tough 
year” on dealers, 

Wills stated that dealerships 
which emphasize profit at all times, 
tighter credit, aggressive manage- 
ment and forceful selling, should 
make a profit, however. 

“The greatest sin that 
ment can inflict on its employes,” 
Wills concluded, “ig to run a busi- 
ness at a loss.” 

Two other speakers appeared be- 
fore the convention. Randall Nich- 
ols of the Department of Labor, 
urged Maine dealers to intensify 
their apprentice training program, 
and Ralph L. Towne discoursed the 
human side of selling. 


Oldsmobile Ups 
Mehring, Grobe 


LANSING. — Two key personnel 
changes were announced last week 
by Oldsmobile, 

S. F. Mehring, former general 
sales manager, 
has been appoint- 
ed director of ad- 
vertising, and 
Lloyd A. Grobe, 
former advertis- 
ing manager, has 
been appointed 
manager of group 
selling activities. 

Mehrin g’s 
appointment fol- 

: lows a leave of 

L, A. Grobe absence granted 

in the spring. He joined Oldsmobile 

in 1948, and was appointed general 
sales Manager a year ago. 

Grobe joined Oldsmobile in 1954 
and has been advertising manager 
erg 1957. Grobe’s responsibilities 

as manager of group selling activi- 
ties include exhibits and displays, 
employe sales and promotion, car 
fleets for special events and the co- 
ordination with dealers of Oldsmo- 
bile’s driver training program. 


Morton Folds Dodge Line 

ESPANOLA, N. M. — Morton 
Bros., Inc., Riverside Dr., has dis- 
continued its affiliation with Dodge, 
but will remain a distributor for 
International Harvester farm 








Other officers include: First vice- 
president, John E, Barrett, Bidde- 
ford, and second vice-president, 
Norman G,. Woodbury, Winslow. 
William V, Hood, Auburn, remains 
executive vice-president. 

New directors include S, Kirby 
Hight, Skowhegan; Fletcher 
Brown, Portland; Taylor Brad- 
street, Lincoln; Woodbury; Donald 
W. MacLeod jr., Bar Harbor, and 
Barrett. 

The convention unanimously 
adopted a resolution calling upon 
the members of the association to 
furnish car-pools on a non-partisan 
basis, in order to provide trans- 
portation for Maine voterg in the 
upcoming national election. 


Brown Elected 
NADA Director 


WASHINGTON.—Harry H. 
Brown jr., president of Brown & 
Thomas Automobile Co. New 
Haven, Conn., has been elected to 
represent his 
state on the 
Board of Direc- 
tors of the Na- 
tional Automobile 
Dealers Assn, for 
a three-year term 
beginning next 


firm announced. 


which, in turn, redeem them at 3 
percent of face value. 

Many Ohioans — chief among 
them Gov. Michael DiSalle — are 
pushing for the elimination of the 
stamps altogether, and last year’s 
amendment is generally interpreted 
as the first move in this direction. 

Following the appeals court deci- 
sion the Dayton Daily News com- 
mented editorially: “The Colum- 
bus test case is a timely reminder 
that the next General Assembly 
should see that Ohio keeps pace 
with other states that have aban- 
doned the use of sales tax stamps.” 

The editorial observed: “Al- 
though a higher court may re- 
verse the Columbus decision, the 
law does seem to violate the 
equal treatment principle guar- 
anteed by the state constitution. 








The car buyer who wants to col- January. 

lect the stamps and the car deal- Brown & Thom- 
er who wants to collect the dis- as, Connecticut’s 
count customarily given to mer- oldest automobile 
chants for handling the stamps dealership, has 


H.H. Browndr. had a Cadillac 
franchise for 52 years and an Olds- 
mobile franchise for 27 years. 

Brown succeeds James R, John- 
son, Hartford, who hag been an 
NADA director for six years, John- 
son did not choose to run for re- 
election. 


“An immediate remedy to such 
discrimination would be to resume 
the use of the stamps with auto 
purchases, The next Legislature, 
however, has a better remedy at 
hand: To abolish the use of the 
stamps altogether.” 
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Good-Faith Law Ruled No Haven... 


GM Upheld on Dealer Facilities 


By Maynard M, Gordon 
News Editor 

UTO manufacturers have won a 

major victory under the Dealer 
Franchise Act of 1956. As a result, 
dealers operating out of crowded 
facilities are in danger of losing 
their legal lifeline. 

The clear-cut acceptance of the 
factory position in the matter of 
inferior-building disputes came 
when Chief Federa] District Judge 
Joe E. Estes, in a summary judg- 
ment without a jury trial, dismiss- 
ed a three-year-old suit against 
General Motors by a former Chev- 
rolet-Buick dealer in Greenville, 
Tex, 

The plaintiff, Woodard Motor 
Co., had vigorously contested 
GM’s action in briefs and oral 
arguments submitted to Judge 
Estes in Dallas, Woodard Attor- 
ney William P. Fonville, Dallas, 


P-D-V Executive 


Tries His Hand 
At Selling ’Em 


DETROIT.—New-car shoppers in 
Detroit last week got a chance to 
dicker with a factory executive at 
Leo Adler's Chrysler-Imperial- 





Plymouth-Valiant 
dealership, 18500 
Livernois. 


Jack E. Chari- 
par, chief engi- 
neer and director 
of product for 
Pilymouth- 
DeS o t o-Valiant 
Division, tried his 
hand at on-the- 
floor selling to 

ee “get the feel of 
J. E. Charipar the public reac- 
tion of the 1961 models” on an- 
nouncement day. 

Charipar’s appearance was part 
of the grand opening celebration of 
Adler’s new Livernois location. It 
also marked the addition of Chrys- 
ler and Imperial to Adler’s long as- 
sociation with Chrysler Corp. 

Adler facilities at 13800 W. Seven 
Mile cover four city blocks, The 
Seven Mile location is also the 
home of Adler’s Valiant Town and 
Plymouth Town. 

To help announce the Livernois 
facilities and the addition of the 
Chrysler line, the dealership sent 
more than 10,000 persona] invita- 
tions to prospects offering them a 
freshly minted quarter for visiting 
either of the two Adler dealerships 
at announcement time. Adler is 
also offering all purchasers of a 
1961 car a portable typewriter. 


Mercedes Sales 
Names 2 V-Ps 


SOUTH BEND.—Two vice-presi- 
dents, J. Bruce McWilliams and 
F. L. Armstrong, have been ap- 
pointed by Mercedes-Benz Sales, 
Inc., according to L, A, Fleener, 
president. 


McWilliams has been named/f 





4. B. McWilliams F. L. Armstrong 


vice-president in charge of sales of 
Mercedes-Benz Sales, Inc. Arm- 
strong, formerly general sales man- 
ager, has been appointed adminis- 
trative vice-president. 

Fleener said that McWilliams 
will be responsible for all market- 
ing activities of the corporation, 
while Armstrong will assist in ad- 
ministrative duties and develop- 
ment programs, McWilliams has 
been vice-president and a director 
of Saab Motors, Inc., New York 
City, the United States subsidiary 
of Saab, for three years. 


said last week a decision to ap- 
peal had not yet been made, 

GM was particularly pleased 
about the judge’s decision. Assist- 
ant General Counsel Daniel Boone 
pointed out that it was the first 
good-faith courtroom decision in 
which the corporation had figured. 

* + a” 


was decision by Judge Estes 
continued a peculiar precedent 
under the good-faith law. A com- 
plete jury trial is yet to be held in 
any litigation growing out of the 
statute. Judge Estes said he ac- 
cepted GM’s request for a summary 
dismissal because he would have 
been compelled to set aside any 
jury verdict favoring Woodard, 
thus making a jury trial unneces- 
sary. 

Background of the Woodard-GM 
dispute is this: 

Woodard Motor Co. was founded 
in 1936 by B. T. Woodard as the 
new Chevrolet dealer in Greenville 
(population 20,000). The Buick 
franchise was added in 1937. In 
1955, the Buick franchise was 
transferred to B, T. Woodard’s son, 
B. J. Woodard. 





rolet lease expired after 20 years 
and he was unable to re-lease. He 
received a five-year franchise and 
relocated the Chevrolet oper a- 
tion in his son’s Buick building 
on condition new premises be 
found for the Chevrolet setup, 


On Jan. 18, 1957, GM_ notified 


B. T. Woodard that the selling 
agreement for Chevrolet would be 
terminated by April 30, 1957, unless 
adequate facilities were occupied. | § 
The dealer, according to deposi-| } 
tions submitted later, admitted that 
the Buick building contained in- 
sufficient room to house both oper- 
ations. 


oo selling agreement with B. T. 


Woodard was terminated ef- 


fective Oct. 24, 1957. The plaintiff 
sued shortly after termination for 
$400,000 
first pleadings later to incorporate 
the then-untried good-faith law. 


damages, amending the 


GM maintains Woodard did not 


ask for a hearing before the GM 
dealer umpire, former Federal 
Judge William Coleman, of Balti- 
more, but he says that a written 
request for an outline of the pro- 


In 1956, B. T, Woodard’s Chev- | cedure in reaching the umpire was 
not answered by the Chevrolet 


central office. 


Churchill, Porta 
Are Honored by 


Home-Towners 


SOUTH BEND. — Harold E. 
Churchill, president of Studebaker- 
Packard, and A, J. Porta, execu- 
tive vice-president, received “Citi- 
zen Award of Merit” plaques last 
week at a dinner attended by 500 
in the course of a two-day celebra- 
tion honoring the automobile com- 
pany. 

The celebration was touched off 
with a night parade. The largest 
parade in South Bend’s history, it 
featured 25 floats, 20 bands, huge 
balloons and a preview look at the 
1961 Lark. 

A feature of the gala event was 
an award to the community, the 
first of its kind, by Bernhard H. 
Auer, publisher of Time magazine. 

Auer, Churchill and Porta led the 
parade in fur-covered Larks. Auer 
made the presentation to the presi- 
dents of the Citizens for Stude- 
baker, the Downtown Council of 
South Bend, the Chamber of Com- 
merce of South Bend, Studebaker- 
Packard Local No. 5, UAW-CIO, 
and South Bend Mayor Frank J. 
Bruggner. 

The award said, “Presented to 
the citizens of South Bend in recog- 
nition of their vision, determination 





In 1958, B, J. Woodard gave up 
the Buick franchise for Green- 
ville. 

Chevrolet’s selling agreement 


reads that a dealer’s place of busi- 
ness must be “satisfactory as to 
appearance and location, and ade- 
quate in size and layout for new 
car sales operations, service opera- 
tions, parts and accessories sales 
and used car sales . 


These facilities and their loca- 


tion, the next paragraph states, 
must be “mutually satisfactory to 
dealer and Chevrolet.” 


* * * 


N A letter to Automotive News 
on Oct. 30, 1957, B. T. Woodard 


said the demands upon him to find 
suitable facilities had been “unrea- 
sonable and unwarranted.” He ex- 
plained that a new highway, not 
completed at that time, would have 
provided the best location, but a 
new zone manager was unwilling 
to wait. 


The zone manager also refused 


to hear of a sale of the dealership, 
Woodard said, adding that the only 
two adequate locations in town were 
not available, either on a buy or a 
lease basis. 


“It was a building or nothing,” 
Woodard wrote. “We have had 
many injustices brought upon us 
and feel we have a right to ask 


for damages.” 
With the Woodard case awaiting 


and work on behalf of an industry 
vital to the economy of their com- 
munity and thereby to the pros- 
perity of the nation.” 

The testimonial dinner featured 
an address by Emil Schram, con- 
sultant and former president of the 
New York Stock Mxchange. 


possible appeal, the next scheduled 
trial under the good-faith law will 
begin Oct. 17 in San Francisco. The 
case is Raleigh R. Leach vs. Ford, 
and the central issue is termination 
of a dealership whose neighbor- 
hood had “changed” in downtown 
Oakland, Calif, 








South Bend Pays Tribute to $-P— 


This is part of the 100,000 persons who turned out in South Bend last week for a 
parade paying tribute to Studebaker-Packard and to accept an award to the commu- 
nity by Bernhard H. Aver, publisher of Time magazine. “Citizen award of merit" 
plaques were presented to H. E. Churchill, S-P president, and to A. J. Porta, executive 
vice-president, at a dinner attended by 500 in the second phase of the two-day cele- 
bration. 


A Working Exhibition— 





Participating in the creation of a composite car at the 43rd National Automobile 


Show, Cobo Hall, 


a working exhibition sponsored by the Automobile Manufacturers Assn. 


Detroit, is this group of Studebaker-Packard Corp, designers in 


Robert F. 


Andrews, standing, chief designer, advanced styling department, will supervise the 


work of designers, from left, Richard M. 


Keenan, Elbert C. Weber and Howard P. 


Arnold. This group will represent S-P at the opening of the show on Oct. 14 and 15. 
Designers from other automobile manufacturing companies will continue with the 
exhibition through Oct. 23. A drawing of the composite car is in the background. 


* * * 


* * * 





For National Auto Show... 


It’s Get-Ready Week 


By John E, Walsh 
Staff Writer 


= gigantic task of setting up 
auto exhibits and the Auto 
Wonderland displays for the 43rd 
National Automobile Show moves 
into high gear today (Oct. 3) at 
Detroit’s Cobo Hall. 

The multimillion-dollar show, 
largest ever sponsored by the Auto- 
mobile Manufacturers Assn. for the 
industry, will open a nine-day run 
Oct. 15. 

Work on the 350-foot stage and 
theme center got underway two 
weeks ago and is nearing comple- 
tion. The riverfront exhibit hall 
also has been blocked out and 
decorated for the huge Wonder- 
land display which will show vis- 
itors what it takes to produce a 
car. 

Workmen will begin moving in 
display vehicles and settings today 
and tomorrow. Some 300 cars and 
trucks are scheduled for exhibit. 
The Wonderland displays will be 
moved into the hall Wednesday 
through Friday. 

ok o* + 
yas stage will be Ionger than a 
football field and will be the 
scene of a Broadway-type revue 
with a cast of 60 singers, dancers 
and musicians. It will be presented 
four times daily. 

A dominant decorative feature of 
the stage area and theme center 
will be a structure 100 feet long 
and rising 30 feet above the floor. 
It will symbolize the show’s theme, 
“Wheels of Freedom.” 

The area also will accommo- 
date a 750-foot conveyor on 
which cars will move during 
show hours, which are from 11 
a.m, to 11 p.m. daily, The con- 
veyor will be stopped only when 
the stage show is presented and 
during the once-a-day style show. 
Cars on the conveyor will move 

over pools of vari-colored water, 
with tires just skimming the sur- 
face. Thus, the show visitor can 
stand in one place and see all of 
the '61 cars pass in review. 

The entire stage area will be 
fronted by a low barrier wall of 
concrete block. Various colored 
lights and fabrics will be used to 
create a iter ara. saa 

* 


PS areas of chai masonry 
block and reinforced concrete 
will cover 10,000 square feet. Each 
pool will be lined with colored rub- 
ber and their brilliant hues will be 
accented by underwater lighting. 
The center stage area, which will 
appear to float on water, will in- 
clude a 20-foot diameter turntable. 
The big theme symbol will car- 
ry the “Wheels of Freedom” mes- 
sage on three elliptical-shaped 
forms covered in glistening silver. 
They will be suspended across 
three golden wheels, each 18 feet 
in diameter. Steel tubing will be 
used for symbolic action of the 





wheels and to support the theme 
symbol. 

The show, the second staged by 
the industry since 1940 and the first 
ever held in Detroit, will utilize all 
of new Cobo Hall’s facilities. 


Obituaries 


J. M. Crawford; Retired 

GM Engineering Chief 

LaJOLLA, Calif. — James M. 
Crawford, 74, who retired in 1951 


as engineering vice-president of 
General Motors, died here Sept. 23. 


Mr. Crawford joined the auto in- 
dustry in 1906 with American Motor 
Car Co., Indianapolis, and moved to 
Chevrolet in 1927 after working for 
several other firms. In 1945 he was 
named executive assistant to the 
engineering vice-president of GM 
and was named vice-president him- 
self in 1947, He was president of 
the Society of Automotive Engi- 
neers in 1944-46. 

os 


Selina 8, Clark 
DETROIT.—James 8, Clark, executive 
assistant advertising manager for Chevro- 
let, died Sept. 25. He was 59. He had been 
with Chevrolet 34 years. 
* + 


C, Melvin Kenley 
SAN ANGELO, Tex.—C, Melvin Kenley, 
64, veteran San Angelo automobile dealer, 
died Sept. 10 at his home, He had been 
confined to a wheel chair since suffering 
a stroke in . 
* 
B. Elliott 
PAHOKEE, Fla.—B, Elliott, who oper- 
ated B. Elliott Ford here for 30 years, 
died Sept, 22 in a Lake Worth (Fia.) 
hospital after a long illness, Mr. Elliott, 
a former speaker of the Florida House of 
Representatives, served 10 consecutive 
years in the General Assembly, 
+ * * 


Charles E, Bowman 

DALLAS.—Charles E, Bowman, 79, re- 
tired used-car dealer of Dallas, died Sept. 
20 in a Fort Worth hospital after a long 
illness. A native of Foristell, Mo., he came 
to Dallas in 1913 and was in the used-car 
business until his retirement because of 
poor health. 

* * * 
Tait M. Hawkins 

HAMILTON, Ont.—Dean of the Cana- 
dian automotive industry’s advertising 
managers, Tait M. Hawkins, 56, advertis- 
ing and sales promotion manager of Stude- 
baker-Packard of Canada, Ltd., died Sept. 
20 at General Boaphtal. 

+ 
Edwin L, Dickey 

EL PASO, Tex.—Edwin L, Dickey, 62- 
year-old president of Watkins Motor Co., 
died Sept. 16 at his home here. He had 
been with the firm for 35 years, 

* * * 


Donald W. Webber 
WASHINGTON.—Donald W, Webber, 48, 
Chevrolet zone manager in Salt Lake City, 
died here Sept, 16 after heart surgery. 
He had been with Chevrolet 25 years. 
* a 


Merrick D. Coate 
CLEVELAND.—Merrick D, Coate, 89, 
Ford Motor Co.'s first representative in 
Cleveland, died Sept. 18. He helped set up 
many of the early distributors of Ford 
cars. 


* * * 

Edward N. Haulk 
CANTON, O.—Edward N, Haulk, 80, a 
partner in Haulk-Letherman, died of a 


heart attack Sept. 15. 
* s * 


Lawrence H. Constantine 
SALEM, Mass.—Lawrence H, Constan- 
tine, 62, president of Maumkeag Chevrolet 
Co., died Sept, 20 





Car, Truck Output Estimates 
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Week Week Jan. 1 Jan. 1 
Ended Same Ended Total Toe To 
Oct. 1, Week, Sept. 24, Output, Oct. 3, Oct. 1, 
"1960 1959* 1960 Sept. 1 1960 
AMERICAN MOTORS 
ION "soso cedeidcnvvnitinsse 8,550 7,321 7,150 27,942 357,145 
CHECKER MOTORS 150 131 148 611 2,970 5,504 
CHRYSLER CORP. 24,650 10,848 24,507 94,776 552,198 821,698 
Chrysler Division. ...... 1,850 2,326 10,198 68,157 16,958 
Chrysler o.........ccc00 1,900 1,041 1,786 1,786 52,874 65,375 
Imperial .................... 600 809 540 2,412 15,283 11,583 
Dodge Division .......... 11,200 4,174 11,463 43,662 124,885 334,249 
Dart-Polara. ............. 7,000 4,174 7,187 27,369 124,885 308,174 
BAGG sissevicsicsicctecsediie eee: assrccem 4276 16283 _............ 26,075 
P-D-V Division .......... 10,950 4,824 10,718 40,916 359,156 410,491 
TIO cscs ccsinctiiacsomedy 250 338 260 930 = 35. 17,545 
Piymouthh .................. 6,500 4,486 6,251 23,888 323,762 195,370 
WUE, * Sighactsvesovnvcvieane Gee sccm 4,207 16,098 197,576 
FORD MOTOR** 48,245 29,324 42,246 156,649 1,293,763 1,389,478 
Ford Division .............. 37,400 24,776 34,367 122,925 1,131,698 1,119,044 
PENI: : siiisovierarisericsnevens 13,050 4,952 12,635 48,064 10,552 388,134 
Ford (Std) ............. 24,350 18,647 21,732 72,354 1,065,261 962,001 
Thunderbird ............0 00. aa 2,507 55,885 68,909 
L-M Division ............... 10,845 3,831 7,879 33,724 134,112 270,434 
CRE © wiciiici awesisnle Ce. aden GRRL BA GRB  ..ccerssr 141,445 
BATE, © vecigsloecstetbviads... saormene Wee mye > vanades 19,985 13,194 
ES 2 secrsrrincrmsrvine 5,015 3,324 2,258 11,789 114,127 115,795 
GENERAL MOTORS .. 52,337 55,179 42,963 120,321 2,122,499 2,315,552 
Buick Division. ............ 6,642 6,527 5,580 16475 181,302 200,463 
CIES ociccnisdticnucins 2,900 2,968 2,065 5,940 114,254 115,878 
Chevrolet Division .... 26,200 29,607 20,467 54,579 1,196,670 1,390,419 
IRE WUNEEE ©, pedtdabcstvedteccsecce 4,500 4,885 3,901 10,868 30,014 181,519 
Chevrolet (Std.) .... 21,700 24,722 16,566 43,711 1,166,656 
Oldsmobile Division .. 9,695 8,112 7,701 23,780 303,919 281,180 
Pontiac Division. ........ 6,900 7,965 7,150 19,547 326,354 327,612 
S-P CORP. 
Studebaker .................. 2,548 3,048 2,406 9,712 116,280 $1,199 
Total Cars, U. S.** ....136,480 105,851 120,020 410,011 4,378,540 4,970,576 


*Revised. 


**Totals for 1959 include Edsel production. 
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Week Pid Jan.l = Jan. 1 
Samo inded Total To To 
Oct. 1, Week, Sept. 24, Output, Oct. 3, Oct. 1, 
1959* 1 Sept. 1959* 1 
5,990 7,609 26,331 277,853 301,108 
88 65 161 4,512 2,186 
132 118 319 2,402 2,762 
1,266 1448 5,694 59,950 55,204 
7,248 4,418 20,983 259,255 268,002 
MC 1,296 1,341. 4,567 65,417 82,435 
INTERNATIONAL. ....... 2,465 2,866 2,477 10,301 111,760 97,664 
MR i oiicx soci stinnessccvespeie’ ponies cadetuss 357 977 +=13,740 =: 111,638 
STUDEBAKER. ............ 96 193 96 711 «610,191 + =10,156 
WRENS Snseseseseveisgsessotecssass 235 166 225 857 «15,107 —s:12,691 
We sess vececiinkssasinecvens 1,700 =. 2,536 1,621 6,544 89,512 100,206 
MISCELLANEOUS ...... 90 90 90 384 3,440 3,531 
Total Trucks, U. S..... 19,806 21,871 19,865 77,829 913,139 947,583 
Total Cars, Trucks, 
Bs JENS. -enderssssrnnmaipaeed 156,286 127,722 139,885 487,840 5,291,679 5,918,159 
Total Cars, Trucks, 
ORG sso si s0-secnsesvens 5,480 5,410 4,897 16,039 298,232 298,762 
Grand Total, 


Cars and Trucks, 


U. S. and Canada....161,766 133,132 144,782 503,879 5,589,911 6,216,921 


*Revised. 


Smaller Ford Awaits 
Compact Sales Trend 


(Continued from Page 2) 


any price disclosures, even though 
some GM and Chrysler Corp. com- 
petitors released their price sheets 
on Monday. 
+ * 
Mc LAUGHLIN said Ford ex- 
pects the new GM medium 
compacts to win sales largely at 
the expense of their big-brother 
series and Chevrolet. 

“Bring on the competition,” 
Wright said. “We are ready for it. 
We have the products, the dealers 
and the factory organization to 
meet it and beat it.” 

Wright reported continued sell- 
out business for the Thunderbird, 
whose revamped ’61 version will 
not be shown until next week. 
He said 91,000 Thunderbirds will 
be retailed this year—triple the 
original volume expectation for 
the four-seater. 

Wilbur Chase, truck marketing 
manager of Ford Division, joined 
in the prognostications of added 
market penetration. Chase, pre- 
viewing the three models in the 
new Econoline truck series, fore- 
cast a boost in Ford truck penetra- 
tion from this year’s 30% percent 
to more than one-third next year. 

Chase also announced addition of 


5 Millionth Car 
Of Year Rolls 


(Continued from Page 1) 
assembly schedules to 52,337 units, 
compared with 42,246 the week 
earlier, Chevrolet was slated to 
build 21,700 cars, more than 5,000 
more than the previous week’s 
16,566. 

Output at Chrysler Corp. plants 
was almost unchanged, with 24,650 
assemblies scheduled last week, 
compared with 24,507 the week ear- 
lier. 

OK * oe 
——e Division and Plym- 
outh-DeSoto-Valiant schedules 
called for slight increases, but 
Dodge expected to turn out fewer 
cars—11,200 compared with the pre- 
vious week’s 11,463. 

Rambler’s output was due to rise 
from 7,750 in the previous week to 
8,550 last week. 

Production of ’61 Thunderbirds 
and Lincoln Continentals will get 
underway today (Oct. 3). These are 
the last of the new models to go 
into production. 





Flora-Planning Pays Off for Ford 


(Continued from Page 2) 
“just happened” to stop by on the 
first day of the Ford doings. 

“We just bought this Chevy- 
Olds deal in July, 1959,” Miller 
said, “and as Flora’s newest deal- 
ers we're tickled to death to boost 
Ford Town-U, 8S. A.” 

However, neither Chevrolet nor 
Ford accepted a Miller proposal to 
put a '61 Ford in his showroom for 
the week of the civic festival. 

7” + - 


E lone Chrysler Corp, dealer 

in town, Wilson Motor Sales 
(Dodge), was least happy about 
Ford Town. President Roosevelt 
Wilson, a dealer since 1948, flatly 
refused to hang up the pennants 
which adorned every other busi- 
ness. And Wilson’s two sons, Gene 
and Jon, flashed around this com- 
munity of 6,000 with ’61 Lancers 
and Darts in advance of their for- 
mal announcement day. 

“I hope,” said Roosevelt Wil- 
son, “it will be helpful for all 
the dealers. I know it will help 
Ford the most because 50 per- 
cent of a sale is getting a man 
in a car.” 

J. C. Borah (Pontiac-Cadillac- 
Vauxhall) was a major participant 
in the Ford Town planning. A deal- 
er since 1943, Borah presided over a 
tiein undertaking to expand Fiora’s 
airstrip and acted as a tour guide 
for a presg bus junket around 
town. 

Fiora’s fifth new-car seller, Mau- 





rice Mosele (Buick-Opel-GMC), was 
busy preparing for ’61 announce- 
ment day during Ford Town-USA. 
He had tried vainly to get approval 
to display the new Special during 
the Ford extravaganza. 

“The Ford deal should create 
prospects for all ’61 vehicles,” said 
Mosele. 

+ + + 

T= Millers and Mosele received 

their ’61 price lists on the open- 
ing day of the press preview here. 
H. V. Miller said he didn’t think the 
F-85 price was low enough to hurt 
the Chevrolet standard series, 
which he felt was “more car value.” 

Miller also said the Corvair 
“one day” would outsell all the 
compacts, But Chevrolet is trail- 
ing Ford in overall registrations 
in Flora, 435 to 496. The larger 
Ford total includes 58 Falcons. 
Smith retailed 108 new Fords in 
the first half of this year. Flora’s 
vehicle population totals 1,762 
cars and trucks. 

When it came to the mass ride- 
and-drive with which Ford. en- 
gulfed Flora last week, the division 
saw to it that a new vehicle was 
available to every owner. A total 
of 1,379 cars and 115 trucks was 
turned over to residents for the 
week. All the units were "61s ex- 
cept Thunderbirds, which will not 
be premiered until next week. 


* * * 


SMEN admittedly were cyn- 
ical about the entire project 


when they first heard of it. The 
feelings of the press were rather 
accurately captured at a Buick 
press showing immediately preced- 
ing Ford’s Flora escapade, when six 
public relations staffers of General 
Motors lampooned the undertaking 
in a song titled, “Give My Regards 
to Flora.” 


Most press visitors, however, 
underwent a change of attitude 
once Florans were able to show 
first-hand how they felt about 
what Ford had done here, 


At ceremonies closing the press 
preview, General Sales Manager 
M. S. McLaughlin presented each 
of Flora’s five new-car dealers with 
a “good sportsmanship award.” 


“Despite the fact they were help- 
ing a competitor,” McLaughlin said, 
“the non-Ford dealers in Flora 
pitched in to help put the project 
over because they saw that a pro- 
gram had many benefits for the 
community itself.” 

McLaughlin introduced the Flora 
Ford dealer with a tribute no other 
franchised dealer ever hag re- 
ceived: 

“I think it’s safe to say that 
A. R, Smith Ford Sales ig the first 
auto dealership in the history of 
the industry to enter a new selling 
season with everyone in town hav- 
ing test-driven his new models be- 
o they actually go on the mar- 

et.’ 


—Maynarp M,. Gorpon 




















a@ series of diesel trucks to the ’61 
Ford line. 
* * * 
IGHT departed from hig pre- 
pared remarks to pay tribute 
to the Ford dealers and sales or- 
ganization. 

“Our dealers beat Chevrolet two 
of the last five years. That is a 
great record for an organization 
and a product that never was in 
contention in the prewar and early 
postwar years.” 

The Ford Division chief took a 
dig “ 7 a General Man- 
ager E. N. Cole for declaring at 
the Chevy press preview a month 
ago that what Americans really 
wanted was not a compact car, 
but a 20-foot-long car at a $1,695 
price. 

“The Falcon shows that Ameri- 
cans want not just price alone,” 
Wright said, “but compact size and 
low cost of car ownership. Our 
chief competitor was undoubtedly 
influenced by the fact that his 
standard series was successful this 
year and his compact displayed a 
conspicuous lack of success.” 

* *” * 
Wrest was asked about a re- 
cent complaint from the presi- 
dent of the National Automobile 
Dealers Assn. that there are too 
many body styles and accessory 
options in new-car lines. The com- 
plainant was Birkett Williams, a 

Cleveland Ford dealer. 

“He’s gbsolutely right,” said 
Wright, “There are too many op- 
tions, but what do you cut out? A 
dealer would feel neglected if any 
volume-selling item or body style 
were dropped.” 

He noted that dealer protests 
had prompted Ford to restore the 
two-door hardtop to the Galaxie 
line. It had been deleted from the 
60 series in a futile effort to pare 
body styles. 

In merchandising the ’61 Ford 


45 


cars, Ford is prepared to “back up 
100 percent all product claims, in- 
cluding the 30,000-mile lubeless 
guarantee,” Wright emphasized. 

Ford product expositions made to 
the press laid stress on findings 
that motorists dreaded lubrications 
and would be only too happy to 
settle for fewer trips to service 
Stations for the customary 1,000- 
mile greasings. 

* » oJ 

LTHOUGH the “general busi- 

ness outlook does not suggest 
any drastic changes in the foresee- 
able future toward either a boom 
or a bust,” Ford Division is looking 
forward to a “great” 1961 for itself, 
Wright said. 

“The Falcon was and is eminent- 
ly right for the market,” he de- 
clared. “The daring new Thunder- 
bird should give fresh impetus to 
this new area of the market that 
the T-Bird has carved out for it- 
self. Now, in the ’61 Ford line, we 
have created what amounts to the 
most nearly neglect-proof car ever 
made.” 

A single car line rarely has 
received such a costly or provin- 
cial sendoff as did the ’61 Ford 
in Flora, The preview cost Ford 
a reported $300,000—much of 
which went to ship and service 
the fleet of new cars and trucks 
test-driven for a six-day period 
by Flora residents. 

Nearly 1,500 Ford cars and 115 
Ford trucks were evaluated by 
Florans in “Ford Town-USA.” Few 
comments, tabulated by an IBM 
RAMAC machine, were of a nega- 
tive nature. 





Ad Assessment Rebated 
On Sales to Big Fleets 


LOS ANGELES.—The Plym- 
outh-Valiant Dealers Assn. of the 
Los Angeles region hag decided 
to refund the advertising assess- 
ment of $20 per car on those units 
sold to major fleet accounts. 

Major fleets were defined as 
those operating 50 or more ve- 
hicles. Discount houses, units of 
government and groups organ- 
ized to represent buyers were ex- 
cluded from the definition, The 





Prices, Profits OK’d.. . 


Dealers Win Public Nou 


FLORA, Ill.— The public’s im- 
pression of auto dealers has im- 
proved markedly since the dark 
days of the 1940s and the mid-1950s, 
according to Ford surveys. 

M. S. McLaughlin, general sales 
manager of Ford Division, last 
week released results of New York 
studies conducted last spring which 
found that 8 percent of those 
polled said they paid what they ex- 
pected, or less than expected, for 
their auto or dealer services. 

In the case of profits, only about 
one person in four told Ford in- 
terviewers they felt dealers were 
making more than they should. 

“This means,’ McLaughlin said, 
“that a full 80 percent of the pub- 
lic does not have a ‘chip on its 
shoulder’ on the issue of dealer 
price and profit.” 

The Ford sales official said the 


Nevergold Joins 
Ford Motor Credit 


DETROIT. — Edward C. Never- 
gold, veteran automotive and fi- 
nance official, has been appointed 
general sales manager of Ford 
Motor Credit Co., 
according to Rob- 
ert S, Olson, pres- 
ident. 

Since 1954, Nev- 
ergold hag been 
automobile manu- 
facturing assist- 
ant to Chrysler 
Corp.'s dealer re- 
lationg vice-presi- 
Ps dent. Earlier he 

are Was a partner in 
E. O. Nevergold =, Wilmington 
(Del.) auto dealership. 

For 14 years he was affiliated 
with Universal CIT Corp., most re- 
cently as vice-president in charge 
of the Philadelphia Division. 








importance of new-car and truck 
dealerships to the national economy 
is demonstrated by the fact that 
the 36,000 franchiseholders have an 
estimated yearly payroll of $3 bil- 
lion, 

McLaughlin gave these other 
dealer statistics: 

1. Dealers spend some $250 mil- 
lion annually for local advertising, 
or $6,800 per dealer. 


2. Last year, total sales for 
dealers amounted to $32% billion, 
or $880,000 per dealer, to account 
= almost 13 percent of all retail 

es. 


3. Dealers last year paid $200 
million in property, income and 
other taxes. 

“I think the Ford survey on pub- 
lic opinion of dealerships,” said 
McLaughlin, “pretty well substan- 
tiates that the average automobile 
dealer is a respected and important 
member of his community.” 


—Maynarp M. Gorpon 


Industry Objects 
To Toronto Plan 


TORONTO.—Car makers are try- 
ing to change officialdom’s ideas on 
what is a good test of automobile 
noise under a city antinoise by-law. 

Representatives of General Mo- 
tors, Chrysler and Ford and the 
Canadian Automobile Chamber of 
Commerce appeared before an On- 
tario legislative committee to pro- 
test the unit of measure of undue 
motor noise. 

The car people claimed that the 
“sone” meter method used by the 
industry is more accurate than the 
decibel meter proposed in a Toron- 
to by-law. 

The sone method is a laboratory 
job, comprising a microphone and 
a tape recorder. 


parent halting reteset 
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Kaiser Empire 


Occupies Giant 


West Coast Center 


OAKLAND, Calif.— Kaiser Cen- 
ter, a seven-acre complex of shop- 
ping, business and office facilities 


dominated by the 28-story home of 


the Kaiser industrial organization, 
has been officially completed and 
fully occupied, 

The project was completed dur- 
ing the organization’s 47th year and 
marked the first time in a decade 
that the industrial complex has 
been able to house its entire execu- 
tive staff under one administrative 
roof. It is the first such building 
constructed by the organization for 
its own use, and it is occupied en- 
tirely by the Kaiser organization. 

Kaiser Center becomes the focus 
of a group of affiliated companies 
operating 97 plants and facilities in 
the United States and abroad, and 
having annual sales of nearly $1 
billion and assets of $1% billion. 

Approximately 80 percent of the 
structure’s materials were produc- 
ed by Kaiser companies or emanat- 
ed from Kaiser-processed or raw 
materials. 

Kaiser Center contains more than 
two million pounds of aluminum, 
23,000 tons of steel, 60,000 yards of 
concrete, 250,000 yards of gypsum 
lath and plaster, two million feet 
of wire and cable, 250 miles of pipe, 
and extensive incorporation of 
Kaiser materials in its interior dec- 
oration and furniture. 

Principal tenants include Kaiser 
Industries Corp, and its Kaiser 
Aircraft & Electronics Division; 
Kaiser Aluminum & Chemical 
Corp.; Kaiser Steel Corp.; Henry J. 
Kaiser Co. and its Kaiser Engi- 
neers Division; Kaiser Engineers 
International Division and Kaiser 
Sand & Gravel Division; Perman- 
ente Cement Co.;' Kaiser Gypsum 
Co., Inc.; Kaiser Fleetwings, Inc.; 
Willys Motors, Inc.; Kaiser Com- 
munity Homes; Kaiser-Burns De- 
velopment Corp.; Kaiser Hawaii 
Kai Development Co., and National 
Steel & Shipbuilding Co, 





—$_—— 
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Field Representatives 
Imported Automobiles 


Mid-West and East Coast openings avail- 
able with successful factory subsidiary. 
We are looking for two ambitious young 
men who have had wholesale automobile 
experience. Should be familiar with both 
dealer contact and open point work. 


Send detailed resume including age, edu- 
cation, marital status, dependents and job 
history, including income, to: Box 1865, 
c/o Automotive News, Detroit 7. 


USED CAR MANAGER—under 35—imagi- 
nation, industry, management caliber, 
knowledge of values and trading ability 
are prime requisites. Unlimited opportun- 
ity with long established midwest Cadil- 
lac dual. Send resumé and recent snap- 
shot to Box 1828, c/o Automotive News, 
Detroit 7. 


DO YOU QUALIFY FOR THIS $15,000 (OR 
HIGHER) JOB? If you are a general 
ager for a car dealer, or have been a 


Sate ey Gsan Mfg. C 
S, s 0. 
Box 7467, Houston, Texas. a 





SALES MANAGER, Buick, Pontiac, Ram- 
bler automobiles, International trucks. 
Well established dealer in irrigated val- 
ley, small western Nebraska town, Must 
be aggressive and able to supervise en- 
tire automobile department, Write Box 
1835, c/o Automotive News, Detroit 7. 





AUTOMOTIVE FIELD 
REPRESENTATIVES 


Sales @ Service @ Parts 


Renault distributor for Kentucky and Ten- 
nessee requires experienced field men. 
Our organization is strong and aggressive 
—our dealers’ sales are up 40% over last 
year. We urgently need sales, service and 
parts representatives and are prepared to 
pay top salary to qualified applicants. 
Send resume immediately to Box 1839, 
c/o Automotive News, Detroit 7. 
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HELP WANTED 





TREASURER-ACCOUNTING 
MANAGER 


GM dealer, unquestionable reputation, 750- 
1,000 car potential, interviewing men 35-45 
years of age, equipped to handle all account- 
ing functions according to Motors Holding 
procedure. Must be capable of determining 
caliber and capacity of subordinates and 
organizing, supervising and maintaining de- 
partment on current basis. Position requires 
analytical experience to further efficient, 
profitable operation; personality to form 
pleasant reiations with associates and clien- 
tele; interest other than monetary in position 
attractive only to persons having well defined 
goal for future. Remuneration will match re- 
sponsibilities of position plus incentive based 
on performance. Transportation furnished. 
You may write in strict confidence giving 
Present position, home telephone number, 
background experience, and enclose a recent 
picture. Write Box 1855, c/o Automotive News, 
Detroit 7. 

SS 


SERVICE MANAGER — Successful distri- 
butor of heavy duty trucks desires man 
who understands the proper functions of 
a service department as it relates to the 
customer, also the broad responsibility 
of the service manager himself, Sizable 
operation with exacting management, 
employs about 25 mechanics, Central lo- 
cation in city of 250,000. Will pay in 
proportion to your worth, Write very de- 
tailed information about education, jobs 
held, family, financial condition, what 
you have earned. Strictly confidential. 
Box ee c/o Automotive News, De- 
troit 7. 





CAN YOU TOP 
$35,000 PER YEAR 
MR. SALES MANAGER? 


salesmen are not allowed to close deals. 
Write resume of experience to: SOUTHERN 
MOTORS, INC., 301 East Broughton St., 
Ga. Att: Mr. Julius Kaminsky, 
Pres., Tel. ADams 4-3478. 


; 





WANTED: Professional automotive gen- 
eral managers and sales managers. If 
qualified, will place you in top profit 
potential location. Box 1841, c/o Auto- 
motive News, Detroit 7. 


FRANCHISE SALESMEN — Earn $600 
weekly selling local franchises, Patented. 
Car required, Send resumé including pic- 
ture. President, 4264 So, 35th St., Ar- 
lington 6, Va. 





AGGRESSIVE, 38 years old, with 12 years’ 
of solid Ford parts sales manager experi- 
ence, Diversified background in purchas- 
ing, merchandising, sales, production cost 


control, Can direct in profit improve- 
ment, Will relocate. Write Box 1249, c/o 
Automotive News, Detroit 7. 


GENERAL OR GENERAL SALES MAN- 
AGER, fully qualified to manage a large 
volume dealership on a sound basis, My 
reputation and ability will meet your 
strictest requirements, Interested in long 
term employment with option to pur- 
chase or make investment. Will relocate. 
Best of character and ability references. 
Box oo c/o Automotive News, De- 
troit 7, 





REPRESENTATIVE—Fifteen years’ ‘‘Big 
Three’’ factory experience, some retail, 
district manager, merchandising, sales 
promotion, sales and business manage- 
ment, open point and dealer develop- 
ment. Will travel; relocate in automotive 
or allied supplier lines. Resumé on re- 
quest. Box 1851, c/o Automotive News, 
Detroit 7. 





SERVICE MANAGER with demonstrated 
ability for improving all phases of dealer 
service operation, Age 35, married, high 
rating on vocational test, technical and 
modern management practices training. 
Ability to analyze, organize, deputize 
and supervise proved and supported by 
references, Operation with large potential 
monthly sales preferred. Box 1852, c/o 
Automotive News, Detroit 7, 


GARAGE, 


Lovely New England town—i50 
Parts, accessories and equipment $50,000. 
Lease available. Box 1853, 
News, Detroit 7. 









POSITION WANTED 


GENERAL MANAGER—Fifteen years’ ex- 


perience in all phases, wholesale and re- 
tail, domestic and imported, Eight years 
general manager metropolitan multipie 
point domestic dealership; two years re- 
gional manager German import; five 
years retail salesman domestic, Family 
man, age 39, aggressive. Presently em- 
ployed general manager retail dealer- 
ship. Willing to relocate for greater 
challenge and opportunity in quality 
dealership, 600 to 1,000 units, Sincerely 
not interested in sales manager position. 
Box 1858, 
troit 7. 


c/o Automotive News, De- 


OFFICE MANAGER — BUSINESS MAN- 


AGER, experienced General Motors and 
Ford accounting systems, daily operating 
reports, insurance, credit and collections. 
Complete knowledge of all phases of ad- 
ministration of medium and large size 
dealerships, Wishing to relocate—prefer 


Western locations, Best of references. 
Box 1864, c/o Automotive News, De- 
troit 7. 


AGGRESSIVE and ambitious man, 30 


years young, urgently desires managing 
and/or buying Chevrolet dealership in 
Illinois, Presently managing 300 new 
cars a year dealership, experienced in all 
phases of operation having worked in 
retail and wholesale. Factory approval 
assured—will invest if necessary. All re- 
plies strictly confidential, Box 1848, c/o 
Automotive News, Detroit 7. 


GENERAL MANAGER—25 years’ automo- 


tive experience. Desire opportunity to 
buy-in. Best references. Box 1842, c/o 
Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


completely equipped, built in 
1949, 9,000 sq, ft, enclosed, includes 
showroom, body and paint shop, front 
end and brake buildings. Valuable cor- 
ner lot, old established dealership prob- 
ably available, Widow selling at $125,- 
000, Terms, or consider lease, Stowell 
i 1115 W. Ramsey S8t., Banning 
alif. 


CHARLOTTESVILLE, VIRGINIA, dealer- 


ship handling Buick for sale. Widow 
wishes to sell well established business 
in Buick class community, Contact: Mrs. 
Joseph Vance, telephone Charlottesville 
2-7148. 





AUTO DEALERSHIP FOR SALE, Is your 


present deal too big? Want to make a 
little money and live a little too? Lo- 
cated in beautiful semi-resort area in 
south central Pennsylvania, You will be 
selling Dodge in an area where Dodge 
has been continuously well sold for 43 
years. The annual opportunity 130-150, 
earnings a conservative $20,000 per year. 
Buy only the inventory (no used cars). 
Reasonable rent on the main traffic ar- 
tery. Box 1862, c/o Automotive News, 
Detroit 7. 





IN COLORADO 


For Sale — Agency handling Chevrolet — in 
good Western Colorado town. Good record. 
Write for full particulars. Western Explora- 
tion & Management Co., 444 I7th St., Denver, 
Colorado. 





DEALERSHIP HANDLING Lincoln-M e r- 


cury-Comet in East, Good growing loca- 
tion. Right price. Factory approval need- 
ed, Box 1859, c/o Automotive News, De- 
troit 7. 


POMPANO BEACH, FLORIDA — agency 


for lease. New showroom, service area, 
offices, parts room, completely equipped 
—ready to go. Lot 150’x250’ on U.S, 1, 
opposite Pompano’s largest shopping cen- 
ter. Contact: E, Rochette, 454 N, E. 28th 
Road, Boca Raton, Florida. 


SOUTH CENTRAL, handling Buick-Opel, 


200,000 population area where several 
large industries are being built. For sale 
to dissolve partnership, Write Box 1860, 
c/o Automotive News, Detroit 7. 


FOR SALE: Oklahoma agency handling 


Ford, including Falcon, Completely 
equipped office and shop, Sales in 1959, 
145 new units. Located geographically to 
draw from a larger than assigned sales 
area. Low rental on lease basis. Due to 
ili health, dealership priced far below 
value. Actual inventory of parts, acces- 
sories and shop equipment $12,500.00. 
Will accept $7,500.00 down, Low interest 
rates on the balance, Manufacturer’s ap- 
proval necessary, Box 1861, c/o Automo- 
tive News, Detroit 7, 





Agency Available 
HANDLING CHEVROLET 


new cars. 


c/o Automotive 





HIGHLY PROFITABLE COLORADO deal- 


ership handling Chevrolet—near Denver. 
Low rent, modern facilities, good serv- 
ice and parts operation. Take $50,000 to 
handle, No accounts or used cars, Fac- 
tory approval necessary, Illness forces 
decision. Box 1832, c/o Automotive 
News, Detroit 7. 











DEALER SERVICES 











MILITARY ACCEPTANCE 
WILL HELP YOU SELL MORE 
MILITARY PERSONNEL 


* Worldwide financing and refinancing up 
to 36 months ... . for officers and non- 
coms of pty grades E5 and above... 
on simplified, non-recourse basis. 


* Cars may be taken overseas without re- 
financing. 


Military Acceptance Corp. 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—CApitol 5-6756 


























DEALERSHIPS AVAILABLE 











1961 Auto Costs! 


MONEY 

Discover how much your competitors’ cars 
MAKING really cost. The book, "AUTO COSTS," gives 
DEALERSHIP you the “factory invoice prices of all 196! 


American cars, 25 foreign cars, 4 American 
trucks, and all their equipment. Used by 
dealers and banks nationwide, Order your 
‘61 edition today for only $!0—three year 
subscription $18 (including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
Liberty, N. Y. 


Handling Ford 


Fifty minutes from 
San Francisco. 


300 cars per year. Present suc- 
cessful dealer is moving to a 
larger dealership. Total capital re- 
quired $75,000 to $100,000. 
Buyer must have Ford Motor Com- 
pany approval. 





NEW LINES WANTED 


WE DESIRE NEW PRODUCTS for our 
expanding distributorship calling on new 
car dealers. Sales force covers state of 
Michigan, 650 active accounts—growing 
steadily. Write to Box 1863, c/o Automo- 
tive News, Detroit 7. 


CARS FOR SALE 








Reply Box 1854, c/o Automotive 


News, Detroit 7. IMPORTANT NOTICE 


Dealers are cautioned that before 


purchasing any import automobiles 
or trucks, they should be sure to 





DEALERSHIP HANDLING TWO FRAN- 
CHISED FOREIGN MAKES, Good used 
car and repair departments, Middlesex 
County, New Jersey exclusive. Might 
consider partnership. Illness forces this 
decision. Sale price $25,000. Box 1777, 
c/o Automotive News, Detroit 7. 


HANDLING PONTIAC, RAMBLER;~TEM- 
PEST—Dealership in midwest town of 
6,000. Last year’s volume was $924,000. 
Furniture, fixtures, equipment, tools, 
parts, and business complete goes for 
$17,500. $10,000 down will handle. Own- 
er will carry balance payable §100 per 
month until paid. Box 1845, c/o Auto- 
motive News, Detroit 7. 


check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 





1961 
VOLKSWAGENS 


Sedans © Sunroofs © Ghias 


—enemeene reenter | Welne largest importers According to 
AUTOMOBILE DEALERSHIP LOCATED th A 2 i St P ¢ Journal.” 9 

in small Southern city, state of Louisi- e we ion went 

ana. Desire to retire from business, will| Shipping to: Jacksonville, Fla.; Houston, 


seil assets. Now merchandising one of - . a 
top line of cars and trucks. Interested | '@%-; Charleston, W. Va.; Mobile, Ala.; 
parties write: Frank Haynes, Clinton| Baltimore, Md.; New Orleans, La., and 


Motor Company, Clinton, Louisiana. all other ports, if desired. 


DEALERSHIPS WANTED $1 ,625.00 


FLORIDA—Top cash price, Coastal ‘area. 
Factory approved. In Florida now. Con- (Slightly higher due to freight 
on West Coast.) 


fidential. Box 1819, c/o Automotive 

News, Detroit 7. All Excise Taxes and Duties PAID 
Fully Americanized—with Leather 

Phone, Wire, Write: 

B. C. “Buck” Malcuit 

SNUFFY SMITH 

MOTORS, INC. 


Main Office: 
2317 South Main, Houston, Texas 
CApital 2-0363 





ATTENTION 


FLEET BUYERS 


PLACE YOUR 
1961 CHEVY ORDERS 
WITH Us! 


$200.00 CASH REWARD 


to recovery of any 
arrants are issued for 


for information leadin 
of these three cars. 
these drivers: 


1960 CHEVROLET IMPALA, 4-door hard- 
pM No. 01839A113567, color 
we . Last known driver man known 
as Rodney Williams, Florida drivers li- 
cense No. 1319567. Last known tag No. 
10E2716 (Fia.). Suspect has relatives in 
Pennsylvania. 


1. We give SERVICE. 
2. Full time fleet manager. 
3. Orne location with Chevrolet for 42 


years. 
4. Every car delivered personally by 
fleet 





manager. 
5. We care for your customer as you 


1960 FORD STARLINER, 2-door hardtop, 
1.D. No. OAS3W 105482, color white. 
Last known driver man known as Frank 
T. Courson jr., Florida drivers license 
No. 385295. Last known tag No. 
10E3717 (Fia.). Suspect has relatives in 
Alabama. 





1960 CHEVROLET CORVAIR, 4-door se- 
dan, 1.D. No. 769W131717, color bive. 
Last known driver man known as Robert 
J. Meyers jr., Florida drivers license No. 
776602. Last known No. 10E2666 
(Fla.). Suspect has relatives in Tampa, 
Fior! 


Contact: Joseph Ki 
als, tnc., JAckson 
dale, Florida. 





im 








DEALER SERVICES 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Tools 
For Buy/Sell s, Annual Fiscal 
Reports, Tax, ing and Insurance 


Write for free 
“Hidden Earning Power" beekiet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
27, Miclitgan 


10040 Freeland Ave. Detroit 
WeEbster 3-6445 





King Car-Truck Rent- 
1 collect, Ft. Lauder- 





personally would. 
6. Financially able to handle 1 to 200 


cars. 
7. Large retail used car operation. 
8.We pay more for used cars than 


anybody. 
GLENWAY CHEVROLET 


“42 Years" at 4225 Glenway Avenve 
CINCINNATI 5, OHIO 


Lou Schoenlaub Red Frazier 
Fleet Mgr. Sales Mgr. 
PHONE BLACKBURN 1-5555 


1961 VOLKSWAGENS 


For Immediate Delivery 


Duty, excise tax and all charges paid. 
Direct imports from Germany through as- 
sociated German Export firm. Wire, write 
or phone: 


BARBARA RANK 
IMPORT/EXPORT, INC. 


1216 First Ave., New York 21, N. Y. 
Phone: LEhigh 5-3258 
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CARS FOR SALE 











1961 
VOLKSWAGENS 


Ghias, Convertibles, Buses 


1961 
-Volkswagens 


direct shipment to any ‘port 


Ample Supply of 


CLEAN 
-. USED 


















U. S. A. Our prices will be 

quoted yeu coi cost, to all ports. 
CARS freight, insurance, customs 1960s, 1959s, 

duty and ete 







EXCISE TAXES PAID . 
Equipped as Follows: 















It pays to check with us first. 


1960 - 1959 - 1958 















MOST MAKES Leatherette interior . . . tool . 
kits . . . mile speedometers 
CU RRY . . ASI windshields .. . heat- Call, Write or Wire 
ers... turn signals .. . bump- LOWNI CORP. 
CHEVROLET er rails . . . outside mirrors 
- + « wired for sealed beams. 200 W. 72nd St., New York 4 
B'way & 133rd St., N. Y. C. PLUS NEW AND USED 1960S. Ask for Zigi—TR 3-5727 
Ed Hogan AD 4-6000 Write, Phone or Wire Jacksonville, Fla.—ELgin 6-7551 









MACK IMPORTS 


349 SOUTH RIDGEWOOD RD. 
SOUTH ORANGE, N. J. 


ESsex 2-9698 
Soe. Orange 3-0575 



















Ex-Taxis 
FORDS HEVROLETS 


Custom 1959 " Biscaynes 


Standard Transmission 
Four Door 
Jack, Spare Tire 
Exceptionally Clean Cars 
utiful Motors 
WHOLESALE ONLY 


We arrange shipping anywhere. 
2008 cave te dinecn Wenn. 


UNIVERSAL AUTO 
WHOLESALERS, INC. 


1960 Models 


Rambler American—Corvair 
Lark—Ford—Chevrolet 


Thunderbird—TR3 VOLKSWAGENS 


Cadillac 
All Models—aAll Types 
IMMEDIATE DELIVERY 
New York, Baltimore, Md, 
Write, phone, wire for our new low price 
Morse Auto Rental list under continuous supply program. 


7726 WN. E. 2nd Ave. Miami, Florida Buy with confidence from 
Plaza 7-2425 reliable, steady source. 


ALL COMMERCE & 
TRADING CORP. 
SEE PAGE 34 120 Wall St., New York 5, New York 


foe name AUCTIONS BOwling Green 9-0636 — TWX-NY 1-1211 




















Sedans—Hardtops—Convertibles 
Low mileage—Clean cars. 
Delivery Arranged 















HE 5-8400—New York, BO 9-0216 













1961 ORDERS 
BEING PLACED 
All Makes—All Models—All States 


New-car Dealers Interested in Volume Fleet 
Sales and Service, Contact: 


National Purchasing Department 
ROLLINS LEASING 
CORP. 





OARS FOR SALE 















14th and Union Sts. Wilmington 99, Del. 


Chevrolet- Ford - Plymouth - Dodge - Comet 

Corvair - Falcon - F-85 - Lancer - Lark 

Rambler - Special - Tempest - Valiant 
Especially Invited 








sharp used cars! 


HERTZ 


has ’em! 


1959 and ’60 models are now available at Hertz offices 
across the country. Allcarsin top shape, clean and sharp! 
Chevys, Fords, Plymouths, Buicks, Cadillacs, Pontiacs. 
Sedans, hardtops, wagons and ténverts — you name it, 
we've got it! 

Good colors — power steering, R & H, automatic trans- 
mission, many with power brakes —the works! 





COMPLETE USED CAR INVENTORIES BOUGHT 
FOR CASH OR CERTIFIED CHECK. 


Write or phone: 


I. M. WALD 
1545 Jerome Ave. Bronx 52, N. Y. 
CYpress 9-91 11 


MAILING LISTS 


DEALERS MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers, Complete 
national list. October, 1960 checked, On 
addressed labels, 35M, $14 per M, Box 
1856, ¢/o Automotive News, Detroit 7. 


AUCTION SCHOOLS 


LEARN AUCTIONEERING. Nationally 
recognized diploma, Free catalog! Mis- 
souri Auction School, Box 8466-P3, Kan- 
sas City 14, Missouri, 


BE AN AUCTIONEER — World’s largest 
school. Internationally recognized diplo- 
ma. Free catalog. Reisch Auction Col- 
lege, Mason City 77, Iowa. 


PARTS FOR SALE 


LLOYD PARTS for all models. Complete 
stock, Fast service. Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 











CALL YOUR LOCAL HERTZ OFFICE TODAY 
















or 
contact : Mr. I. E. Spatig, The Hertz Corporation 
660 Madison Ave., N.Y. 21, N. Y. PL 2-2000 























500 — FOR SALE — 500 
1959 FORD TAXICABS 


Custom "300," 6-cylinder, standard shift. 
GOOD BODIES e GOOD MOTORS ¢ GOOD RUBBER 


Instrument panels complete. No cutouts or missing pieces. Excellent mechanical 
condition. 


FOB N.Y.C. $375 t ACH festates jack, spare wheel, lug 


We will assist in arranging reasonable delivery by trailer or bring license tags 
or in-transit permits. Call-Write-Wire NOW: 


SID LAVENE 


Taxicab Specialist 


1045 Close Ave., N.Y.C. (Bronx 72), N. Y. 
Phone: Tivoli 2-9921—days 
COlumbus 5-6100, Exh. 2157—nights 









HANSA 


Goliath © Express 
HANSA CORPORATION 


Master Parts Depot 












Western Distributor 


1326 Marsten Rd. 


Burlingame, Calif. 
Di. 2-6358 













BMW PARTS A N D ACCESSORIES for 
Isetta ‘'300,"’ ‘'600,'" ‘‘700 Contact 
your nearest distributor or Ludwig Mo- 
tor Corporation, 421 East Q9ist Street, 
New York 28, N. Y., TRafalgar 6-7010. 


LLOYD PARTS—SKODA PARTS—For all 
models, Immediate delivery. Amsko, 5069 
Broadway, New York 34, New York. 


CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 




























ACCOUNTING MACHINE—Burroughs 500 









COLLECTORS ITEM—1929 Cadillac Tour- 
Pae, Post 


1931 ane ee SEDAN, like new, Runs 


CONVERTIBLE TOPS—$21.25. Jeep tops, 
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PARTS FOR SALE 


WILLYS-JEEP PARTS, 1958 and prior. | peaeeeeeeeemememe 


Dealer franchise terminated, will sacri- 


Aaa mms Sel tat Weathcgioes ert WHY SETTLE FOR LESS... 


Wayne, Ind, 


ACCESSORIES FOR SALE =—=— No Other Tow Bar 


Can Give You These 
PORTABLE DUAL CONTROLS Engineering 
mended for Driver-Education Cars by) *CADALLOY STEEL CAST 


Recommend: 
and by Chevrolet, Ford, Plymouth and Rem | COUPLING HEADS LINED 
joes for all their nodes including compacts. TO PROTECT CAR BUMPERS. 


re, pone $25; standard $30. 
—— PORTABLE tk 


aimora e 
CONTROLS, INE INC», 1701 Balmoral, Detroit 3! +CADALLOY STEEL CAST 


YOKES WITH HEAVY DUTY 


________ TRUCKS FOR SALE TUBULAR STEEL "Vv" 
1956 CHEVROLET i-ton panel trucks (2). SECTIONS TO RESIST 


Nice condition, good paint, fair rubber, 
4-speed transmission, “10-ft. body. $600 STRAIN & STRESS. 


each. Glenway Chevrolét, Cincinnati, 


Ohio. Ph.: BLackburn 1-5555. *Cadalloy Steel Castings 











Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


UNIVERSAL SWIVEL ON 
ON COUPLERS FUNCTI . 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 
FOR SMOOTH & SAFE 
TOWING. 


* 
BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


¢ 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . . $69.80 
Dealers’ 25% Discount .......... 17.45 


Dealers’ Net with 4 $52.35 


Standard 2 Large 
Adapter onde Fed. Tax. Inc. 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four: Clamp Hook-Up 


OFFICE EQUIPMENT FOR SALE 


Sensimatic, style F501. This machine has 
been covered by a Burroughs service con- 
tract since new—about six years—and is 
in A-1 condition. It is set up with nec- 















Ford, Inc., 436 East Washington Bivd., 
Fort Wayne, Indiana. 


ANTIQUE, CLASSIC CARS FOR SALE 









ing. Excellent condition, Jack 
Office Drawer 980, Leesburg, Florida, 












, 00d rubber. FOB Seattle $1, 250. 
A, >. "Pavone, c/o Westlake Chevrolet, 
MAin 3- 4122. 


MISCELLANEOUS 











$72.20. Headlinings, $12.50, Free catalog. 
BIG BUCK, 12 Elliott, Beverly, Mass. 


Buy and Save $$$ 


THE ONLY BAR WITH 
@ UNIVERSAL “WRIST ACTION" © 


NEW ROADKING 
SeESEST 99" 




































TRAIL KING * 37° 
BALL BAR...... 
* SPECIAL, 3 FOR $100.00 


Automatic BraKinG 


WITH THE UNIVERSAL ¢ 45 
“WRIST ACTION" $5] 
Incldg. BRAKE HOOK-UP 


4 Point 00 
TowKinG i.tc'c, 45 
STEEL (Tow Bar) CARRYING Oni 
CASE with Wheels & Handles ' 
BROWNIE CARRY-ALL $11.11 
BAG Mounted ON with Ber 
Rubber-Tired WHEELS Purchase 
CLOSING OUT RED ARROW 
PARTS AT 50% DISCOUNT 
Universal License 35 Hairpin .10 
Plate Holders - 
Protecto Covers (Tailor Made) ....$6.95 
with Shoulder 2.95 


salary CHAINS, set of 2, only... 2.95 
We Carry a Complete Line of 











“ON THE BALL" 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 


Dealers’ List F.O.B, Factory ................ $51.00 
Dealers’ 25% Discount ...............000+ 12.75 





















e 
Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders in the Industry 
since 1939" 















Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect 3 72,cherers 
40 So. Clinton St., Chicago 6, Ill. 








New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 
All Other Countries — One Year $13 [] or Two Years $22 [1] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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Street Address... ccccccccccccccncccscesccceccceccesece Zone No,....++++ 
CRY. cnccoccncensccccesscdcusceeceseasscoovesss SO. ib Sosrenntsocnee 
TRADE CONNECTION: 
Car Dealer [) Truck Dealer [] Manufacturer [] 
Jobber C] Insurance (] Financial [] Supplier [1] 
Make Of Car. .cccccccccccccccccccnscesesccssececece Hovccivocsvseaee 
10-83-60 | 
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“Mr. INTERNATIONAL’ 


is a market weatherman! 


He’s the Zone Manager, forecasting seasonal buying 
trends of local customers so an INTERNATIONAL dealer 
can be ready with the right models and the right sales 
approach at the right time. 

He’s the Zone Parts Supervisor, assisting a dealer 
in stocking his parts department with the proper 
parts and accessories to meet conditions caused by 
seasonal changes. 

He’s the-Assistant District Manager, working with 
the dealer by calling on a major account to analyze 
the customer’s requirements for future months. 


“Best deal in the truck business... 


INTERN ATIONAL TRUCKS Hil. 


“Mr. INTERNATIONAL” is many men, really. But 
whatever the title, his primary job is to help INTER- 
NATIONAL Truck Dealers keep their sales healthy and 
their customers happy. 

This is INTERNATIONAL HARVESTER’S plan of as- 
sistance. If you’re interested in working with an 
organization like this, selling the world’s most com- 
plete line of trucks, an INTERNATIONAL franchise may 
be available to you. Write: Manager of Sales, Motor 
Truck Division, International Harvester Company, 
180 North Michigan Avenue, Chicago 1, Illinois. 














